















1943 
WORLD SERIES 


IN MOTION PICTURES 
Co-sponsored by 


HILLERICHEBRADSBY 


Makers of 
LOUISVILLE a Tefet a) BATS 





If you are a Louisville Slugger 
dealer and can provide a good 
audience for this fine motion pic- 
ture of the 1943 World Series, 
write us for details on how to 
secure it for a free showing in 
your community. 


H & B has a number of prints 
available for our dealers’ use — 
Write us for dates. 
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AVAILABILITY 







The immediate available supply 
of nylon has been preempted by 
the government and it will not 








be until the reserve surplus of 
war materials has reached a 
point where the production of 
nylon exceeds government 
needs that it can be offered for 


civilian use. 
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THE WOOSTER ane on 
BRUSH MANUFACTURERS SINCE 


1 BRUSHES 


e WOOSTER, OHIO 
iss 


BRUSHE! 


—\ A SENSATION IN 


PAINTING TOOLS 


Bristled with tapered nylon mono- 
filaments, especially processed 
and expertly hand-made by 
Wooster’s most skilled craftsmen, 
Wooster Foss-Set nylon Brushes 
are unsurpassed as fine painting 
tools. They pick up, hold, and 
spread paint materials evenly - 
smoothly - speedily. Amazing 
wearing qualities. Easily cleaned 
in all usual brush cleaners and sol- 
vents. Best of all, they’re Foss-Set! 
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Feature the Northland line of winter sports 
equipment . . . the best-known dealer line, and 
the finest! 


By identifying yourself with Northland you can 
develop substantial business and a real following 
to make your store winter sports headquarters 
in your locality. 


The Northland line includes skis, and all that 
the skiing enthusiast needs . . . bindings, poles, 
waxes, and other accessories. There are snow- 
shoes, toboggans, and hockey sticks. And because 
of Northland’s reputation for quality, and the 
heavy impact of its advertising, each item has 
ready acceptance... which means steady, profit- 
able business for you. 


Heading the Parade... 4 , 
Laminated Skis y 


by NORTHLAND! 


Laminated hickory skis are available 

in both the Hannes Schneider and Northland models 
. . « Ouf proudest achievement in more than 30 
years of manufacturing fine skis. 


NORTHLAND SKI 


MANUFACTURING COMPANY & 


"World's Largest Ski Manufacturer” 


30 Merriam Park « St. Paul 4, Minn. 
Laconia, N. H. 
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THE OUTLOOK FOR 1944 


Our ability to serve you is closely tied up with the outcome of 
the war in Europe. 

Now that Victory is predicted in 1944 we feel that the pic- 
ture is definitely more hopeful. . 

Our production facilities in each plont have been greatly 
enlarged and when we are released from war production we 
will be able to turn out merchandise in much greater volume t 
than before the war. We will also have many postwar de- t 
velopments of major importance to the trade. | 

Your continued interest and patience in the face of dis- 
tressing shortages is greatly appreciated. Our factories are 
| still concentrating on war production, but we are looking for- 
ward to the day when we will be able to take care of your 
requirements with complete satisfaction. 

















Som 


EDWARD KATZINGER COMPANY «¢ CHICAGO 39, ILLINOIS 


A & J KITCHEN TOOLS . EGG BEATERS . CAN OPENERS * STA-BRITE TABLEWARE 
EKCO, OVENEX AND PLAIN TINWARE @ GENEVA FORGE CUTLERY @ KATZINGER FLASHLIGHTS 
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Anvil Tools 
Awls 

Bars — Ripping 

Bit Braces 

Boring Tools 

Breast Drills 

Chisels — Cold 

Chisels — Wood 

Dolly Blocks 

File Holders 

Hammers 

Hand Drills 

Knife 

Levels 

Marking Gauges 
Mitre Boxes 

Planes 

Punches 

Rules 

Saw Sets 

Scrapers 

Screw Drivers 
Sledges 

Soldering Irons (Hlectric) 
Spoke Shaves 
Squares 

Vises 


Es ES 
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Stanley Tools are a familiar feature of eyery picture of America at 
work. The biggest job in history—building the tremendous war 
machine that won't be finished till the enemy is crushed — takes most 
of the Stanley Tools produced today. Though these tools have the 
well-known Stanley endurance and efficiency, the finish is a service- 
able “battle dress” that permits greater speed in production, and 
economy of scarce metals. 

When America’s coming job of “reconversion” is started, there’ll 
be more work for Stanley Tools. They will be styled, finished and 
packaged to sell. Better-than-ever displays and dealer helps will 
simplify your selling job. 

When making your post-war plans for profitable business, put 
STANLEY TOOLS at the head of the list. Stanley Tools, 111 Elm 
Street, New Britain, Connecticut. 


bona THE TOOL BOX OF THE WORLD 


STANLEY 
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1944... 


AS WE SEE 


RED HEAD 


IT AT 








A YEAR AGO we said 

“No ... we can't supply rods and reels for the 
fisherman. But there will be fishing and you will 
find a nice market for canvas Creels by Red 
Head. Better fishing togs will also continue as 
profit-makers. There will be hunting, too, for 
which Red Head, as usual, will present the best 
that available materials permit in clothing, gun 
cases, gun covers, etc.” 


THIS YEAR we say it again—but louder. Nothing 
much has changed except that the available sup- 
ply of materials and productive labor has suffered 
further set-backs, restrictions, etc. 


BUT “there will be fishing” and RED HEAD will 
help this National tonic-taking by making all we 
possibly can of Bantam fine fishing togs from 
“Fishuntex.” Those extra value RED HEAD Canvas 
Creels — Rod Cases — Reel Cases — Creel Har- 
nesses and other comfort items. 


OUR MEN will do some traveling, but, transporta- 
tion as it is and total production for civilian pur- 


4313 W. Belmont 





poses facing a probable deficit, do not wait to 
order your Fishing Needs. 


Delay in ordering Hunting Goods may be risky, 
too. We are in no position to say what will be done 
about shells, but we know that “there will be hunt- 
ing.” Those of you who were skeptical in 1943 can 
no longer entertain a doubt. Remember—late or- 
ders stand slimmer chance of delivery. 


ORDERS should be placed with the thought that the 
manufacturer may have his raw material deliveries 
stopped or new stipulations made against patterns 
or designs. RED HEAD will continue its diligent 
endeavor to keep to the established high standards 
of the RED HEAD line. Any alternate material util- 
ized will meet the requirements of the end to which 
it is to be used. An item will be discontinued rather 
than fail to serve its ultimate purpose. 


COOPERATION has been splendid and we feel 
encouraged to continue our policy of making all 
we can to supply the equipment for needed recrea- 
tion and help to keep distributors in business. 


Send for Free Catalog 


RED HEAD BRAND co. 


Chicago 41, Ill. 
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When you handle Lund winter 
sports equipment, you cash in 
on Lund prestige and open the 
door to a wide variety of prof- 


itable sales. 


In the Lund line, you have ac- 
cess to the only complete line 
of winter sports items carried 
by jobbers. It includes all types 
of skis—the famous Lund lam- 
inated skis . . . ski poles, ski 


bindings, waxes, etc. . . . to- 


boggans . . . snowshoes and 


hockey sticks. 


It will pay you to stock, dis- 
play, and push the ALL-LUND 
line of winter sports equip- 
ment. Ask your jobber for 


further details. 


Cc. A. LUND 
COMPANY 


24 Main Street, Hastings, Minn. 


RUINS SARA ho cee Bie 


Laconia, N. H. 
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TOMORROW... AND TODAY 





@ Thermos has been asked about post-war 


plans. This is the picture as we see it... 


1. Thermos naturally is planning for the fu- 
ture. New designs, new products, new uses 
are being developed. Because of continuous 
advancements in materials and methods, de- 


tails cannot be announced now. 


2. In value and utility, in salability and 


customer satisfaction, Thermos will be tops 


in vacuum insulated products. Thermos has 
always been a leader. Thermos expects to 


continue this leadership. 


3. IN THE MEANTIME, Thermos is producing 
more vacuum bottles than ever before. In 
spite of restrictions of materials for the outer 
case, the principle of vacuum insulation is 
maintained in its regular efficiency . . . dis- 
tribution is being made fairly . . . production 
is being kept at the highest possible peak. 


THE AMERICAN THERMOS BOTTLE COMPANY, NORWICH, CONNECTICUT 


Thermos Bottle Co., Ltd., Toronto 


Thermos Limited, London 


LET’S ALL BACK THE ATTACK! 








SHOW THEM THE NAME 
ON THE BOTTOM 


THERMOS 


BRAND VACUUM BOTTLES 
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MR. DEALER: 
This Is 

Your 
Advertising 


Read carefully the BRISTOL 
advertisement reproduced on 
thispage...““WhenA YankOf 
TheTanksDreamsOfFun...”” 





Tens of thousands of post- 
war prospects for BRISTOL 
fishing rods and tackle... 
among them your customers 
. . will see and be impressed 

; by this message as it appears 

’ in first-of-the-year issues of 
leading sporting magazines. 


Other equally convincing 
advertisements like this will 
follow in succeeding months. 


Their purpose is obvious. It 
is to remind your customers 
that, once the war is won, 
they may look to you again 
b quickly for the famous 
BRISTOL products . . . new 
and advanced BRISTOL 
products with the finest per- 
fections and innovations 
which up-to-the-minute 
skill, combined with ripe 
experience, can produce. 


CE? SRA Pe aE NG. ete emer: + 
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The Horton Manufacturing 
Company 
Bristol, Connecticut 
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When A Yank of 


the Tanks Dreams 


of Fun: 


Between the crash and thunder of battles, 
a Yank tank crew member may upon 
occasion wing his memory back home to 
the fun-filled quiet of his favorite fishing 
hole. 


What a contrast? Yet a contrast that has 
significance . . . a significance that will be 
made crystal clear to all fishermen in 


new and improved BRISTOL fishing 
rods immediately the war is won. Here’s 
the explanation: 


Quickly, after the war’s outbreak, the 
pioneering experience that had made 
BRISTOL steel fishing rods famous was 
turned into the fabrication of battle ma- 
terials among which are radio antennae 
for our fighting tanks. 


Today, from this tank antennae manu- 
facture, BRISTOL 3s acquiring in turn 
new skills, new abilities for the postwar 
production of even better fishing rods... 
BRISTOL fishing rods that will set 
brand new standards of perfection to add 
to your fishing fun after victory. 











THE Y AIIM MANUFACTURING CO 


BRISTOL, CONNECTICUT 


PEACETIME PRODUCTS — FISHING RODS, LINES, REELS, GOLF CLUBS 
9 














THE HARDWARE 


HE answer, sparing your modest blushes, is 

probably you, particularly if you carry a complete 
line of Abrasive Products by Carborundum for the 
farm and the home workshop. Today, farmers and 
home craftsmen are hard put to make their tools 
last for the duration. They realize the importance of 
good abrasives in doing this job. Years of use and years 
of Carborundum advertising have taught them the 


7,184,299 
FARMERS 


regularly read the four major 
farm publications that carry 
The Carborundum Company’s 
“SEE YOUR HARDWARE 
DEALER” messages to your 
rural customers. 





THE CARBORUNDUM COMPANY, NIAGARA FALLS, N. Y. 


POPULAR MAN IN 





Every hour this war is shortened will save 
$12,000,000. The lives it will save are 
priceless. Let’s get it over with—quickly! 





BUSINESS? d 


value of Carborundum Brand products. They want to 
know where to get them. That’s why our ads say “SEE 
YOUR HARDWARE DEALER”! And if you have 
Carborundum Brand Abrasives in stock, that means 
real popularity plus profitable store traffic for you! 





Your jobber’s salesmen will be glad to give you com- 
‘plete information on Abrasives by Carborundum. 


792,014 
HOME CRAFTSMEN 


see Popular Science and Popular 
Homecraft each month and both 
of these publications carry the 
same Carborundum message: 
See your hardware dealer for 
your abrasive requirements. 








Sales Offices and Warehouses in New York, Chicago, Philadelphia, Detroit, Cleveland, Boston, Pittsburgh, Cincinnati, Grand Rapids 


Carborundum i« a registered trade-mark of and indicates manufacture by The Carborundum Company) 
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_Kont makes more Delicious Coffee~FA 















WHO’S THE MOST 
POPULAR MAN IN 


THE HARDWARE 


HE answer, sparing your modest blushes, is 

probably you, particularly if you carry a complete 
line of Abrasive Products by Carborundum for the 
farm and the home workshop. Today, farmers and 
home craftsmen are hard put to make their tools 
last for the duration. They realize the importance of 
good abrasives in doing this job. Years of use and years 
of Carborundum advertising have taught them the 


7 184,299 
FARMERS 


regularly read the four major 
farm publications that carry 
The Carborundum Company’s 
“SEE YOUR HARDWARE 
DEALER” messages to your at ode he 
rural customers. , = 








Every hour this war is shortened will save 
$12,000,000. The lives it will save are 
priceless. Let’s get it over with—quickly! 


BUSINESS ? 


value of Carborundum Brand products. They want to 
know where to get them. That’s why our ads say “SEE 
YOUR HARDWARE DEALER”! And if you have 
Carborundum Brand Abrasives in stock, that means 
real popularity plus profitable store traffic for you! 


Your jobber’s salesmen will be glad to give you com- 
plete information on Abrasives by Carborundum. 


792,014 
HOME CRAFTSMEN 


see Popular Science and Popular 
Homecraft each month and both 
of these publications carry the 
same Carborundum message: 
See your hardware dealer for 
your abrasive requirements. 





THE CARBORUNDUM COMPANY, NIAGARA FALLS, N. Y. 


Sales Offices and Warehouses in New York, Chicago, Philadelphia, Detroit, Cleveland, Boston, Pittsburgh, Cincinnati, Grand Rapids 
Carborundum is a registered trade-mark of and indicates manufacture by The Carborundum Company) 


10 


HARDWARE AGE 














Frosted White 
Band- with 
Gold Stripes 


Irridescent 


Ruby Red 


Frosted Green 

Band with i 

Gold Stripes . . Y Ma a 
WITH GOLD STRIPES 






Frosted White 
Band- with 
Gold Stripes 
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Would Cost $8.90 If Purchased Separately 









Ad. No. 3-E 
3 col. x 74%” 


Ad. No. 4-E 
3 col. x 44" 

























Are You On The 
KENT BAND WAGON? 
‘MH not . . . WRITE AT ONCE! 








Onder KENTS from Gour Soller 


ASALES AIDS 


KENT DEALERS 


“Ceffee tastes better when 
brewed in a KENT eceffee 
maker.” 


That's the stery one woman 
tells another until it starts 
the whole town talking 
KENT. 


Then they seek out the Kent 
dealers — especially the ones 
whe advertise with the 
SALES AIDS reproduced 
here in miniature. 


There is neo better ALL OC- 
CASION GIFT than Kent En- 
sembles. That’s why they sell 
the whele year around. Get 
in the Kent band wagon. Con- 
tact your jobberImmediately. 
Teli him you want KEN 

SALES AIDS .. . or write. 


KENT PRODUCTS CO. 


222 WEST MONROE STREET 
CHICAGO, RLINOTS 
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The machine pictured above 
slots up to 1,000 hexagon 
nuts (from 1-7/16” to 2-3/8” 
across flats) every hour... 
three times the production 
speed of older methods. 


MANUFACTURERS—MILLED FROM BAR HEXAGON SEMI-FINISHED 
NUTS OF STEEL, BRASS, BRONZE AND SPECIAL MATERIALS 


DETROIT NUT COMPANY 


HUBBARD AVE. & M.C.R.R. 
DETROIT, MICH. 


Estabiisneo oe. 
en REPRESENTED 1N ALL PRINCIPAL CITIES 
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N. matter what kind of chain your customer may 
demand—whether it’s regular coil chain or a sling 
chain—don't let it stump you. Get in touch with Inter- 
national! * * International is making chain for every 
essential need: Industrial, marine, farm and tire. 
International is also in position to counsel with you and 
your customers on jobs requiring special chain. * * 
Regular or out-of-the-ordinary, bring your customers’ 
chain problems to International. Send for International's 
Complete Chain Catalog—and keep it handy. Inter- 
national Chain and Mfg. Co., York, Pa. 
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The FAIRMOUNT 
TOOL & FORGING COMPANY 


Hand Tools * Special Tools * Forgings 
10611 QUINCY AVENUE CLEVELAND, OHIO 
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Here s MARKET PLANNING for your 
POSTWAR SALES of MYERS SPRAYERS 


ca ri 
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Wauted: PERFECT FRUIT 


ge New Processed-foods market. 
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spraying (oD 4s. 
vevent mare 
jostwar plans oF prose” 


BRO. CO- aes | | 
THE F. E. AYERS © rr onie fe sraacens = waren aT us 
790 Church gtreet * ** 


Timely “look-ahead” ads like these 


Here's just le of Myers’ bi f fut 
lere's just one example of Myers’ big plans for your future ete dining wp telus Myers pretpects 


sprayer business. We're telling fruit and vegetable growers 
about the new postwar processing methods being developed 
—the strict quality standards being set —the necessity for 
scientific insect and disease control with dependable, efficient 
Myers Sprayers. Here again, Myers is first — planning ahead 
for new and expanded markets — and telling growers to take 
full advantage of their postwar opportunities by consulting 
Myers dealers now. Myers 1944 sprayer advertising covers 
your sprayer market and is working right now to get future 





sprayer prospects for you. 7 (g 
THE F. E. MYERS & BRO. COMPANY \Ci(L) 
Ashland, Ohio F pionys 


SPRAYERS PUMPS WATER SYSTEMS HAY UNLOADING TOOLS 
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When peacetime production is 
resumed, Knapp-Monarch will 
be ready with a complete line 
of performance-proved, profit- 
proved home appliances. They 
will embody refinements and im- 
provements based on 19 years’ 
experience that has won leader- 
ship for 4M. appliances in thou- 
sands of stores, and enthusiastic 
approval in millions of homes. 
To get you started rapidly, 
Knapp-Monarch will throw off 
its war-production armor quick- 
ly—give you the earliest possible 
eliveries backed by a sound pro- 
ram of advertising, sales train- 
ing, displays and sales helps. 
Line up now for the %M. 
postwar opportunity. Be sure 
your name is on our list to re- 
ceive announcements of new 


things when ready. 
TED LINE 


HARDWARE AGE 
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No, we can’t promise you any instruments—yet! But if Taylor Instruments 


we do say it, ads like this are doing a grand job keeping 
MEAN : 


the Taylor name alive and making Taylor Accuracy 
ACCURACY FIRST 


your best instrument buy when priorities are lifted. 
IN HOME AND INDUSTRY 








Stick with us—and we'll stick with you! Taylor Instru- 
ment Companies, Rochester, N. Y., and Toronto, Can. 


The above ad appears in Dec. 25th New Yorker, Jan. 3 rd 
Time, and Jan. 8th Business Week. 
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LHENEY 


NAIL HOLDING HAMMERS 


Ol aTctalch ah Coli MaleliciialeMalelag 
mers cost no more than 
rol dalsl ame Lekole MM alelaaloalsia Wael Gale 
aol Mare elialsMelchalasmeolalale ns 
added hammer utility 
WAL alel Ol mcd Gice Maes s Mi alelae| 
ware stores and users get 
more value—-dollor for 
roke} ike] amen alms i Gk alctalch ame Toll 
Holding Hammer than any 
other good hammer. Limit 
eye Melle lalibitct me lacme hac li lolol 


for essential civilian use 


HENRY CHENEY HAMMER CORP 
LITTLE FALLS—N. Y 


Sales Office: 217 BROADWAY. NEW Y 
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Peace Time Market 
In the Midst of War! 


The easy boring quality of the Russell 
Jennings Auger Bit is apparent to the 
beginner as well as to the expert. While 
Russell Jennings Auger Bits are active in 
war work, they are building future sales 
and good will for the thousands of hard- 
ware dealers who handle them. 


Russell Jennings quality is not just pleas- 
ant conversation. Throughout the long 
period of their manufacture, it has been 
the unchangeable practice to use only the 
finest grade of tool steel, and every stage 
of manufacture from the rough forging 
to the finished bit is under the eye of ex- 
perienced men. Then, to be doubly sure, 
every auger bit is tested by boring into 
a tough hickory slab! 


The result: the sort of tool any dealer 
can feel proud to back with his own good 
name. 


AUGER BITS 


THE RUSSELL JENNINGS MFG. CO., CHESTER, CONN. 
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Today, Klein pliers are serving on bat- 
tle fronts all over the world and on the 
industrial front at home. These tools, 
famous for quality since the first Klein 
plier was made, are aiding America to 
“finish the job.” 

Under war conditions, electricians, 
linemen, and users of good tools every- 
where are patriotically making their 
equipment last a little longer—give a 
little more service against the day when 


the reliable Klein pliers and tools that 
they have always used will again be 
available. 

Postwar plans call for an extensive 
development of power and communica- 
tion lines. All of this will mean a bigger 
demand for tools than ever before. 
Klein’s production of high quality tools 
in quantity for an America at war will 
be available to a peacetime America as 
soon as that war is won. 


DISTRIBUTED THROUGH JOBBERS 


Foreign Distributors: International Standard Electric Corp., New York 


oom WO ILE EN cx 


Keeping tools and equip- 
ment in good condition is 
important these days when 
tools are so vitally needed 
for war production. To 
aid in the care and proper 
use of tools, Klein has pre- 
pared this handy pocket 
guide which will be sent 
without charge to anyone 


3200 BELMONT AVENUE, CHICAGO 18, ILLINOIS eenpeetae 
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There’s less than 1/10,000 inch between a dud and sud- 
den death. And machining that less-than-hairline dif- 
ference accurately means safety to our boys and a quick 
ticket to hell for our enemies, so it’s a mighty big 
measurement, 

Producing tens of thousands of infallible bomb fuses 
a month has given Regina engineers and workers an 
opportunity to prove and use new, high-speed preci- 


IN TIME OF PEACE 
Vacuum Cleaners 
Electric Floor Polishers 
Smoothcut Can Openers 





F a 





sion methods. The new skills we have acquired will 
come in handy when, one of these days, we can turn 
from war needs to your peace needs, Every Regina 
product will benefit and every Regina user will see 
those benefits in equipment that gives better service, 
longer wear, more economy of operation and mainte- 


nance. Regina, we promise you, will make no duds! 


IN TIME OF WAR 

Matériel for the Army 

and Navy —for Victory 
and for permanent peace 


THE REGINA CORPORATION - RAHWAY, NEW JERSEY 
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TENNIS BALLS 


RUBBER BALLS IN PLAY 





BP QUAL TO NATURAL 


When Pennsylvania's new synthetic rubber Measured by USLTA-approved 


tennis balls are subjected to the rigid pre- 
war tests set up for natural rubber balls by 
the United States Lawn Tennis Association, 
they equal all the high standards made by 
the best natural rubber balls ever built. 


Average bounce of hundreds of 
synthetic rubber balls is as high as average 


deflection machine, Pennsylvania synthetic 
rubber balls record same degree of re- 
siliency as natural rubber balls. 


Pennsylvania's patented weighing 
device allows only a 1-gram (.035-ounce) 
plus-minus tolerance, which all pre-war 
natural rubber balls and all Pennsylvania 


of pre-war natural rubber balls. synthetic rubber balls have met. 


SUPERIOR TO NATURAL RUBBER BALLS THESE. WAYS- 


ORDER TODAY 


We are now in full production on these new 
synthetic rubber tennis balls. Professionals 
and amateurs the country over have given 
them their lifled endor t. We 
advise you to place your blanket order 
immediately for your 1944 supply, accom- 
panying that order with a tabulation of 
estimated monthly requirements. If you don't 
know the name of the Pennsylvania dis- 
tributor in your territory, write us direct. 
Pennsylvania Rubber Company, Dept. HA-! 
Jeannette, Pa. 


New inflation method and consistency of the 
synthetic rubber used by Pennsylvania make possible 
greater uniformity in finished product. 

Pennsylvania synthetic rubber balls retain their bounce 
longer than natural rubber balls. Of course, you wouldn't 
expect them to stay alive as long as pre-war balls pre- 
served by pressure-packing. 

The new ball has an improved all-wool felt cover 
that, according to laboratory tests, should give 10% more 
wear on the courts. 


PENNSYLVANIA RUBBER CO. 
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THERE WILL BE PLENTY OF POSTWAR JOBS FOR 


When materials are released for the pro- high approval of dealers and users in pre- 
duction of mowers, you may be sure that war days. 

Johnston Mowers will still excel in light Plan your postwar mower business around 
weight, compactness, ease of operation, Johnston All-Steel Mowers. Thousands of 
sturdiness—all the qualities that won the __ buyers are waiting for them. 


JOHNSTON LAWN MOWER CORPORATION, OTTUMWA, IOWA 


DIVISION OF 


acobsen 


MANUFACTURING CO. 
RACINE, WISCONSIN 


HARDWARE AGE 





Whe lawn fence of “Tomevweur 
IS READY! 


ATENT NO- a 


There’s an old saying that you “can’t improve on. per- 
fection.” 

The makers of Pittsburgh WELDED Ornamental Lawn 
Fence aren’t so smug as to believe that this product will 
never require alteration. But the design and construction 
of this beautiful lawn fence are so basically right, the superior 
features so advanced, that no delay will be necessary in 
providing the Lawn Fence of Tomorrow when manufac- 
turing limitations are removed. 

Pittsburgh WELDED Lawn Fence has always enjoyed 
sales advantages beyond others through a combination of 
superior features. Only Pittsburgh has all of these qualities. 
You can be ready to cash in on the accumulating demand 
for ornamental fence by deciding on the Lawn Fence of 
Tomorrow TODAY! 


PITTSBURGH STEEL COMPANY 


1621 GRANT BUILDING PITTSBURGH, PA. 


PITTSBURGH 


HERE ARE THE SUPERIOR FEATURES 
OF PITTSBURGH WELDED LAWN FENCE 


Strong, overlapping top scrolls and secure bottom 
wires always “stay put.” 

Every joint securely welded: (fence retains its 
shape). 

All heavy gauge single wires: (no twisted strands 
of light weight wires). 

The best available selected steel for fence pur- 
poses protected by galvanizing equal or superior 
te any. 

Graceful, ornamentel curves throughout, the 
curves in the plane of the fence. 













FROM THE WORLD’S LARGEST 


SANDSTONE QUARRY SELL THEM 





| 


FOR HOME 








IRS ON... 













~-+»- COME THE FINEST 
NATURAL ABRASIVES 


Largest sandstone quarry in the world 
is the celebrated Gray “Canyon” 
Quarry at Amherst, Ohio. It is from 
here that the finest abrasive sandstone 
is selected for cutting and finishing into 








® Tape always has been a steady seller. And today it's 





Berea highest quality natural grindstones. selling better than ever. With most electrical and me- 
| chanical items unavailable, many repairs are being made 
P AND THE POPULAR FAST-SELLING | with tape. You can cash in on this demand by displaying 


your PANTHER and DRAGON Friction and Rubber Tapes 
$ TR EA M [ | NER G R ! ND $ TO N E prominently, and by recommending the use of tape 
— = whenever you can’t sell new items. 

Colorful, attractive boxes make PANTHER and DRAGON 
tapes quick-sellers. But best of all, you'll be sure of satis- 
fied customers when you sell tapes made by a company 
in the insulation business since 1878. 








SOLD THROUGH RECOGNIZED 
INDEPENDENT WHOLESALERS 








Panther and 


each include 

pAN ‘ P Friction and 
Streamline design, 100% welded con- R U BBER : 
struction, plus low initial and upkeep 


cost, make this a leader among foot- 
powered Berea models. 










BEREA ABRASIVES Ai-iN 


Division of The Cleveland Quarries Co. « Cleveland, O 
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) FAR MAKING CHAIN 


IN CLEVELAND 


THIS YEAR OF 1944 marks the 75th anniversary of a modest little 
Chain and Hoist business which was started in 1869 by David Round in 
Newburg, Ohio, now a part of Cleveland. 

These 75 years have witnessed the development of an enterprise which 
has become one of the foremost chain making organizations of the world supplying 
Welded and Weldless Chain to jobbers, industry and commerce throughout the world. 

For the second time in 25 years, the world has been upset by War 
and for the second time the Cleveland Chain & Mfg. Co. was among the first to 
offer its vast manufacturing resources to aid in the production of vital Chain items. 
needed on all battlefronts by the Army and Navy. 

Supplying World War needs has been our patriotic duty and we 
are grateful for the tolerant understanding of our distributors in cheerfully 
accepting their allotment of our limited permissible quota. The minute there is the 
slightest decrease in Chain specifications for War needs and we are permitted by 
the War Production Board to increase our output of Farm and Commercial Chain 
items, each one of our customers will receive his just share of that production. 
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helps manufacture 


the PEACE! 


KaeKKKKKKKkkkkkkkkkkkkkkkk 


To help speed the day when we 
may all “go fishin’, huntin’ or roller 


999 


skatin’”, our Union Hardware crafts- 
men are working night and day. 
They're making millions of war prod- 
ucts, some of which call for advanced 
techniques and almost unbelievable 
precision. 

Come Peace, you'll profit more than 


ever from UNION HaArpware Values in | 


Roller and Ice Skates 
Fishing Tackle 
“Chisels and Screwdrivers 
“Hack Saw Frames 
Gun Implements 


* Available on Priorities. 


IN “UNION” THERE IS STRENGTH 


HARDWARE COMPANY 
aw EWE aw EY 


TORRINGTON. ‘CONN. 


NEW YORK OFFICE 


| 
| 
p 
| 


BUT what a difference 
-«when you know them! 


LLOYD STARTERS 


bled by skille« 


Lloyd Starters Are Listed and Approved by 
Underwriters’ Laboratories Inc 
Canadian Engineering Standards Assoc 
Certified by 
Electrical Testing Laboratory - Spec. 6 
Certified to Fleur-O-Lier Standards 


LLOYD PRODUCTS Co. 


HARDWARE AGE 
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ightningpak, the modern safe heat pad, sells itself! Display 
Lightningpaks where they'll be seen—on counter, aisle table or SS Sar te 


in your window — and they'll march away to the tune of your 
cash register. of $] .00 (81.25 West of Rockies) 


Here are facts! A Boston store, using a prominent counter RETAIL PRICE $9.00 per desen 
display and one newspaper ad, sold 60 dozen Lightningpaks in 
less than a week! In Philadelphia it was 100 dozen in two weeks! REFILLS $3.60 — 
One Detroit store sold out in 2 hours! These typical examples 
prove that if customers see Lightningpak, they'll realize its 
usefulness at once—and buy it for home medicine chests, for Neat, compact, attrac- 


‘ . ‘ : tive— Lightningpak is 
traveling, for gifts to men and women in service. the gisliind ties oak 





To help in your promotion of Lightningpaks we'll send you It requires no hot water or electricity. 
free pre-tested Lightningpak ads in mat form. Ask us for them. Just add two go on of water and it 
’ . . . * ! heats up in a jiffy, stays hot 8 hours. 
They'll bring the customers in! Your display will do the rest! ikalenusteiciiaiamaien 
LIGHTNINGPAK, CHAPEL STREET, NEWTON 58, MASS. Lightningpak helps relieve ordinary 


aches, sprains, sore muscles. Easily re- 


THROUGH YOUR placeable heat units last about 100 
Buy bh GH if N / N GP. A LOCAL JOBBER Roum, Sclag you steady sepest axle 


of refills. 
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FIRST in History ee 
FIRST in Huality. % ways! fe 


When the Corrugated Can was originated by Witt in 1899 a 
new high in can quality was achieved. And every important 
improvement made in Corrugated Cans since that time has come 
out of the Witt plant. 

Produced today only for vital war-time needs, Witt Cans are main 
taining the fine quality established more than fifty years ago 
Meanwhile, we're planning ahead for the time we can again 
supply the complete Witt line in normal, peace-time quantities. 
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WITT Cans Nos. 1, 2, 3, 7 and 9/2 are, at Witt Oily Waste Cans. Approved by Under- 
present, available, only to the U. S. Army, Navy, writers’ Laboratories, Inc. The safe, low-cost 
Maritime Commission and the War Shipping Ad- way to dispose of oily waste, rags and other 
ministration on ‘‘preferred orders.’ These cans inflammable refuse. In seven sizes, 5 to 
meet—and exceed—Fed. Spec. No. RR-C-81. 30 gal. Hot-dip galvanized 


The WITT CORNICE Company 


CINCINNATI 14, OHIO 


“AMES” TOOLS LEAD TO VICTORY! 


Yes, on all battlefields, on patie, on railroads, in mines, on 





highways and in industrial plants, “Ames” products are 


again making history ... Americans in uniform and in Riss 
overalls are using these tools to bring about a speedy and . 


PONY 


complete victory .. . Everywhere “Ames” Brand names are as -- Ag 7 


HUSKY familiar as the names of home towns! Today, as in 1774, BRONCO 
oO. AMES when Americans require shovels, they insist on “Ames”. KNOXALL 
. V4 * 
ORTIMUS RED EDGE 


AMES 
PEERLESS Since PINNACLE 


FAVORITE 1774 THREE STAR 
TWO STAR MONONGAH 


AMES BALDWIN WYOMING CO. 


PARKERSBURG, W. VA. NORTH EASTON, MASS. 
Shovels . . Spades . . Scoops . . Forks . . Hees . . Rakes 


HARDWARE AGE 








HERE'S THE Consewce fo VUE 10 vsxev For.. 


AND IT’S EVEN BETTER THAN LAST YEAR'S! 


1944 CONSERVICE PROGRAM 
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It checks on every count in meeting the objectives 
of the National Appliance Conservation Activity 


Again—it’s CONSERVICE for 44. New, 2nd. 
Improved, Better! And more necessary than 
ever! Here’s how it adds up— 


Ist. It Sells Conservation. Appliances 
are vital. All of us—consumers, retailers, 
-must help keep them 
running. This Conservice Program shows 


manufacturers 


—and tells—how! 


52-Page Wartime CARE AND USE BOOK. 
Millions are already using it...millions 
more need it. The biggest good-will 
builder you ever bought for a penny. 


NEWSPAPER MAT SERVICE. To tell how 
to take better care of appliances...why 
you can’t give instant repair service... 


See your Westinghouse Electric Appliance Distributor. Order ‘ 


offer the “Care and Use’ Book. Your 
advertisements, for your store. Mats 
available free. 


A New CONSERVICE SCHOOL FOR 
HOMEMAKERS. An actual “school” 
to teach homemakers how to change 
fuses, make simple repairs on cords, 


It Helps You “Maintain” QUALITY 
Repair Service. Provides training for new 
service people, through our new, stream- 
lined Conservice Training Schools. 


It’s a Program for NOW! Tied right into 
the nationwide ‘‘Better Care—Less Repair” 
Activity. Concentrated to help your country 
—your customers—YOU! 


plugs, etc. A natural for retailers with 
facilities for group meetings. 


NEW CONSERVICE TRAINING SCHOOL. 
To train new eervice people. Last 
year’s schools improved. Streamlined to 
fit in with your war-busy service sched- 
ule. Be sure your new people attend. 


‘Care and Use” Books and newspaper mats through him. 


Check him for details on the Homemakers’ Conservice School. Ask the dates of the Dealer Training Meetings. 
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it helps 
McKinney dealers 


meet postwar competition 


McKinney’s new war work (the making of part, 
for numerous war items from aircraft to hand 
grenades and landing mats to tanks) is adding 
much to McKinney’s production skill—is mak- 
ing McKinney more broadly known than ever 
before. 

Add that to McKinney’s 75 odd years of ex- 
perience in meeting changing trends and you 
have the assurance of a more salable line to 
meet competitive postwar markets. 

Keep McKinney in mind for wartime building 
.. . then talk McKinney and display McKinney 
for building after the war. 
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Were getting these 
dogs under control now 
and we're going to make 
sure they stay tied up! 
Puritan is supplying large 
quantities of cord for 
many purposes in this war 
effort. That's why if you 
have priority trouble or 
delivery problems, please 
remember we're working 24 
hours a day to serve Uncle- L 
Sam and you too with all 

the cord needed to win the & 
A war, but Uncle Sam must 

be served first! 
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PURITAN 
CORDAGE MILLS, INC. 


LOUISVILLE, KENTUCKY 





line, and braided and twisted 
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“FOURTH DIMENSION” 
IN TOMORROW’S SELLING 


LENGTH of designing and manufacturing experience. . . 
BREADTH of distribution, and the... 


DEPTH to which a manufacturer digs in searching for better products 


and improved services which he can offer to the public, are 
the dimensions by which he should be measured. 


If he has done well by these standards he acquires 
a fourth dimension, commonly known as... 


PRESTIGE, which he contributes to his distributors and dealers. 


As you look forward to the highly competitive postwar 
market, have you considered how much “fourth dimension” 
backing you will get from the manufacturer who supplies 
you with domestic water systems? 


Goulds Pumps, Inc., is the oldest and largest manufacturer 
of pumps exclusively. An important part of our business 
is domestic water systems. 


Get the “fourth dimension” backing you need for 
tomorrow’s selling, along with the finest, most popular 
jet-type water system on the market. 


GOULDS PUMPS, Inc. 


SENECA FALLS, NEW YORK 
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Goulds famous jet-O-Matic 

domestic Water System — one unit for 


i shallow or deep well operation. 





Goulds “Cid” 
Shallow Well 
Pumping Unit. 






4 


Goulds “Cid” Deep Well Pumping Unit. 
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Many stores that first stocked Glasbake 


that came to dinner ... and stayed 





We are making and shipping more 














and Range-tec glass cooking utensils, as | Glasbake and Range-tec today than ever j 
wartime substitutes, soon learned that before in our 91 year history. Some of it 

these tested products are here to stay. _ is for Uncle Sam; some of it is for you. We 
They found that their customers like this can’t guarantee shipments—but we do 

attractive ware. It is easy to clean... promise to do our best for you. We hope 
The same dish can be used for cooking, you will be patient. The McKee Glass 
serving and storing ... Kitchen work is | Company, Jeannette, Pennsylvania, estab- 
made much easier and pleasanter. lished 1853. 

McKEE 

= yn, McKEE = a 
GLASBAKE —RANSE-TEL 

- OVEN WARE acim TOP-OF-STOVE WARE tug. tm 
THE MOST COMPLETE LINE OF GLASS COOKING WARE IN THE WORLD 

T 
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0/0/0) pusnes 
LEAVE NO EVIDENCE... 


ze 





It has been calculated that in even a small 
restaurant a swinging kitchen door gets 730,- 
000 pushes in twenty years. 





But if the door carries a Formica laminated 
plastic push plate, you can wipe it with a 
damp cloth after the 730 thousandth push, and 
unless it has undergone some extraordinary 
accident, you won't see any evidence of use 
without the aid of a microscope. 


This is because Formica is durable enough to 
stand hand friction indefinitely. It does not 
check, crack, chip or tarnish. It does not absorb 
and is not spotted by water, grease, or food 
acids. 

Formica push plates come in several sizes and 
an ample variety of colors. 


a0: 


“The Formica Story” is a moving picture in 
color showing the qualities of Formica, how it 
is made, how it is used. Show it at your next 


* 730,000 is based on 100 times 


a day for 20 years. 


THE FORMICA INSULATION COMPANY ¢@ 4646 SPRING GROVE AVENUE, CINCINNATI 32, OHIO 
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Here’s how we're 
helping make your 
MOTH-GAS volume | 
4 times as large! 
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We're selling the 26,000,000 
electric flatiron users through 
Hardware dealers can now make every cus- national advertising the labor 
tomer a prospect for not just one moth de- saving 


stroyer—but two, three and even four Moth- 
Gas products to do an efficient moth-repelling S U N L | T E 
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and moth-killing job in their homes. By buy- 
ing and displaying the full line of Moth-Gas alerproo 
products, dealers can show their customers 


that an efficient de-mothing job throughout | 3 0 s | i G B A D $]| 


the house requires a different Moth-Gas prod- 
uct for each specific purpose. “ 
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See these ads in the Saturday 
Evening Post, the Ladies’ Home 


SELL THE COMPLETE MOTH-GAS LINE AND Journal, Better Homes & Gardens, 


The American Home and Parent's 


oe Magazine. 
—__— COMOROPLE ‘ovr sacts!___ 
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Today we are busy making 


MOTH-GAS VAPORIZER & REFILL to hang in the closet. Plastic clothing. After Victory 

MOTH-GAS HAIL for every storage need. we will be rapping on your 

MOTH-GAS LIQUID FROST. A spray for clothing, furs, rugs, door with a new dramatic plan 
furniture ete. of selling. 

MOTH-GAS Clothes Savers. Handy rings te hang in storage bags. 

MOTH-GAS INSECT SPRAY. Vermin and insect destroyer. 

MOTH-GAS GARMENT BAGS. Moth Proof. Dust Proof. 

Dealers: Order from your jobber today. 

Jobbers: Still a few attractive franchise agreements available 
to established, reputable jobbers. 
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THE SUNLITE MFG. COMPANY 
Milwaukee 5, Wisconsin 





Write for full details and 1944 Moth-Gas Catalogue today to 


Ce Pe ea Ae kL en oy Ae 
the LEWY CHEMICAL compan bifvo, ARONING bial 
———— 707-709 BROADWAY, NEW YORK 3, N. Y.—— 
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Let’s get this 
Nylon story straight! 


UBBERSET COMPANY was the first brush 

manufacturer to develop a Nylon paint 

brush meeting the high standards demanded of 
a paint brush for the United States Navy. 


A year ago the Navy ordered their first Nylon 
paint brush from Rubberset. Since then, these 
exacting customers have reordered four times 
—a tetal of well over a million dollars in 
Rubberset Nylon brushes. 


RUBBERSET Geaskes. 


When these brushes are available for civilian 
use, you'll find they’re paint-flowing sweethearts! 
They carry plenty of paint, release more, and 
apply it more uniformly. And they can be used 
on any type of surface. 


What's more, they are virtually solvent- 
proof! You can clean them in turpentine, alcohol, 
or acetone-type solvents with no ill effects to the 
Nylon paint brushes! 


RUBBERSET COMPANY + 56 FERRY STREET - NEWARK, N. J. 
Factories: Newark, N. J., Gravenhurst, Ont., Canada 
Branches: Los Angeles, Cal., St. Lovis, Mo. 


“THE MAN WHO KNOWS SAYS RUBBERSET”’ 
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DU PONT 


PRO-TEK 


PROTECTS HANDS 
DURING WORK 





Twenty Million Workers 
need Du Pont “PRO-TEK” 


THIS HAND-PROTECTIVE CREAM ACTS 
LIKE AN INVISIBLE WORK GLOVE 


Du Pont “PRO-TEK” is in big demand 
and the market is expanding daily! Men 
and women war workers apply “‘PRO-TEK” 
before starting work to protect their 
hands and arms from grime, grease, paint, 
cutting oils and many solvents. It washes 
off quickly with water when the job is 
done. 


“PRO-TEK” makes it easy to remove grime 
at “quitting time.” It is recommended by 
safety engineers and many liability insur- 
ance companies. 

STOCK UP on this quick-selling, non-rationed cream. 
It is being widely advertised—a mass display in your 


store will speed up sales! E. I. du Pont de Nemours & 
Co. (Inc.), Wilmington, Delaware. 




















a Morten dealer 


Mo Tir has not missed a 
washing yet — because her 
Horton dealer has been right 
on the job. He has made reg- 
ular calls on a service contract. 
has kept her laundering equip- 
ment repaired and adjusted 
perfectly so that it operates at 
peak efficiency. 

In these days of irreplaceable 
machines, many Horton deal- 
ers are offering regular servic- 
ing on a yearly contract basis 
—a service that is not only 
building confidence, but is 
paving the way for future 
sales, and is also providing a 
regular, dependable income 
. for the dealers. 





Horton employees, for continuing 
excellence in the production of war 
materials, have received a renewal 
of the Army-Navy “E” award. And 
as always they are exceeding War 
Bond quotas. 
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FORT WAYNE, INDIANA 
MANUFACTURERS OF AMERICA’S FIRST AND FINEST WASHERS FOR 72 YEARS 

















Symso1 OF THE FINEST IN PADLOCK SECURITY 
... AND SECURITY, TOO, FOR THE JOBBER-DEALER 
SYSTEM OF DISTRIBUTION... 


Master Padlocks 574—" 


, LAMINATED - WROUGHT STEEL- DOUBLE CASE 







JANUARY 20, 1944 37 





Time is a great proving ground for most 
products and their sales policies. For instance: 

BPS Paints and Varnishes have established 
an enviable reputation in the paint industry, 
have long been known to dealers and con- 
sumers as top-quality products. There have 
been many changes in the paint business since 


The Patterson-Sargent Co. started. Color 


trends have changed—prices have changed— 
selling methods have changed—the BPS 
quality, however, has always been of the best. 

The BPS Creed and Policy, too, have never 


changed in more than 50 years. We offered 
dealers right at the start, as we do today, a 
forthright partnership plan—dependable pro- 


tection and reasonable profits. 
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SELL “PENNVERNON” 


_. . not just “Window Glass” 


PENNVERNON WINDOW GLASS was 
used to glaze the modern Re- 
search and Manufacturing 
Laboratories of G. D. Searle & 
Co., Chicago. The same clarity, 
fine surface finish, and good 
visional properties which make 
Pennvernon so suitable for im- 
pressive projects like this... 


os 


ASSURE SATISFIED CUSTOMERS for 
you when you sell them Penn- 
vernon Window Glass to re- 
place broken panes like this. 
Sell them Pennvernon .. . the 
window glass that has made a 
namé for itself! 





PENNVERNON Window 


PITTSBURGH PLATE GLASS COMPANY 


GRANT BUILDING, PITTSBURGH, PA. 
‘sirrsBuRGH stench for Duality Glass and Caint 
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ELAS/ TAT ANT TRAPS 


America’s leading Ant Control and Great 


MONEY MAKER 


are still available with genuine THALLIUM SULPHATE . 
world’s surest medium for destroying ants. 












Don’t risk the good will of your customers by selling inferior 
ant preparations that do NOT kill ants. Fortunately you can 
still sell them genuine Thallium Sulphate TAT Ant Traps . 

guaranteed to destroy both sweet and grease-eating ants. 
Millions know, need and WANT TAT Ant Traps. The 
consumer demand is established. CASH IN ON IT! @ggxyperenes 


in compact, attractive FAIR TRADE 25c 
display carton RETAIL .....+OrmO 


INSECT 
T REPELLENT LOTION 


| - 4 u Prevents insect bites. Repels mosquitoes, 
et % ‘ gnats, chiggers and flies. Last year’s BEST 
Ave SELLER to millions of soldiers, Victory garden- 
ers, campers and fishermen. An even more 















TAT ince 






REPELLENT 5 LOTION spectacular seller this year. Shaker - type 
se a nosivny bottle can't spill. Packed in in- eatnss 35 
ese TS, CHIGGEAS” dividual self-display, one doz. to Deoler cost $2.52 doz 







sce Lasoathones carton. 


hs ROACH 
ad TRAPS 
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Offers swift, safe and sanitary control of roaches. RETAIL 

Same size as TAT Ant Traps, but contains foods Dealer cost $2 00 doz 
especially attractive to roaches. One dozen to JUMBO SIZE 35¢ 
display carton. Dealer cost $2 80 dou 


» - P 
& Exira Pre-Se Profits if you act quickly! 
ee oes 


4 doz. TAT Ant Traps (one doz. each to 3 doz. 35¢ bottles TAT Insect Repellent Lotion 








display carton)........................006 Retail $12.00 (one doz. each to display carton)....Retail $12.60 
tee 2 Tubes Ant Bait................ Retail .70 & €: 1 Family size bottle............... Retail 1.00 
ID WI osc cnccnceccnceccecsessens $12.70 Total Retail Value...:........:.........0:0e $13.60 

YOUR COST ONLY $g-00 YOUR COST ONLY $7 36 


Order as many assortments as you need to supply the demand! If your Jobber cannot supply you, send us his name and YOUR ORDER! 


SOILICIDE LABORATORIES New vensey 
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{CALLYOURJOBBER 


For These Other 
So-Lo debian ats 


kk & 
STAIR TREADS 


e Waterproof 
e Washable 
@Non-Skid 
eEasy to 
Apply 


9x18 FLAT 
Retails..10c 


$x18 NOSING 
Retails..20c 


9x24 NOSING 
Retails..30c 


A BIG 
SELLER! 
kkk 
PORCELAIN GLAZE 
| Whitens chips, 
ELAIN cracks, dark spots 
ag | on porcelain or 
enameled sur- 
\| faces. 
Retails......10c 


xk*k* 


BLUE BOND 
RUBBER 
CEMENT 


World's Largest 
Selling Rubber 
Cement 
Retails........10c 

kkk 
RUBBER- 
TO-METAL 
CEMENT 


eepaame Attaches rubber to 
Matol metal, glass, wood, 
CE MEN ie etc 


= Retails for..... 10c 


-KkK« 
IMMEDIATE 
DELIVERY 


ANY QUANTITIES 


OF THESE FAST 
SELLERS! 
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Important Announcement 


So-L 


RUBBER REPAIR KIT 


Now Available for ie, 
Easy iN 


Sc 







So-Lo Kit contains large 
can of So-Lo Plastic, 
tubeofSo-Lo Blue Bond 
Rubber Cement, and 
Roughener. Retails 
for 29c. 


At last we can announce that we can 
make immediate shipment of large quan- 
lities of famous So-Lo Repair Kits! To- able sales So-Lo is enjoying everywhere, 
day we are nearly caught up with orders. from coast to coast. Stores will welcome 
We have a huge stockpile on hand, and__ the news that they can now depend on 
we are rapidly building up our inventory. this accepted, fast-seller to satisfy the 
Now we can keep pace with the remark- mounting demands of their customers. 











Nationally Advertised! URE FOR PROFITS 
SO-LOisa prc mage? eo in —— For Pa o years So- L O has been the MILLIONS USE 
fb fact 3 8, repair shops 
cud Ge fallen’ ok thie One hag quic est and be st way to repair So- Lo for 
mone te ~ epetiner 5 oan you or _—~4 anything made of rubber” leather, 
Sc n vertised in ne key 
aa Sinan to tell the So-Lo story to and cloth. , T he war introduc ed 
all America. So-Lo ads make sales for So-Lo to millions of new users sud- 
vou. A partial list of the magazines ° ’ 
currently used follows: denly faced with the need to keep 
pee Semen RGestes in repair their rubber tires, shoes, 
Popular Mechanics raincoats, boots, and hundreds of 
goes eg otherarticles. Morethan 20,000,000 
Pepulge nang ooh ane packages of So-Lo have been sold. 
woitdogr Life For you, So-Lo means certain, 
Christian Science Monitor constant profits—AND NOW YOU and all articles 
Conper'e Parmer CAN GET ALL THE SO-LO YOU or acer 
Sand many others = CAN SELL—IMMEDIATELY! aces 
Act now to stock up with So-Lo! 



























M al i| aoe se hoa .. toucas thts F 

So- 0 Coupon Please his me at mee i ar 
Name ; 

WORKS oa 7 
FAST ‘ ae 

| 

Loveland, Ohio BUU(0GSe et 
41 








TEX-KNIT 


IRONING BOARD PADS 


and COVERS 








HERE’S WHY YOU CAN'T GET TEX-KNIT 
IN THE QUANTITIES YOU NEED 


Our waffle-knitted padding has gone 
to war . . . To military hospitals for 
ironing sheets smooth and comfortable 
. to camp and ship laundries for 
helping keep our boys well-dressed . + 

and to many other essential war-time parparte. 

What remains . . . is going toward filling 

the growing consumer demand for a mesene pad to 

lighten the burden of home laundering. Because 

Tex-Knit products are 

available in a limited sup- 

ply, we suggest you get 

in touch with your jobber, 

distributor, or write direct. 


——_— oo oo 


From Cotton Bale to Pads 
+++ Textile Mills is the only 
company that looms the 
froning board pads it sells, 


-50 ROOSEVELT ROAD 
Mill: 820 5. TRIPP AVENUE. CHICAGO 
42 


HOUSEWARES 


| Because of critical shor 


a vastly increased demand 
Production facilities . . 


tages of materials and manpower . . . plus 
that would have taxed even normal 


our service on these popular Federal 
food 45 necessarily limited both 
0 deliveries, However, we will 

possible. 

fuse orders 


NEW YORK OFFICE—200 FIFTH AVENUE 
CE—TERMINAL SALES BLDG., SEATTLE, WASHINGTON 


FEDERAL TOOL Corp. 


400 N. LEAVITT SF; oa Rhee ache 12, ILLINOIS 


HARDWARE AGE 
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Design and mechanism of LCN Door Closers will set the 


standard for the future, as they have in the past. 





Copyright 1944, Norton Lasier Co. 





NORTON LASIER COMPANY 
466 W. SUPERIOR ST., CHICAGO 


DOOR CLOSERS 





SI rte ies 











TRADE MARK ~ Reg. U.S. Pot. Off 


MIRACLE WALL FINISH\L 











TUNE IN!...TIE-IN YOUR STORE WITH THE | 6 





























VAOUCES 
aio Show 
the Age! 


BEGINNING JANUARY 5th Dunninger, the miracle 

mast ind, the air for Kem-Tone—th 

mainscic wall ‘sich! Over the Blue Network's 162 EVERY a “" 
stations the 1944 Kem-Tone sales story will be 


broadcast to millions.* Tune-in! You'll sdy it's 

miraculous the way Dunninger holds you spell- 

bound! Tie in store promotion and advertising! to 

You'll say it’s marvelous the way this miracle show 3 0 § 


makes big new Kem-Tone sales! 


*Also on Kem-Tone’s gigantic Spring Advertising OVER THE BLUE NETWORK 


Schedule: Color advertising in national magazines; 


newspaper advertising in all major markets! OF 162 STATIONS! 
| | GREATEST SELLING CAMPAIGN IN PAINT! 














n0S HELP 3 penne! 








They help your customer . .. 


because they tell her how to keep her sweeper 
sweeping ‘til production can be resumed. 


They help Bissell. . . 


because—done in the famous Bissell style and 
appearing in Good Housekeeping, Ladies’ Home 
Journal, McCall’s and Woman’s Home Com- 
panion—they keep Bissell’s name and reputa- 
tion in your customer’s mind. The free booklet 
we offer her—‘‘The ABC of Bissell Care & 
Repair’’—helps, too. 
They help you... 

because they lay the ground work now for in- 
creased sales in the future. Then, when sweeper 
production és resumed, ‘Bissell’ sweepers will 


once again offer you the quickest turnover and 
surest profits on the market. 


BISSELL CARPET SWEEPER COMPANY 
Grand Rapids 2, Michigan 
























5 


HUBBY Asks” 
WAR WORK Ai 
BEST, CAN w 


WITH BISSELL DOING 
IND SWEEPERS SCARCE aT 


“ITS SIMPLE AS ABC" says 
SAYS WIFE, “T 
E KEEP Ours SWEEPING ?* , JO 


MAKE OUR BISSELL LA 
ST! Just 
3 EASY RuLeEs. A: EMPTY AFTER EACH use 








8: CUT RAVELINGS AN 
0 CLEAN 5 

THAT HELPS Even A’BISSELL warn 

SMOOTHER a —. 


NO C: REMEMBER te. NOW AND THE 


IT IS TO Kee 


eo 
A LITTLE cane MEANS LONGER WEAR” 


ana KS? BISSELL SWEEPERS 


Sweep QUICKLY ~ Empty EASILY 





men. If repairs 


Bissell Carpe; 



























Also mfg’r's of 
pure silver inlaid 
glasswore... the 
nationaly known 
Maestro line. 


YOUR DECORATIVE GLASSWARE 
LEADER IN FIRST-OF-THE-YEAR 
STORE PROMOTIONS. 


Satintone’s pleasingly soft finish is a subtle 
blend of pastel shades .. . rose, green and 
gold. Occasional pieces, console sets or whole 
table services provide a range of choices that 
will suit every taste and fail within most every 
price bracket. 


Century Melateraft 
Corp 


‘Lf. 


Ralph Higgins 
Merchandise Mart 
display room 


5960 Broadway 
Chicago 40, Illinois 
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No.17 .... PICKING THE 
PROPER TOOL FOR THE JOB 











There is a difference in snips. bn vary in = and 
size in order that they may better handle a wide range 
of cutting work. Below are some common examples. 




















For general cutting use, STANDARD PATTERN 
CRESCENT SNIPS are recommended. Made in 8 
sizes, they are designed to cut straight lines or circles 
of fairly large radius. Example: Cutting sheet metal 
to size. 

















Where it is necessary to cut intricate patterns or curves 
of small radius, use CRESCENT CIRCULAR CUT- 
TING SNIPS. The curved contour of their cutting 
edges makes it possible to turn the cut sharply with- 
out taking a new “bite.” Example: Cutting intricate 
templates. 





iy ome 
4 


Tah aih 3. oh eee, etal 5 cient ial 
2 jer 
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CENT TOOLS 
Wings to Work — 


“How To Do It” 
NO FS Information For 
Crescent Tool Users 


SE as EI ARS NES REL, SIE Cs ne on aie ae 




















When “on-the-job” work will not permit an assortment 
of snips being carried, use CRESCENT COMBINA- 
TION SNIPS. They are designed after conventional 
circular cutting types and will cut curves as well as 
straight lines. Example: Hot air furnace work, 














Where powerful leverage is necessary, as with heavy 
sheet metal, CRESCENT HEAVY DUTY SNIPS — 
with an overall length of 164 inches — are ideally 
suited. Example: Heavy Bench work. 


MAIL THE COUPON FOR FREE REPRINTS 
This is No. 17, in Crescent’s TOOL: NOTES Series. 


These informative advertisements providing practical 
information for users of hand tools, are available either 
punched to fit a standard 3-ring binder or suitable for 
bulletin board and classroom use. Coupon request will 
receive prompt attention, 


CRESCENT TOOL COMPANY, JAMESTOWN, N. Y. 
Crescent Tool Co., Jamestown, N. Y. H-5 
Please send your “TOOL NOTES” Series 


for Bulletins for 3-ring binder 


Name 





Address 





City State 
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e Mending objects made of metal is a 
new skill developed in millions of homes 
—a by-product of war, fed by the 
patriotic desire to "make things do,” 
plus the natural desire to save. 





KESTER SOLDER 


e Kester Metal page Pee a hardware staple for 
home soldering—fits right into the picture! More families 
are using it, more is being used. 


e Your customers know Kester Metal Mender; they've 
seen it advertised for years. Display the attractive green 
Kester Carton on the counter near the cash register. The 
handy Kester Metal Mender packages will literally roll 
out of the store. 


e If you're featuring a repair service—many enterprising 
hardware merchants are—use Kester Metal Mender and 
other dependable Kester Cored Solders for clean, per- 
manent results. Kester Rosin-Core Solder, for instance, is 
a necessity fer first-class electrical repairs — protects 
equipment from the corrosion that causes shorts and 
possibly fires. 






Order Kester Metal Mender and other Kester Cored 
Solders from your wholesaler. 


€ BUY WAR BONDS * 





sa KESTER SOLDER COMPANY 


4207 Wrightwood Avenue Chicago, Illinois 


Eastern Plant: Newark, N. J. 
Canadian Plant: Brantford, Ont. 
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KESTER 


METAR MENDER 











FOW MUCH LONGER 





... Will it be? 


_ It seems years and years since most chain orders from 


our distributors were stamped “SHIP FROM STOCK” 
as a matter of routine. How much longer it will be be- 


| fore this old rubber stamp goes back into action depends 
| entirely upon how much longer Uncle Sam and our 


Allies will need our production. Right now it is still a 
full-time round-the-clock job, and while we miss our 


| contacts of yesterday, we know it’s the first duty you 


would have us do. 
You'll share our pride in the swell job CM Chain is doing 


on land, sea and in the air all over the world because 
this is the same CM Chain in all its types and sizes that 


did such an outstanding peacetime business for you. 


We share your confidence too, that “it won’t be long 
now” so we’re going to get that rubber stamp all inked 
up ready for service as usual right after we all celebrate 
the exit of the axis and give thanks for Victory. 


COLUMBUS:McKINNON 


CHAIN CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 
GENERAL OFFICES AND FACTORIES: 126 Fremont Ave., TONAWANDA, N.Y. 
SALES OFFICES: New York, Chicago and Cleveland 


HARDWARE AGE 




























Whenever your customer asks you for suggestions 
on how he may improve his filing, be sure to 
advise him to use the correct pressure. Just 
enough pressure should be applied to keep the 
file cutting efficiently. If too much is em- 
ployed, the teeth either are likely to clog 
and then slide or glaze over the work, 
or they may even shell off. Have him 
keep in mind that a new file bites into 
the work more readily than an old 
one and for this reason should at 
first be used lightly. 





ti 


By means of a simple demonstration, you can easily 
show him how the file should be carried forward on 
an almost straight line, with the pressure applied 
first with the left hand at the beginning of the 
stroke, then with both hands equally in the middle 
of the stroke, and finally with the right hand alone 
at the end of the stroke. File teeth cut only on the 
forward stroke. For this reason, the return stroke 
should be made with the file lifted clear of the 
work except when working on soft metals. 


: . 
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HOW TO WIN CUSTOMERS’ GOOD WILL 


Like many other hand tools, files today are hard to 
get. Made of critically scarce steel, they under no 
circumstances should be wasted as is often the 
case in still too many plants where hundreds of 
files become useless long before their time be- 



















’ MORE CUTS WITH NUCUTS 
Becovse of its patented “Wavy Teeth” 


' 
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cause of abuse and misuse. 


By helping your customer take good care 
of the NUCUT Files he now has, you will 
enable him to get more, better, longer 
file service. You will also win his grate- 
ful appreciation and good will. 


HELLER BROTHERS COMPANY 


America’s Oldest File Manufacturers 
Good Tools Since 1836 


Newark, N. 










WRONG: Don't exert too much pres- 
sure when filing. It is likely to cause 
excessive tooth clogging, heavy 
wear, and may even cause the teeth 
to strip and the file to break. 


J. « Newcomerstown, Ohio 








RIGHT: When the correct pressure 
is applied with long steady, uniform 
strokes, the-file cuts efficiently ot 
all times. 


HELLER 


UT 


WAVY TEETH FILES 


ST 





: Not now, But soon/ ® pPER-MAYW, p 
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DIRTY MOPS are eque¥® 


_THE LUCKY DOG KIND > 4 


ae < 


Military needs must have the right-of-way. 
The demand by the Armed Forces for Athletic 
Equipment, together with an acute shortage 
of essential raw materials, have created pro- 
duction difficulties. 


It is our hope that with the release of vital 
raw materials increased production will again, 
in the near future, provide a surplus for our 
distributors’ needs. 


Remember that the Athletic Equipment at 
present not available to you is doing double 
duty with the Armed Forces on the home front 
and in every far-flung outpost of the world. 





The way things look now, there may 4 THE DR APER-MAYNARD CO. 
soon be at least a limited supply of a 1 ; ra act CINCINNATI, OHIO 
few needed articles available for civil- 
ian use. Things you haven’t been able 
to get for your customers because of 
war-time needs. Wanted things like 
the patented DeLuxe Mop Wringer 
Pail illustrated above. 
A woman doesn’t have to be an ac- 
robat to operate it. All she does is dip 
the mop through the open wringer, 
step on the treadle and draw up the 
mop. That’s ALL she does! 
The treadle of the DeLuxe squeezes 
the rollers, wrings out the water, does 
the whole dirty mop-wringing job in 
a jiffy. It’s so easy a child can do it! 


Won't Tip or Wobble 

The De Luxe Mop Wringer Pail is made of 
heavy galvanized metal. Has no springs, no 
complicated mechanism, nothing to get out 
of order. Can't tip or turn over. A big time 
and labor saver—a quick selling item that 
produces a fine profit. 

It’s too early to say just when we'll be able 
to fill orders for the De Luxe Mop Wringer 
Pail and other Schlueter products your cus- on se ° 
tomers want. We hope it won't be long. In S “@ People have confidence in trade 
the meantime, we want you ; LS 4 ‘ “ 
ebithawdhbbusemateanton = gaat names they know. The genuine 
now to supply you just as : : i "Weaver Pres-Kloth’ and its compan 
rapidly as possible with the TAA ‘ r || 

> Geiieetar geoducte t-\> ion item, ‘Pres-Mit’ are nationally 
that mean so much less work 1 advertised! . . Why not display these 
and so much comfortable = . 7 + 
living. Schlueter Manu- 9 . 4 ~~) J two fast selling big profit ivems 
facturing Co., St. Louis where your customers will see and 
recognize them? 





WEAVER PRES-KLOTH CO. 
OMAHA, NEBR. 
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the extra measure of | 
GAROD PRESTIGE 


Measured by any standard of time, Garod radios have 
earned an enviable degree of prestige in true tonal 
reproduction. Identified with “quality merchandise” 
since 1922, Garod radios have sold at a Steady, con- 
sistent pace. Service-free operation has further en- 
hanced the Garod reputation. And the prestige accrued 
from satisfactory performance has reacted favorably 
on dealer cash registers. 















in the postwar world, when a’more comprehensive and 
more desirable line will be shown, the extra measure 
of Garod Prestige will again reflect itself. Meanwhile, 
Garod’s function today is to produce highly intricate 
instruments for the military services. Inquiries regard- 
ing peacetime franchises are invited. 


Back the Fature.. eo Bay War Bonds Today 


GAROD RADIO CORPORATION ; 70 WASHINGTON STREET * BROOKLYN 1, N. Y. 
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Ask the man who uses ‘em 
...to make a living 


Know what Briddell has in mind when their hand tools 
are designed and made? 


Just 3 things: The efficiency and easy handling and 
economy of those tools in the hands of the men who 
use ‘em. 


We figure that if we make them right for the folks 
who've got to make a living with them, we'll do all 
right ourselves—and so will the dealers handling the 
Briddell line. 


Seems to work out that way, somehow. 


CHAS. D. BRIDDELL, INC. 


Craftsmen in Metal since 1895 
Crisfield, Maryland 





HAND TOOLS 
by BRIDDELL 


cleavers 


a 


FORGED CROW BARS 


ice picks 
oyster knives 
clam knives 


fish, crab and 
minnow nets 







CLEAVERS 


grapnels and 
anchors 


crow bars 


inch bars 
ino hers : 





wrecking bars 
tobacco spears 
scratch awls 


clam and oyster 


tongs 

GRAPNELS— 

a clam and oyster 
rakes 














SPRING LOCK WASHERS 





MACHINE SCREW NUTS 





TAPER PINS 





COTTER PINS 








Write for catalog 
for each of these 
STANDARD Products. 








STANDARD LOCK WASHER & MFG. CO., INC. 


17 VIKING TERRACE e WORCESTER 4, MASS. 











Old 
Friend 


Returns... 
Champion No. 40 


has been placed back in our line by 
W.P.B. 


This 3” durable and well-designed 
wire coat and hat hook — long a fa- 
vorite — meets government specifica- 
tions and is supplied in enamel finish. 


Please obtain a preference rating apply- 
ing to your orders for wire hooks. 


Champion Products 
for war and peace 


THE CHAMPION HARDWARE COMPANY 


HARDWARE AGE 
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TERRIFIC 


DEMAND 













@ This is the heater that belongs in millions 
of bathrooms—and countless other places, 
too—the Arvin Electric Fan-Forced Circulat- 
ing Heater. Sales rose to a new all-time high 
before the war. A terrific demand will be 
waiting for you to cash in on—when these 
splendid heaters can be made again. 


(PR im, ” = 


[| 


Just a suggestion: You may want to place 
an order with your jobber before long—to 
give you an early priority on delivery when 
production starts again. 


_. i ee 
{ 











ARVIN is the name on peacetime products of 
NOBLITT-SPARKS INDUSTRIES, INC., COLUMBUS, INDIANA 














Hot Water Car Heaters + Bathroom Electric Heaters » Home 
and Car Radios * Metal-Chrome Dinette Sets * Outdoor Metal 
Furniture and Other Arvin Home Equipment. 


"AFTER THE WAR 
You'll Sell it for: 


Bathrooms, Nurseries, 
Guest-rooms, Dens, Sun- 
rooms, Game-rooms, 
Trailers, Camp Cottages, 
Small Offices, and other 
places where extra or 
temporary heat is needed. 


BUY AN EXTRA WAR BOND THIS MONTH << 
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FACE THE FUTURE WITH CONFIDENCE 
DO YOU? 


Competition in the “Post-War Era and After” will increase. It will come from tire company 
chains, jobber owned stores and Consumer Co-ops which are growing rapidly. 


To survive post-war competitive conditions Retail Hardware Dealers must invoke new 
methods that are efficient and modern. 


ACE dealers have combined their knowledge of hundreds of years of successful individual 
experiences and the purchasing power of Millions of Dollars with their initiative and reputa- 
tions. The success of the ACE PLAN is clearly demonstrated in years of successful operation in 
metropolitan, suburban and rural communities — ACE is a Super-Service Organization. 


“ACE SETS THE PACE” 


Plans for continued leadership and expansion in the Post-War Era and After, will permit 
affiliation of additional qualified retail units, after the war. 


ACE HARDWARE CORPORATION, 1319 So. Michigan Avenue, Chicago 5, Ill. 


MANUFACTURERS ARE INVITED TO SUBMIT THEIR POST-WAR PLANS AND PRODUCTS 











TELL YOUR CUSTOMERS YOU CAN RE- 
PLACE DEFECTIVE FITTINGS RIGHT NOW! 


MOLDED PLASTICS 
* PLUMBING SUPPLIES x 


Better fittings than they had—better fittings than 
plumbing has ever seen! AMERICAN-MOLDED 
“INDESTRUCTO” means proved and unequalled 
Quality in these tough non-corrosive enduring 


units. Wire nearest branch. 


FOR IMMEDIATE SHIPMENT: Saran* Plastic Tubing and 
Fittings, Pipe and Fittings, and Sheet. 
*Trademark of The Dow Chemical Co. 


Branch Offices in Principal Cities 


J. M. Butts Co., 291 Peach Tree Clyde Cary......... 703 Market St 
San Francisco, Calif. 
Products Preferred, ry 
xas Kemble St. 
J. W. Pureell -- 1806 Stewart St Boston. cn. 
Seattle, Wash Paul R. Spencer Co, ..4000 York St. 
Mitchell Love. 712-16 No. 16th St. Denver Colo. 
Philadelp hia. Pa John G. ae Inc. 
Potter-Roemer Co...2432 E. 8th St. 4-14 Bridge Plaza So 
Los Angeles, Cal Long Istana City, New York 


Canadian Distribute H. W. Cunningham & Hill Ltd., 269-271 W. Richmond 
St., Toronto 2, Canada 


AMERICAN MOLDED PRODUCTS SALES CO. 


1758 N. Honore St. (1600 North, 1800 West, Chicago 22, Ill.) 
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NOW — and After Victory— 


Keep Your Eye on 


SAVOGRAN 






Available NOW — and Others to Comel 
Ask Your Jobber! 


THE SAVOGRAN COMPANY 


2627 Army Street India Wharf 561 West Monroe Street 
SAN FRANCISCO 19 BOSTON 10, MASS. as @NCleon. 





Sensational New Item Starts 
“COLD RUSH” for Hardware Dealers 
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CHIMNEY SWEEP—the Modern Soot Destroyer— 
Rolls Up Profits as National Demand for 


Heat-Saving Increases! 


A Timely “Natural" for Every Hard- 
were Store! Quick Sales! Repeat 
Sales! Profitable Sales. Are You Get- 
ting Your Share of this 


CHIMNEY SWEEP Soot Destroyer 
is @ proven money-maker, because 
it’s a proven product! The public to- 
day wie that Chimney Sweep 
saves fuel, saves heat, saves money. 
Result: A display of Chimney Sweep 


Business? 


in your window and on your counter 
means quick cash in your pocket. 


Many of the items you used to sell 
are unobtainable today. vege ve 
Sweep is taking up part of this slac 
in thousands of stores. It's a live, fast- 
moving item that fits in perfectly 
with the nation-wide need for fuel 
conservation. 


Make yourself new friends and new 








profits with Chimney Sweep. Stock it 
today, or re-order to be sure you 
cash in on the bitter cold that's still 
ahead. Display Chimney Sweep. Talk 
Chimney Sweep. It will pay you. 
Order from your jobber today! 


HOW’S THIS FOR A DEAL? 


SMALL 


LAY AND 
SUVESTMENT! FREE DSF MATERIAL! 


ADVERTISING 
|, 2 002 TmVAL SIZE 12 SANS $6.96 
2. a a ravon.... $12.00 
Total Resail value $18.96 
naa 


rors ait" $138 


N. COUGHLAN CO. | 


- WANUFACTURERS ORANGE, N- J- ‘| 


BIG 
PROFITS! 





OPEN STOCK 
(For best discount order by case) 


List 


Price 
$12.00 doz 
3.48 doz. 
22.68 doz. 





Retail 

$1.00 a, 
29 a. 
189 


No. Size | Case 
Aj 48 oz.| 1 doz 
Al | 12 oz.| 2 doz. 


Cl 6 tb. | Ye doz. 


























™ way 10,0 peg 
E MODERN 
CHIMINEYS, FURNACES LY 


QUICK FACTS ABOUT CHIMNEY SWEEP! 


Cleans soot and scale from fire-box to chimney top. 

Sa.es fuel—gives more heat for less money. 

8afe—non-inflammab'e—non-explosive. 

Regular use prevents chimney fires. 

Anyone can use it—-simale and easy. 

Eficient for COAL. OIL AND WOOD BURNING 
FURNACES, FIREPLACES AND STOVES. 

A proved volume-seller nation-wide. 
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HAPPY DOC 
CUT SOME GLASS 


NEW YEAR TO 


DOC TABLE TOPS 
Fixit / 


TOAST TO AN A-!I 


Here’s to Doc Fixit—our own Hardware Man, 


Who keeps our homes running the 
best that he can; 


He’s helpful, he’s courteous, loyal and fast, 


May his lean years and tough ones 
be things of the past. 


We mean it. For twelve solid months the Hardware Dealer 
has gone through bedevilment and high water to keep 
American homes operating with a minimum of trouble . . . 
making things last for the duration. He’s fixed, repaired, 
replaced and fiddled with an ever-increasing variety of 
household, home, farm ond tool products to keep’em going. 


Yes, we salute the Hardware Dealer—because it took 


FOR ME 





HURRAH 
FOR DOC/ HE 
KEPT MY IRON 


IN REPAIR 17 


NDH 


KEPT MY SKATE 


GOOD AND 
SHARPS 


SOME GLASS 
INMY DOG 





GLASS SALESMAN! 


long hours and hard work to keep things humming and 
his customers happy in 1943. May 1944 be a better year 
for every dealer—everywhere! 

We know that the up,nd-coming Hardware Dealer 
pushes the quality product in every line. This holds true 
of glass and, more often than not, we hear him recom- 
mending Libbey-Owens-Ford Quality Window Glass. He 
knows that it’s clearer, flatter and cuts easier with less 
breakage, because it is annealed longer. So, if your sup- 
ply is getting low, be sure to call your L-O-F Glass 
Distributor before it runs out. Libbey -Owens- Ford 
Glass Company, 3614 Nicholas Building, Toledo 3, Ohio. 











LIBBEY°-OWENS-FORD 


A GREAT NAME IN Glas 
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Jobbers ... Dealers ... Please Remember ... 
War Work Our Plant Is Doing for VICTORY 
Limits Our Supplying Big Demand for 


CHICAGO LOCKS 


We'll Supply You as Long as We Can 


Remember, too, that All Ane 
Locks — lock BOTH SID 
Shackle... . This “* 


quicker, easier sales—with every 
sale winning gn Customer Good 
Will—for Yo 


There's a “CHICAGO” 
Lock for EVERY Need 


Padlocks, “‘Ace’’ Locks, Cylinder 
Tacks, Single. Double Bitted, 
Locks for Burglar Alarms and 
Airplanes. 





Drawer Lock No. 1970 
Cut Open View, Actual Size Shown Half Size 


CHICAGO LOCK CO. 


2024 N. RACINE AVE., DEPT. 1-A, CHICAGO, ILL. 














MEAN BUSINESS! 


makes it easy to 


Attractive and practical packing 
Their QUAL- 


SELL PROTEX and FILM-X Brands. 
ITY makes REPEAT customers. 
Available in 5-gallon UTILITY CAN, 2-gallon oblong 
oil can (now limited to 6 special farm oils)—quart 
and gallon glass jars. Oils also in 15, 30 and 55- 
gallon drums. 

If you want to MAKE MONEY selling oils and 
greases, write or wife, giving name of your jobber. 


Jobbers in 40 States, Canada and Mexico sell APEX Products 


APEX O1L PRODUCTS CO. 














| storm windows cut fuel bills. 






gone CAN INSTALL 


R-V-LITE 


All-Purpose 





¥ (SAT. 











WINDOW rn aw 
§ MATERIAL ff 
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That’s just one of the 
reasons for the big de- 
mand for this quality 
window material . . . 
R-V-LITE is transparent, weather- 
proof and shatterproof. R-V-LIT 


Rie 
oe 





















a 





R-V-LITE keeps heat in, cold out 
and admits sun’s vital ultra violet 
rays freely, thus promoting 
poultry health and greater egg 
yield. No wonder R-V-LITE is the 
nation’s favorite window material. 


It’S EASY TO SELL... 
R-V-LITE point-of-sale helps, 
backed by national publication 
and radio advertising, make it 
easy for you to build up a profit- 
able sales volume. 


ARVEY CORPORATION 


Exclusive Monufocturers of R-V-LITE 


3470 N. KIMBALL AVENUE, CHICAGO, ILL. 





dependable value in hardware. Southington 
Wood Screws, Drive Screws and Sheet Metal 
Screws are in constant demand because of their 
superior quality. All standard sizes with vari- 
ous styles of heads in the most called for types. 
Send for Catalog which illustrates and describes 
the entire line. 


Government restrictions prevent us filling orders 


SOUTHINGTON 
| SCREWS i 
For Wood or Metal 
= Prcpce pa “Our Country first”—you 
THE SOUTHINGTON 
HDWE.MFG.COMPANY 
ise SOUTHINGTON, CONN. i: 
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Class 


Drawn from widely separated peace- 
time occupations, these purposeful 
learners in a Bethlehem shipyard are 
being taught the essentials of marine 
electrical work. 

None of them had ever before set 
foot in a shipyard, or had any expe- 
rience with electricity beyond chang- 
ing a light bulb or plugging in a 
toaster. But soon these same men and 
women will be installing complicated 
electrical wiring on troopships and 
cargo carriers—and doing the work 
with speed and skill comparable to 
an experienced electrician. 

Not that full-fledged electricians 
can be produced in a few short weeks. 
But by well-planned training, learn- 
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in Electricity 


ers who are responsive and alert can 
quickly be trained to do some one 
branch of the work, and do it with 
speed and proficiency. 

Training unskilled workers in ma- 
rine electricity has been done success- 
fully by following the same principle 
as in training workers for hundreds 
of other jobs: Take complicated op- 
erations or crafts that normally call 
for perfected skills, and break them 
up into their simple, readily-learned 
component parts. 

Since 1939 Bethlehem employment 
rolls have increased from 100,000 
workers to nearly 300,000, while 
65,000 employees have left to join the 
armed forces. Four out of five of our 


present employees are virtually new- 
comers, many of them women. 

With instructors and supervisory 
people selected from among older em- 
ployees to teach and guide them, 
these new workers have been given 
intensive, streamlined courses in the 
things they need to know. 

Their zeal, their eager responsive- 
ness to training, their ready adapta- 
bility to new tasks and surroundings, 
have paved the way for the all-time 
records Bethlehem is establishing in 
steel-making and ship construction. 


gETHLEHEN 


* * (aera 





To provide as many Dazey 
Can Openers as possible 
for the duration, a new 
simplified version of the 
famous Dazey Deluxe, 


confined to this Dazey 
Senior Model No. 60. 


HOWN here are some members of the famous 
family of DAZEY products. Above and below 

DAZEY SUPER JUICER are pictured two that are still in production on 
a restricted scale. In the panels at either side are 
others blacked out for the duration due to lack of DAZEY ICE CRUSHER 
vital materials. When Victory is won, DAZEY i, hee aie tee ened 
will be back in full force to help rebuild profits i Se a 
for the hardware Jobbers and Dealers of America. handy wall bracket 


DAZEY CHURN & MFG. CO. 


ST. LOUIS, MISSOURI, U. 8. A. 
zkkkkk 


The amount of material available for 

Dazey Churns is enough to fill only a 

small part of the demand for this popu- 
DAZEY SHARPIT lar product. But we are taking care mi 
of the largest possible number of cus- eH DAZEY DE LUXE 
tomers by limiting production to the §& ‘. Th 
one- and two-gallon sizes. N 


Spins all the juice from 


citrus Fruits 


The Sharpener with the pat- 
nted twin magic groove e aristocrat of the can 


wheels opener field 








: Backed By Regular | 
Advertising to Farmers ! 








PRECISION 


WORLD'S LARGEST SELLING 


ELECTRIC FENCER 


Advertised each month in farm papers with 
combined circulation of over 10,000,000— 


\FIER 
. DRY WEATHER \NTENS 
BATTERY MIZER Unti! R/M Woven Glass and woven asbestos wicking can be had 
€ TESTER again, R/M Tri-Ply Wicking will do...and do very weil. Here’s why: 
ncn yc TESTER_ 1. Hard outer ply resists wear and tear. 
RMS 2. Middle layer of crimped asbestos felt sends fuel 
. . PROVED ON 250,000 FA racing-to-the-rim. 


3. Inner layer of soft asbestos paper keeps fuel-supply 
uniform. 


4. Rippled construction permits wick to be rolled without 
STORM PROOF SEALED CASE buckling. 


FLUX 5. Tri-Ply construction effects complete fuel-vaporization. 
: DIVERTER R/M Tri-Ply Wicking comes 7%”, 1”, 1%”, and 1%” wide — SIX FEET 
SA 


scien TO THE BOX, 12 boxes to the carton. Also in cartons of 100 feet. 





. 5-YEAR SERVICE GUARANTEE 
Sn 


e / RAYBESTOS-MANHAMTAN, INC. 


MANHEIM. P 
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They need rope to “bridge” every move 
they make. 
Since the demands of the Services are so 


great... rope uscrs here at home must make 
every foot of rope LAST LONGER .. . by 
splicing it, taking care of it . . . treating it as 
though it could never be replaced! 


While there’s little rope you can sell, you 
can keep the goodwill of customers by 
showing them how to SAVE the rope they 
now have. Write to us for free copies of the 
W. P. B. sponsored booklet, “The Rope You 
Save Fights For You!” Help spread the story 
of ROPE CONSERVATION! 


PLYMOUTH 


THE ROPE YOU CAN TRUST 
PLYMOUTH CORDAGE COMPANY, 
Massachusetts 
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SPRING HINGES 


The “Triplex” 


Our more than 50 Years’ experience has given us the approval 
and recognition of the leading Architects and Builders as Menujfac- 
turers of Spring Hinges of Quality. We are proud of the fact thet 
Chicago Spring Hinges have been used for many of our Country's 
Greatest war plants and for ships of our Nevy. 


Chicago Spring Hinge Co. 


CHICAGO U.S.A” NEW YORK 
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Who'd he ever lick? That’s the question you'd ask about a 







st. i i bout fuel ls 
fighter. And it’s a good idea to ask that same question at competiti » 18 one count on w 
oil heaters—when you're picking the one to win with when Not only did Da. oe, The before War called an a eS _ 0-Therm 
we’ve won the war Ask it about Duo-Therm and the ee for its dealers— BUT e Nar tayo an excellent —_— One. 
is that Duo-Therm has licked all-comers. And on all counts! Duo-Therm idles t0 xClusive improvements — margin 
Price than the average for ¢ “P—set a $10.00 enabled 


ow to pick a 
winner / 



















DUO-THERM 
ANDO MAKE A 
OATE TO TALK 
OVER POST- 
WAR PLANS! 
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1. Product p 







t 
2. Sales Volume 6. Advertising ang Sales Promotion 
y 3. Dealer Profits 7. Sales and Service Education 
4. Product improvement 6. Permanency of Personnel and 






5. Quality Policies 





America’s Leading Manufacturer 
of Fue! Oil Heating Appliances 
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Hlexp ropay often needs help. Willing 
but inexperienced employees require 
guidance in the technical knowledge of 
the things they sell. They need the 
authoritative background that inspires 
confidence in customers, 

For instance: Knowledge of the use 
and care of files — of how to recom- 
mend The right file for the job—comes 
with schooling in filing fundamentals. 
Yet you haven’t the time to give a 
behind-the-counter “course” to each 
new salesman, 

And you don’t have to — Nicholson 
will do it for you. With decades of 
varied experience and established 


leadership, Nicholson has built up a 
NICHOLSON FILE 











wealth of filing “know-how.” As an the coupon below and mail it in — wr 
added service to customers everywhere, today! Supply of “File Filosophy” is 
we have compiled this “know-how” in _ limited. Ask only for minimum num- 
a comprehensive, thorough and easy- __ ber of copies required for yourself and 
to-read digest—for you and your sales- _ interested employees. 
people. There is absolutely 
no charge! No nm S 
It’s all here in “File ; ‘ 


Filosophy” —48 richly _ NICHOLSON FILE COMPANY 


° 25 Acorn St., Providence 1, R. I., U.S. A, 
illustrated pages of up-to- 


date information on those 5 Please send_____copies of “File Filosophy.” 
indispensable tools of all 





Vame— 7 
mechanics and industry — 
files; on the which, where, Address___ eas 
what and how of filing. 
Send for as many copies yas 
as you need. Just fill out —— 





COMPANY, PROVIDENCE 1, R.1., U.S.A. 


(Also Canadian Plant, Port Hope, Ontario) 
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| WELDLESS CHAINS 
substitute 


—aA 


e American Chain weldless chains are being substituted 
successfully jin many applications formerly served by 
smaller sizes of welded chain or manila rope- 


o time we have ope 


n equipment for manu- 


lowing types of weldless chains and 
link, Jack, Register, Safety, in steel 
n steel and 


ern, in steel; Sash, i 
ps, swivel snaps, 


» SWIVEL SNAP 


e From time t 
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attachments: Tenso, Lock- 


brass; American Patt 


and 
“G”’ hooks, rope sna 


bronze. Attachments”~ 
rings and special designs. 


e Acco and Campbell Cotter 
ert, lock, and remove. 


These cotters are easy to ins 
Packed in substantial boxes clearly labeled. 


Pins are also available. 
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More Civilian Goods 
Are Promised But 
Don’t Expect Too 
Much, Too Soon:— 


For several weeks there 
have been predictions and 
finally promises of more es- 
sential civilian goods produc- 
tion during 1944. These de- 
velopments have been faith- 
fully and promptly reported 
in HarpwarRE Ace. Some of 
these predictions have not ma- 
terialized as quickly nor as 
amply as had been hoped, 
hence any over-optimism pres- 
ent in these reports must be 
charged to Washington officials 
and not to members of our 
long experienced Washington 
staff. 

Briefly, what happens is 
something like this—the Office 
of Civilian Requirements 
(OCR) obtains from War Pro- 
duction Board (WPB) an 
order or directive permitting 
the production of a_ stated 
number of units of some civil- 
ian item. The basis might be 
a percentage increase or an 
amount equal to production in 
some previous six or 12-month 
period. The good news is re- 
leased and all interested par- 
ties are pleased and hopeful 
that some of the merchandise 
will soon be available. Un- 
fortunately, it is not as simple 
as that. The manufacturers 
engaged in making the par- 
ticular released goods must 
first take steps to acquire the 
materials needed and _ then 
worry about the availability 
of both equipment and man- 
power to complete the author- 
ized production. From these 
factors come the delays. There 
is also expected to be the same 
difficulties in converting from 
war to peace production. There 
are shortages in certain types 
of steel, particularly flat rolled 
products. Likewise, there are 
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shortages of components, such 
as fractional _ horse - power 
motors. 

As the order authorizing 
the civilian goods production 
does not include any immedi- 
ate priority (if needed) for 
materials and does not release 
any war production equipment 
or manpower for the civilian 
production under considera- 
tion, the actual authorization 
order is only the preliminary 
or first major step —a long 
way from actual merchandise 
in transit headed for hardware 
stores. In other words, an 
authorization order, signed in 
Washington, does not put steel 
in a plant’s storeroom nor pro- 
vide extra labor even if the 
steel is obtained with reason- 
able promptness. 

Steel and other materials 
are becoming more available, 
but the availability is purely 
a technicality until the mate- 
rials are in hand ready to use. 
There are still tight spots in 
the supply of such lines as 
sheets and strips. And then 
comes the biggest bottleneck of 
all—the manpower problem 





and that cannot be solved 
quickly or easily under present 
day conditions. 

However, all the signs are 
encouraging even though we 
continue to face many discour- 
aging delays all along the line. 
As certain war needs decrease, 
we may properly expect some 
further release of materials, 
facilities and manpower. Both 
WPB and OCR are thoroughly 
conscious of the importance of 
maintaining essential civilian 
economy by making it possible 
to produce more essential 
civilian goods. These two agen- 
cies are giving this problem 
earnest and sympathetic at- 
tention and have promised that 
there will be an improvement 
during the current year. 

To sum it up, let’s continue 
to be hopeful as more essen- 
tial civilian goods are defi- 
nitely going to be available 
in 1944, but don’t expect too 
much, too soon, for it is a long 
road from the original author- 
ization order to the store door 
delivery of the actual goods. 
If you will remember this and 
the inherent difficulties in- 
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volved you will suffer less dis- 
appointments during 1944. 


Radically New 


Merchandise for 
Immediate Post- 


War Era?:— 


J. Gordon Lippincott is a 
competent and prominent in- 
dustrial designer and is re- 
spected in his profession. He 
is urging governmental per- 
mission for industry to re-de- 
sign and re-tool now for the 
production of radically dif- 
ferent post-war merchandise 
—that such may be available 
when the war is over. He feels 
that the consuming public has 
been encouraged to expect 
great changes, streamlining, 
etc., in fairly common house- 
hold equipment, automobiles 
etc., in the immediate post-war 
period. He holds that failure 
to make good along these lines 
may develop sales resistance 
that could actually stymie 
needed re-employment and 
thus retard rehabilitation of 
our national economy. The 
gist of his views are given else- 
where in this issue on page 
107. Please read them as they 
provide an interesting slant on 
the thinking we should all be 
doing now for the production 
and distribution jobs that must 
be done when peace comes. 

Being in the business of de- 
signing professionally for in- 
dustry, Mr. Lippincott’s views, 
as expressed, can hardly be 
considered entirely impartial. 
Yet there is much in what he 
says about the pictorial hints 
of post-war merchandise that 
have been presented widely 
and at every turn suggesting 
fantastic, if not grotesque, 
models of almost every major 
item common to daily Amer- 
ican life. We seriously ques- 
tion that such extremes will 
develop fully in our lifetime. 
But we do realize that research 


and science have been greatly 
stimulated for war require- 
ments and that out of these ex- 
periences and developments 
will come new methods, new 
materials and probably radi- 
cally new designs — but not 
immediately—as too many of 
the pictured “possible future 
designs” were concocted with- 
out regard to production pos- 
sibilities and functional per- 
formances. Yet, please re- 
member that these ideas or 
dreams do indicate a probable 
future trend that will enter our 
business and personal lives. 


Our chief difference with 
Mr. Lippincott’s views is in the 
field of economics involved. 
We think that what he pro- 
poses would prove difficult if 
not impractical and that such 
a program could seriously re- 
tard reconversion to peace-time 
manufacturing in most plants. 
Our industrial ability to re- 
sume wide-spread production 
and distribution of essential 
and even luxury civilian goods 
would seem to necessitate an 
almost arbitrary resumption of 
the last pre-war models of 
most goods and equipment for 
which dies, tools, equipment, 
service knowledge, selling 
points, consumer acceptance 
and general “know how” are 
present and available. Surely 
this would save time and avoid 
any gap in re-employment and 
re-conversion. In the hardware 
industry this would seem espe- 
cially true as the war work in 
many hardware factories has 
been essentially the continued 
production of their normal 
products with war-time finishes 
and simplification. 








Latest News on 
PRIORITIES 
and 
WAR-TIME ORDERS 
on page 96 








There Is Also the 
Merchandising 
Angle:— 


There is also the merchan- 
dising angle to consider. As 
merchants, wholesale and re- 
tail, our immediate post-war 
need is ample merchandise to 
satisfy the expected huge buy- 
ing power consumer market 
that has long needed or want- 
ed, but couldn’t get, many 
things that will be bought as 
quickly as they are available. 
The question of design will be 
secondary to availability in 
the immediate post-war period, 
providing the merchandise is 
serviceable, of good value and 
properly sold—on a par with 
the most recent pre-war stand- 
ards. 

Such a procedure should as- 
sure immediate re-employment 
and rapid re-conversion. It 
would provide breathing spells 
for experimentation with new 
materials, new methods, new 
designs and greater functional 
performances, all of which 
must come after the first flush 
of post-war boom buying set- 
tles down to something more 
rational and normal. Then new 
designs and other radical de- 
velopments will have great 
merchandising possibilities 
and will, very frankly, be 
needed to maintain buying in- 
terest and volume. 

Actually, we expect that 
most immediately available 
post-war goods sold through 
hardware channels will be 
practically the same as the 
latest pre-war models—with 
only the minor changes in de- 
sign and materials developed 
first as substitutes for war rea- 
sons and then discovered to be 
improvements. But more radi- 
cal changes will come as we 
resume normal conditions, and 
the wise producers and distrib- 
utors will have this very much 
in mind in their post-war plan- 
ning. 
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The First Post-War Job oli th 





ADON H. BROWNELL 


R. ALISTS are win- 


ning the war and only realists can 
win the peace. Let us not beat 
those swords and spears into dull 
ploughshares and pruning hooks 
that will not cut. They must be 
tempered by experienced men in 
a fire of intense desire under 
methods of proven worth. 
Theorists with rose colored 
glasses or sob sisters with Utopian 
complexes will never win the 
peace. Hard headed, practical, 
down-to-earth realists are needed 
now and when the war is over. 
With this observation, in re- 
sponse to HARDWARE AGe’s request 
to reply to its editorial, I would 
rest the generalities and attempt 
at least to draw some conclusions 
referring to post-war planning as 
it unfolds itself to me for the 
builders’ hardware industry. 


Dealers’ Shelves Bare 


Dealers’ shelves are practically 
bare. Many months of business 
is available at the close of war to 
just fill up those shelves. Our own 
sales forces have accepted orders 
without price to be filled in post- 
war on a carefully selected list of 
the most popular items before the 


“They shall beat their swords into ploughshares, 
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Is Re-establishing Itsell 


¢ 


Hardware trade must be advised as to profits of 
builders’ hardware and must be shown how to 
operate such departments. Fields of distribu- 
tion must be surveyed and sales policies formu- 
lated and maintained. All indications point 
to tremendous post-war demand for these lines 


By ADON H. BROWNELL 
General Sales Manager, 
Lockwood Hardware Mfg. Co., 
Fitchburg, Mass. 


war. Many thousands of dollars 
worth of orders are now in our 
files ready to be entered that our 
dealers may have merchandise to 
sell as quickly as possible. 


Changes Will Be Slow 


Immediately after the war those 
goods which had best proved 
their worth before the war will 
be in demand. To wait for the 
new metals, new designs or new 
finishes would be very unwise. 
Changes will ¢ome, but slower, 
much slower than the public has 
been led to believe. Many of the 
best things in the industry will re- 
main. To absorb the returning 
man power, fill the dealers’ 
shelves, and keep the wheels of 
our industry turning, we must ex- 
pect first to produce the best of 
pre-war builders’ hardware. 

The industry faces a great op- 
portunity and an equally great 
responsibility. Most concerns will 
come out of this war with greatly 
increased production facilities, 
better training in precision manu- 
facture and technique which must 
be turned to making better build- 
ers’ hardware at lower costs. 

True, in due time, we shall have 


new metals or plastics replacing 
pre-war materials, but it behooves 
our industry to exhaustively test 
out these products before offering 
them to the trade. It would be 
foolish not to predict these new 
things to come, but equally un- 
wise to await their coming before 
doing business. 

As I see our opportunity in the 
coming days, our industry first 
has a job to do in reestablishing 
itself in the mind of the trade 
for what it truly is—the founda- 
tion of a good hardware business. 
The trade must be advised as to 
the profitability of a builders’ 
hardware department and shown 
how such a department should be 
operated to achieve that profit- 
ability by proper stock, records, 
display salesmanship and person- 
nel. 


Educate the Public 


By every means possible, the 
consumer public should be edu- 
cated to the use of better grades 
of builders’ hardware, insuring 
themselves against unsatisfactory 
and short-lived merchandise. 
When a building is equipped with 
proper builders’ hardware it usu- 
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ally lasts as long as the building. 

Not only must our industry ap- 
ply its best efforts to the produc- 
tion of better hardware but it 
must survey the fields of distribu- 
tion, formulate its sales policy 
and maintain it. 


Post-War Demand 


Every indication points to tre- 
mendous post-war demand for 
builders’ hardware. Realists know 
that, as there must be a world 
police force, life and property 
must be protected by adequate 
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A. PEREIRA 


(win will always 


be a tomorrow as there always 
was a yesterday. And when that 
tomorrow comes, we will again be 
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) of the Builders Hardware Industry 
in the Mind of the Trade 


locks and other builders’ hard- 
ware items. 

In the post-war planning of our 
own company these general ob- 
jectives are uppermost in our 
thinking today. It is my personal 
belief that V-Day will bring the 
dawn of a building boom, and 
with it the greatest use of better 
builders’ hardware this country 
has ever known, and that those 
manufacturers who follow these 
general post-war thoughts together 
with their distributors will con- 
tribute much to make this predic- 
.tion come true. 


x * * 


Hardware Age 
Post-War Forum 





“They shall beat their swords into plough- 
shares, and their spears into pruning hooks.” 


the Sales Organization 
In Your Post-War Planning 


It takes years to build up a selling force 
and the longer reorganization is put off 


the more difficult it will be. 


Steps must 


be taken now for the redesigning of your 
products and much promotional work 
must be done for the re-establishing of con- 
tacts lost during the progress of the war. 


By A. PEREIRA 


Manufacturers’ Representative 
Havana, Cuba 


facing a “buyers’ market” and 
our present “sellers’ market” will 
be something of history side-by- 
side with the fall of Mussolini, 
Hitler, and Hirohito. 

Our struggles then will be for 


new sales policies, new sales out- 
lets and new markets and the work 
of reconstruction for many plants 
will have to start from mere 
scratch, which will take a num- 
ber of years to again get back to 
the period before Pearl Harbor. 
This present phase, prominent in 
many plants today, is practically 
ignored by their own manage- 
ments with the same indifference 
with which they could not fore- 


and their spears into pruning hooks.”..... ii, 4; Michah, Iv, 3 











Join the Hardware Age Post-War Forum! 


; Day by day, the need of adequate post-war planning impresses 
itself upon our consciousness. And daily we are coming to realize 
more and more that this planning must not be delayed. Plans for 
the post-war period must be made now. There will be untold op- 
portunities after the war but the firms that have planned and are 
ready will be the ones to capitalize upon them. Competition will 
be keener than ever before in the field of manufacturing and 
there will be many new phases entering into the business of 
distribution. All branches of industry-manufacturing, - wholesale 
and retail should make their plans now for post-war business. 

The Hardware Age Post-War Forum is devoted to an exchange 
of ideas on this vital subject of post-war thinking and planning. 
You are invited to take an active part in its deliberations and 
to contribute your ideas upon this vital subject. 





see the advent of war which 
caught them unprepared and 
while many survived after much 
struggle shifting over to war 
goods, it is also true that many 
could not stand it and went under. 
The reverse situation is about to 


take place now in shifting over to 


civilian needs and very little 
planning seems to be in the 
making. 


The important thing today is 
how much is being done for the 
future and I am not referring to 
the product, its finish or color. 
Any well-organized plant can, in 
less than a year, convert back to 
civilian goods and build up a line 
of finished products much the 
same as prior to the war, includ- 
ing corresponding improvements 
to keep up with the times. The fac- 
tor is whether their sales force is 
or will be in a year’s time function- 
ing with the same speed, knowl- 
edge, and results as prior to the 
war. It takes years to build up 
a selling organization and it is 
precisely this very same selling or- 
ganization which represents suc- 
cess or failure to a plant, regard- 
less whether their products are 
good or bad, cheap or expensive. 
A selling organization is the main 
artery of any business enterprise 
and this very same artery has 
been the one most affected with 
the advent of war. 

Many good salesmen have been 
called to the colors and lost for- 
ever. Others have been left out 
because of the shift to war pro- 
duction which requires _ little 
salesmanship or none. Others 
have found new and different out- 
lets in life and so, I believe, there 
are very few manufacturers today 
who retain under their control the 
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services of the men who make up 
their selling organizations. 

The reorganization period must 
come and the longer we put it off 
the worse it is going to be. You 
might take in a new man and try 
him out. However, before you 
can decide whether he is the one 
for the job possibly months of 
work must pass and much time, 
money and effort will be spent be- 
fore the reorganization is com- 
pleted and you feel that you are 
back to what we might call nor- 
mal in the line of production as 
well as the selling organization. 


Changes Taking Place 


Another factor to which every 
manufacturer must give full con- 
sideration is that many changes 
have been taking place in the 
market and, while possibly their 
brands were very prominent prior 
to the war, the lack of merchan- 
dise has shown consumers that 
other brands exist of similar prod- 
ucts, just as good in quality and 
comparable in price. This of 
course means that he will have to 
face new competition and very 
likely in many instances he will 
not be able to regain what has 
been lost. 

Of course this is a very small 
market and I must add that it 


hardly means anything to any im- 
portant manufacturer. The fact 
remains, that many new brands 
have entered this market during 
the war period, and I doubt very 
much whether these new brands 
will be displaced once hostilities 
have ceased. Likewise, I am un- 
der the assumption that this situa- 
tion will most likely happen in the 
States as well as in many other 
foreign countries. Hence, whether 
small or large, most manufac- 
turers are going to find a rather 
hard bone to chew once we go 
back to normal. 

Notwithstanding the above im- 
pressions, which I have gathered 
as an observer of this present 
problem, the carelessness with 
which manufacturers are 
operating is appalling. In some 
of the letters which I have re- 
ceived, it seems as if you could 
read between lines the great plea- 
sure they are having not to worry 
about sales, representatives or 
customers. A happy merry-go- 
round—we are operating 100 per 
cent for the government and hav- 
ing a heck of a good time. 

It is needless to say that we 
must be conscious of the war ef- 
fort right at this very moment 
and by no means should we divert 
our attention to the post-war 
period to the detriment of our 
government needs. However, this 
is one thing and another is to re- 
joice in the fact that manufac- 
turers are enjoying a sellers’ mar- 
ket and completely abandon them- 
selves in the exuberant orgy of 
the present as it is reflected in 
some of the letters which I have 
received. These, of course, will be 
the ones that will pay the worst 
penalty and in their plight will 
again blame it on Roosevelt and 
Churchill without realizing that 
they owe it to themselves. 

Such abandonment has been so 

(Continued on page 74) 


some 





The Time for Planning Is Approaching! 


“From the War Production Board comes a statement that the time 
is approaching rapidly when industry can begin planning its 
post-war operations. It even suggests that the manufacturers call 
their wholesalers and retailers into consultation. It may be that 
WPB will administer the demobilization program just as it did the 
production drive. President Roosevelt has come forward with a 
specific program to help returning service men and women 
bridge the temporary gap until they reestablish themselves in 


civilian life.” 


—Bulletin of the Chamber of Commerce of the United States 
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The store of the 
Olinde Hardware 
& Supply Co. 


Baton Rouge, La., Hardware Dealer 
Plans for the Post-War Period 


Olinde Hardware & Supply Co. is 
anticipating more departmen- 
talization and ensemble selling 
and is getting ready for it now 


ORE departmen- 
talization and more _ ensemble 
selling—that is what Olinde Hard- 
ware & Supply Company, Inc., 
Baton Rouge, La., is preparing 
for after the war. Already down 
to the blue-print stage, this firm, 
whose slogan is “Growing With 
Baton Rouge,” proposes to erect 
a second story to its corner build- 
ing and add warehouse space in 
the rear. The warehouse is now 
located in another part of town. 

“As we see it, a new type of 
merchandising will come into the 
picture after the war,” says P. A. 
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McDaniel, general manager. “The 
public will buy more merchandise 
in complete packages. To _illus- 
trate, the customer will select a 
complete electric kitchen as a 
unit, including range, refrigera- 
tor, sink, cabinets and possibly 
the floor covering. Bathroom en- 
sembles will be sold the same way. 
Windows, window frames and 
screens will come in one assem- 
bly. In the heating field, instead 
of selling just a stove or a fur- 
nace, we will sell complete air con- 
ditioning units including stokers, 
blowers, automatic controls, etc. 
Some big concerns will sell entire 
prefabricated houses. 


“This new concept of merchan- 
dising will demand different ty pe 
displays. Instead of showing 
items in an unrelated manner, we 
will have to group them. That will 
require more room and more de- 
partmentalization and that is why 
we plan to add more space to our 
store, add more departments and 
expand the departments that we 
have. We will have a complete 
section devoted to lighting fix- 





“They shall beat their swords into plough- 
shares, and their spears into pruning hooks” 


73 








tures, we will have an extensive 
gift shop, a sporting goods de- 
partment and so on. 

“Already we have added a fur- 
niture department, and it has 
proved quite profitable at a time 
when many hardware items were 
not available. Incidentally, from 
the furniture side we are learning 
more about the art of ensemble 
selling. The new idea, being util- 
ized by leading furniture and de- 
partment stores, is not to sell an 
unrelated chair or bed, but to sell 
it as part of a whole room assem- 
bly. And this assembly includes 
not only the furniture pieces to 
match, but also the curtains, 
draperies and floor coverings. 
Even the china and glass in the 
kitchen and dining room are 
matched and in the bedroom and 
living room the various decorative 
items like lamps, vases and small 
items. That is an idea that we 
will learn to apply more and 
more in the hardware and build- 
ing supply business. These smart 
merchandisers of furniture don’t 
sell individual items, but rather a 
‘Wishmaker House.’ To be sure 
they will sell a chair or table sep- 
arately but they cause the cus- 
tomer to want the whole layout, 
so that she will come back for 
more. 

“This new conception of mer- 
chandising, will require a better 
trained sales staff. Therefore, we 
propose to hire new personnel 
very carefully after the war and 
to train them along with our old 
employees. We will, as far as pos- 
sible, prefer married persons, 
those owning or buying their 
homes. In other words, we will 
want settled persons, those who 
will stay with us and grow with 
us. We are a young organization, 
having been established here in 
1938, but we feel like we are also 
young in our ideas. We now have 
42 employees. 

“Our purpose will be to handle 
nationally advertised lines, so far 
as possible. We will continue to 
advertise as we have done during 
the war. We are now spending 
$500 per month in advertising, 
using billboards and the motion 
picture shows as well as the news- 
papers. We will want the most at- 
tractive neon electric signs that 
can be obtained after the war. 
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“As already noted in part, our 
purpose will make our displays 
just as attractive as they can be 
made. It will take more merchan- 
dise and more space to build the 
ensemble displays such as we 
have in mind. In lighting fixtures, 
for example, instead of just one 
jungle, we, would like to have a 
few sample rooms where the mer- 
chandise can be shown in home- 
like surroundings.” 

Mr. McDaniel pointed out that 
the company also has a very com- 
plete farm implement department 
which ranks along with hardware 
and furniture as a major division. 
In normal times this concern sold 
a lot of tractors, combines, potato 
planters, feed mills and the like 
and still sells them on a rationed 
basis, but activity of the depart- 
ment is now centered largely on 
service and parts. As the com- 
pany has about 350 tractors in 


service the job of reconditioning 
and servicing them keeps two men 
busy most of the time. A stock of 
parts, running into thousands of 
dollars is carried. 

“My idea about post-war plan- 
ning is not to be too optimistic 
or too pessimistic,” says Mr. Mc- 
Daniel. “A great deal depends on 
the future of the city in which 
a business is located. In Baton 
Rouge we are pretty well tied up 
with the oil and chemical indus- 
tries and we feel they are bound 
to prosper in the after-war period 
when the automobile and the air- 
plane will take the day. There- 
fore, I am inclined to be optimis- 
tic and to ‘shoot the works’ as it 
were. It is mighty easy to sell 
America short and we don’t pro- 
pose to do that. There certainly 
has been progress in this country 
in the past and that is the only 
guide for the future.” 





Consider the Sales Organization 


In Your Post-War Planning 
(Continued from page 72) 


prominent in many instances that 


it can be definitely stated from’ 


cases which I have seen that this 
so-called “100 per cent war effort” 
in being used with regularity as a 
superfluous excuse for just plain 
laziness on the part of some manu- 
facturers’ executives to take care 
of matters with old established 
customers, which would not have 
required normally more of their 
time than it took them to write the 
“100 per cent war effort blah- 
blah-blah.” 

Every report and every indica- 
tion points towards a successful 
ending by 1944, and, as every day 
passes, we are getting closer to 
this date. Like all other wars, 
there is going to be no warning 
as to the exact date when hostili- 
ties will cease. This date is going 
to come to all of us as a surprise. 
However, you will be instantly 
facing another big and dangerous 
problem in the history of your 
company, and your ability to sur- 
mount it will depend entirely on 
the thinking and planning done 
and the preparedness with which 
you are ready to face it. 

I believe the time is ripe now. 
As a matter of fact, I do not be- 


lieve there is much time to be 
wasted to start giving some 
thoughts to the future. If the war 
caught many unprepared, let this 
be a good lesson and let us not 
wait to start making plans « stil 
the war is over. There is a tre- 
mendous task ahead of every 
manufacturer shifting from war 
work to civilian goods. There is 
a tremendous task ahead with the 
reorganization of their sales de- 
partments and the worst of it is 
the work to regain lost customers 
who have gone to other plants, 
new territories and new martk:ets. 

For any manufacturer to suc- 
cessfully shift over when the 
proper time comes, the work of 
reconstruction should begin now, 
at least if not from the draiting 
department with the re-designing 
of their old line of products, with 
the reorganization of their sales 
force and some promotional work 
to bring back to life old custom- 
ers, contracts and the trade in 
general. Otherwise, if they wait 
until the last shot is fired, they 
are going to find themselves in the 
same predicament, uncertainty 
and despair as when the first shot 
was fired. 
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= most important 


department of the Landaal Bros. 
Co. hardware store, Waupun, Wis., 
during wartime is located at the 
rear of the firm’s big building 
where washing machines, stoves of 
all kinds, vacuum cleaners and 
farm machinery are repaired. Four 
service men are kept busy at all 
times handling these repairs. 

Landaal Bros. has always had 
a policy of keeping a large stock 
of repair parts on washers, appli- 
ances and farm machinery, and 
this policy has paid off hand- 
somely. The firm was able to go 
into the repair field with an ex- 
cellent stock of parts and turn out 
jobs very quickly for customers. 
This is greatly appreciated by cus- 
tomers even to this day. 

So far as appliances are con- 
cerned, washing machines consti- 
tute the greatest number of jobs, 
according to Charles Landaal, 
who with his brother Elmer and 
Alfred Galler manage the firm. 
These machines come from the 
firm’s big list of satisfied cus- 
tomers. Landaal Bros. have sold 
washers for many years and have 
placed many of them in this pros- 
perous agricultural area. 

Next on the list come coal and 
wood stoves, as well as bottled gas 
ranges. With coal and wood 
stoves, the greatest number of jobs 
consist of replacing linings. Re- 
pairs on bottled gas stoves in- 
volve the matter of making ad- 
justments on stoves in the homes 
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Landaal Bros.’ Repair Department 
Services Town and Rural Areas 






Four-man shop is establishing 
relations with farmers which 
will be valuable after the war 





Washing machines represent one of the most important sources 
of repairs while stoves of all types are also near the top. 


of the prospects. The service man 
rides along on days when the 
firm’s truck makes bottled gas de- 
liveries and makes his adjustments 
on such trips. There are minimum 
charges of $1.25 per hour for such 
work in the field. 

Vacuum cleaners and smaller 
appliances are also repaired at this 
firm but radios are not serviced. 
The management feels that this is 
a specialized field and the radio 
work is sent elsewhere. 


Farm Repair Work 


Farm machinery repairs also 
occupy a great deal of the time 
and attention of this four-man 
service crew. Usually one man is 
kept busy full time on washing 
machines and stoves and smaller 
appliances and then he calls for 
help from the rest of the crew if 
he needs it. The other men handle 


farm machine and plumbing re- 
pairs, pump service and the like. 

“Our farm customers come from 
a great distance,” says Mr. Lan- 
daal, “and we also handle many 
repairs for townspeople as well. 
We are learning how much the 
community depends upon our ser- 
vice shop. In fact, when we are 
restricted as to the hardware and 
farm machinery that we can get 
to sell, we are very glad that we 
have such a thriving service de- 
partment. It helps us to make 
ends meet and to continue contact- 
ing farmers, so that we can step 
right in and do business with them 
on a larger scale after the war.” 

The service department is adver- 
tised occasionally by the firm in a 
weekly newspaper printed locally, 
and also in a mimeographed pub- 
lication which has a wide circula- 
tion in the rural areas. 
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Both windows at the 
paint department's 
entrance feature pyr- 
amided displays of 
large and small cans 
of paint. Large color 
cards are in evi- 
dence in each of 
these displays. 


Display and Advertising Bring 


4, E special display 


room for paint and related lines 
in the hardware store of Matthias 
N. Ammann, at Riverhead, Long 
Island, N. Y., a town of 8000, is 
doing a business that is steadily 
on the increase. Year ‘round 
paint windows, frequent spring 
and fall newspaper advertisements 
and particular effort to find just 
what a customer wants to do with 
a purchase of paint are also help- 
ing to boost paint business. 

Paint had long been a good 
seller at the Ammann store, but 
got an even better “break” when 
about four years ago the owner 
found himself with an empty cor- 
ner display room. In fact, paint 
sales have tripled in that time 
and are still soaring. The corner 
display room, adjoining the main 
store of Ammann’s had been oper- 
ated for quite a while by several 
successive druggists who found 
operation in it none too profit- 
able. Now this room with its sev- 
eral front and side windows is a 
trafhic-pulling, profit-making unit 
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of the Ammann store, paying far 
better as a paint display than it 
ever did as a rental proposition. 
Since two different bus lines pick 
up and deposit passengers right 
by the corner display room, many 
people visit the department to wait 
for buses. Whether they buy or 
not, they are made welcome. This 
builds good will and impresses 
them with the fact that Ammann’s 
has a big paint department han- 
dling a well known line. The paint 
department connects with the main 
store and many people who are 
waiting for buses go into and 
browse through the rest of the 
store’s main floor displays. 


Also Sells Service 


When Ammann’s sells paint the 
firm also sells service and good 


will. Oren S. Ryker, store man, 


ager, says, “If you. don’t couple 
stock with intelligent selling you 
will get nowhere. We turn down 
sales where such an action would 
be beneficial to the customer. For 











example, we recently refused to 
sell a special type of paint to one 
customer because the job was not 
in condition for using that paint. 
Another man wanted to buy five 
gallons of another special type of 
paint for work for which it was 
not intended and we told him why 
it would not be satisfactory. Later 
he bought the paint he wanted 
from another source, but the re- 
sults will not be satisfactory and 
he will remember that we told 
him why he should not use that 
particular type of paint for the 
work he wanted to do. We tell 
people what will happen if the 
wrong type paint is used for a par- 
ticular job. At all times, we try 
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to get people to buy our ready 
mixed paint. When they want a 
special shade we send the problem 
to the manufacturer of the line 
we have handled for more than 
20 years. It is not uncommon to 
sell paint to people 20 to 25 miles 
away even though there are deal- 
ers handling the same line we do 
who are located closer to the cus- 
tomer than our store. When you 
sell paint you are not just selling 
merchandise, you are selling ser- 
vice and we cater to a year ‘round 
trade.” 


Frequent Advertising 


Although carrying both a top 
quality line and a second grade 
line of the paint. this store dis- 
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plays and advertises the top grade 
more prominently. Paint is a 
steady seller, although having its 
peak months, in good times or 
lean days, says Mr. Ryker. He 
states, “Many homeowners in 
Riverhead and vicinity will paint 
the outside of their homes at least 
once every three years. When they 
buy for outside work they will 
usually buy sufficient for the com- 
plete job, together with related 
brushes, paint brush cleaner, etc. 
When they buy for an inside job 
they will usually buy their needs 
for one room at a time. Often 
when one room is painted it will 
make the rest of the rooms shabby 
and so more paint will be bought 
for other rooms. Then they find 
that the hall needs painting and 








so it goes. It is a gradual process 
extending over about a year and 
is mostly gradual process mostly 
on a cash basis.” 


Related Items 


Related items, paint brushes, 
putty, wall cleaners, paint brush 
cleaner, sand paper, etc., are dis- 
played where people can see them. 
Each can of paint that can be put 
in the paint agitator is put-in it 
without the customer requesting 
such service. In peace times, 
practically every individual sale 
of paint included a paint brush. 
Because of the present critical 
situation as to paint brushes. cus- 
tomers are urged to “clean out 


‘Continued on page 106) 


Steady Increase in Paint Sales 


Matthias N. Ammann of Riverhead, N. Y., 
is building volume in this line by giving 
valuable advice and service to patrons 








Here's a section of 
the paint display 
room. On the top of 
the display table are 
paint cleaners, wall 
paper cleaners, 
brush cleaners, glue, 
paint brushes and a 
variety of allied 
items. This table is 
also used to support 
the cash register and 
for wrapping  pur- 
chases. 









The John Burns & Co. 
china and glassware 
department is a de- 
cidedly attractive 
place. Everything is 
easy to reach and is 
very easy to look at. 


An American Major Looks at 


A closeup of some stores “down 
under” and sidelights on their 
methods and pressing problems 


D pave the past 


two years, the members of our 
armed forces have been stationed 
on all six continents and have 


sailed upon all the oceans. They 
have seen many strange sights but 
here and there they see something 
that reminds them of home and 
when they do they are quick to 


comment on the fact. 


The information contained in 
this article serves to prove this 
fact. It comes.in large part from 
Major Howard J. Beebe, Q.M.C., 
who was stationed in New Zea- 
land and contains many interest- 
ing facts about the retail hard- 
ware business in that far away 
land. Data and illustrations were 
obtained by Major Beebe from 
two of New Zealand’s leading 
hardware stores and from one of 
its extensive sporting goods firms. 





The reconstructed building of John Burns & Co., Ltd., Auckland, New Zealand. 
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New Zealand’s Hardware Stores 


“Merchants at home would be 
amazed at the resemblance of the 
stores found here, and in the.ones 
at home,” says Major Beebe. 
“This seems to be due to trips 
made in the past by owners and 
‘managing directors’ to the States 
for just such information and to 
make purchases. Personally, I 
would say they represent our 
progress up to about 1929, but 
even today you could find their 
counterpart in any section of the 
United States. 


JANUARY 20, 1944 










“Merchandising and sales pro- 
motion as we know them in the 
States do not exist here. They 
have the same problems and more. 
A merchant must be more of a 
gambler, because he makes com- 
mitments many months before 
the arrival of the goods and, if 
some items he has picked to push 
prove better than his guess, he 
cannot pick up the ‘phone and call 
his jobber or manufacturer for 
more. Neither can he return a 


bad buy. He must purchase 100 








Burns shows radios, 
major appliances and 
electrical table ap- 
pliances in a special 
room where customers 
may make selections 
without disturbance. 





MAJOR HOWARD J. BEEBE 


Major Howard J. Beebe, who was 
responsible for this article, was at 
one time in the retail hardware 
business with his father in Indiana. 
He was later manager of the major 
appliance department for Mont- 
gomery, Ward & Co. in Jamaica, 
N. Y. Originally a captain in post 
exchange work in the Army. he was 
later transferred to the Quartermas- 
ter Corps and promoted to major. 
He has been stationed at several 
posts in the South Pacific. 


The ship chandlery depart- 
ment at Burns’ does a very 
large business, for boating 
is popular in New Zealand. 




















per cent of his requirements every 
time, at least what he believes to 
be 100 per cent. In addition to 
this problem, he has government 
regulations (more on a quota 
basis). 

“The employee problem is much 
more serious here, due to the fact 
that New Zealand has more men 
under arms and in the armed ser- 
vices than we have in percentage 
to population. To keep their doors 
open, they have taken on lines not 
sold before, the same lines that 
we have added, and I even found 
some selling soap, cosmetics, jew- 
elry and art goods. 

“Of course, names and terms 
for items follow the English 
habits but they are easy to learn. 
Much builders’ hardware is im- 
ported from England. 

“New Zealanders have a great 
respect for our methods of doing 
business and for our manufac- 
tured products. But even in peace 





time it is impossible to import 
many things they want due to 
taxes, tariffs, quotas and political 


A view of one of 
the six retail de- 
partments in the 
store of Wingate 
& Co., Ltd., which 
is in Auckland. 


7 


Association of Manufacturers and 
the hardware industry in generai 
to solve. 





A section of the showroom in Wingate’s builders’ department. 


problems that | will not attempt 
to analyze. This is something for 
the two governments, the National 


The interior of W. H. Tisdall, Ltd.'s store in Wellington would 
do credit to any sporting goods store in the United States. 
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“People here do not compre- 
hend firms the size of Marshall- 
Wells, Belknap, Sears, Ward, etc.. 
but it is easy to understand when 
you look at the population and 
see the country. 

“The nearest approach | found 
to Sears’ or Ward’s was the firm 
of Farmers Trading Co. This firm 
deals in all lines, but the lines 
carried are not as comprehensive 
as either of the two mail order 
houses. Their total volume is 
about $25,000,000 annually.” 

One of the firms from which 
Major Beebe received information 
and photographs is John Burns & 
Co., Ltd., of Auckland, N. Z. This 
firm was founded in 1882 under 
the name of Wingate, Burns & Co. 
by John Burns, Sr., and James 


(Continued on page 118) 
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Keniastot DEALER LETTER 


See if this doesn’t make horse sense 


“For a long time we horses 
have been credited with good 
old fashioned wisdom on the 
hoof. And right now, if you'll 
listen, I’d like to give out with 
a bit about guns and ammu- 
nition. 


“As you know, a lot of folks 
who ordinarily do plenty of 
hunting every year have left 
their home states for wartime 
jobs, worked longer and harder 
than ever before, lacked the 
time for hunting trips, or were 
short of ammunition. 


“But — did Remington ever 
let them forget about the plea- 
sures of hunting? Is Reming- 
ton letting ’em forget now? Is 
Remington letting ’em bolt off 
the track? 


“No sir—not by a feed-box- 
ful! Don’t wear blinders to the 


“a 


fact that every Remington ad- 
vertisement in outdoor, farm, 
boys’ and general magazines is 
keeping alive in hunters’ minds 
that yen to go hunting again— 
and with Remington guns and 
ammunition! 


“So what? So this: the mane 
thing to remember — pardon, 
the main thing — is that, the 
next hunting season ammuni- 
tion is available, hunters are 
probably going to gallop toward 
your store for Remington guns 
and ammunition more than 
ever before! 


“Sounds reasonable, doesn’t 
it? Makes horse sense? 


“Then plan now— it’s not too 
early—to turn this horse sense 
into dollars that ain’t hay!” 




















“T never saw a hardware window attract so much attention!” 
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One of our people recently dis- 
covered this newspaper headline: 
“Stick of unexploded dynamite 
found in auto.” Concerning which 
he asks, “Ever see a stick of er- 
ploded dynamite?” 

* a a 
Remember that Remington Hi- 
Speed .22’s are noted for their 
lightning speed, smashing power, 
and pin-point accuracy—add al- 
most 100 yards to the effective 
range of a gun. 

$ nm 2 
Uncle Henry says: “ ’Tain’t enough 
just to be busy. It depends on 
what you’re busy doin’.” 


a a 
“Hi-Speed” is Reg. U. S. Pat. Off. by 
Remington Arms Co., Inc., Bridgeport, 
Conn. 








WPB Formulating Plans 
For Reconversion 


Proposed order would be designed to set up equi- 
table distribution considering population changes, 
firms whose usual sources of supplies were con- 
verted to war uses and without differentials that 
were not in effect prior to the war. Would apply 
only to material left after rated orders are filled. 


By EUGENE J. HARDY 


Washington Bureau 
of Hardware Age 


\ Vs has been meet- 


ing with representatives of the hard- 
ware industry, both manufacturing 
and distributing, for the past several 
months to discuss reconversion plans 
and all their ramifications. The 
problem of Army and other Govern- 
ment surpluses is also a major point 
of discussion. 

However, with a snarl in the Gov- 
ernment attitude, inspired by Don- 
ald Nelson’s desire to take over the 
conversion job and Bernard M. 
Baruch’s non-committal attitude, the 
business man is at a loss to know 
what to expect. Also entering into 
this picture is the big unknown 
factor represented in what Congress 
may do and the Army’s method of 
disposing of surpluses, which may 
cause WPB immeasurable trouble. 


Plans in Progress 


Nevertheless, WPB is _ going 
ahead formulating plans for recon- 
version, on the assumption that Mr. 
Nelson will be handed the job, be- 
ing careful at all times to satisfy 
those in the Administration who still 
want to practice a philosophy of 
want, at least until the reconstruc- 
tion of the world is complete. 

In one of the first statements re- 
garding WPB policy toward Gov- 
ernment surplus stocks a dangerous 
note has been sounded. The WPB 
policy as presented to the Whole- 
sale Hardware Distributers’ Indus- 
try Advisory Committee encom- 
passes the following major points: 

1—There are two types of mate- 
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rial involved, industrial equipment 
and consumers’ goods. 

2—To facilitate wide distribution 
of these stocks WPB has given con- 
sideration to the delegation of au- 
thority to regional directors to re- 
move all “end-use” restrictions and 
to relieve the inventory provisions 
of any order which restricts the 
amount of material that a company 
may take in. 


A Real Problem 


Although these statements are 
simply put forth if they are given 
careful scrutiny it can be seen that 
they present a real problem to all 
those who might, be affected by war 
surpluses. Summing it up, removal 
of these restrictions would throw 
the market for surpluses into the 
hands of speculators, would give the 
large business man an immediate 
advantage over his small competitor 
and would allow those who have 
been fortunate enough to maintain 
inventories through the war period 
to accumulate even larger inven- 
tories for use in a post-war world. 

The committee members attend- 
ing the meeting felt that no distinc- 
tion should be made between the 
two classes of material—industry 
equipment and consumer goods— 
pointing out that they are closely 
related and, in many cases difficult 
to distinguish. It was generally 
agreed, however, that some relaxa- 
tion of inventory restrictions would 
be necessary to give all distributors 
an opportunity to purchase avail- 
able material. Whatever policy is 
adopted now, a committee member 





said, should be one that can be 
maintained and applied to all stocks 
that come on the market in the 
future. 

Meanwhile WPB is considering 
retention of the inventory provision 
of L-63 for consumer goods and re- 
lieving it for industrial equipment in 
these surplus stocks. WPB says a 
restriction on the amount of indus- 
trial equipment which a company 
could purchase might tend to stop 
the flow of this equipment to the 
market. 

Advisability of continuing inven- 
tory control under L-63, met with 
many shades of opinion. The over- 
whelming view of the members held 
that L-63 is no longer needed for 
its original purpose, but a majority 
believed it should be continued un- 
til, or unless, some other control is 
set up for the distribution of war 
surpluses. One member, recalling 
his experiences after the last war, 
convincingly urged caution. “Policy 
on small liquidations now will gov- 
ern the policy later applied to large 
ones,” he pointed out. 

Tied in with this problem is the 
conversion to civilian production 
question and despite gloomy predic- 
tions by politically-minded, policy- 
making theorists, it is a foregone 
conclusion in Washington that con- 
version has already started and that 
its tempo will increase through this 
year, barring any setbacks in the 
prosecution of the war. 

A recent WPB statement on this 
subject follows: 

“Reconversion from war produc- 
tion will be gradual. In many fields, 
where contracts are already being 
canceled, it is doubtful that the in- 
itial stages of reconversion can wait 
for the development of an over-all 
program, since facilities, manpower 

(Continued on page 129) 








Brevity As Found in 
Genesis, Gettysburg 
Address and OPA 


“The story of the creation of 
the world is told, in Genesis in 
400 words . The greatest 
moral code in the world, the Ten 
Commandments, has 297 words. 
. . . Lincoln's Gettysburg Ad- 
dress was given in 266 words. 

. OPA changes the price 
of cabbage seed and gets out 
a bulletin of 2500 words to tell 
about it!!!!" 

—Joe Meek, Illinois Federation 
of Retail Associations. 
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TORY IN WAR... 


F o) 


HE best money in the world is that of the 
good old U.S. A. It always has been — 
always will be! 

And the best bank in the world is the Treas- 
ury of the United States of America. 

Now Uncle Sam is 
asking for fourteen 
billion dollars of your 
money and ours... 
$14,000,000,000 to reach 
the goal set for the 





fourth war loan drive. So our dollars go to war, 
to help win victory. And when they return to 
us, with interest, they will be the basis of our 
progress in the peacetime conduct of your 
business and ours. . 


Only adequate war 
financing can give Amer- 
ican forces and our allies 
the things they need. 
The only answer is — 
buy more War Bonds. 





A.J. Lindemann & Hoverson Co. 


MILWAUKEE «+ Since 1875 + WISCONSIN 


KEROGAS MANUFACTURERS OF ELECTRIC RANGES...ELECTRIC WATER HEATERS 
seer GAS RANGES...OIL STOVES...PORTABLE OVENS...OIL HEATERS...WICKS 


JANUARY 20, 1944 
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The War Won't Last Forever! 


Mas people 


have the habit of believing that 
the present conditions under 
which they are living are perma- 
nent conditions and will continue 
indefinitely. For them the pres- 
ent is also the future, and they 
make little or no attempt to adapt 
their habits or ways of thinking 
to any other time save the pres- 
ent. 


Do Some Checking Up 


Much has been written on the 
subject of post-war thinking and 
planning and many firms and in- 
dividuals throughout the country 
both mentally 
and physically, for the period that 
will be ushered in by the end of 
the war. It might be a good idea 
for hardware salesmen to begin 


are “getting set,” 


checking up and doing a little 
post-war planning on their own 
accounts. 

Many lines are no longer ob- 
tainable and many substitute lines 
have been introduced into hard- 
ware stores throughout the coun- 
try. Don’t make the mistake of 
those 


disregarding non-obtain- 


able lines. They'll be on your 
counters again and you'll be sell- 
ing them. Keep in touch with the 
articles that no longer appear on 
your shelves and on your floors. 
Don’t make the mistake of think- 
ing that post-war merchandise will 
different 
from the merchandise you sold in 
1941. There will be changes, to 
be sure. But they won’t come over- 
night and many of them may be 
a long time in coming. So brush 
up your knowledge of the things 
you used to sell for you'll be sell- 
ing them again after the last shot 
is fired. 

Then take a little more time and 
consider the customer. Right now 


be something entirely 
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you know the lines you are selling 
and are in a position to give the 
proper type of sales talk on them. 
You can advise him regarding 
their uses. But you're going to be 
caught with your collar off when 
the old lines begin to flood back 
and you have forgotten the sell- 
ing points you used to know. 


Now’s the Time! 


And while we are on the subject 
of the customer, the present is an 
excellent time in which to sell 
your store, your service and 
yourself to him. Help him in 
every way -possible for he needs 
plenty of help these days. Don’t 
get the idea that your store han- 
dles a certain amount of merchan- 
dise, that there are shortages in 
many lines and that he can take 


it or leave it. He may take a lot 
now but he won't continue taking 
it when the war is over. He 
won't have to. Give him all the 
service you can possibly give him. 
Be courteous and helpful. You'll 
never find a time like the present 
that will pay more dividends in 
the future to the man who is cour- 
teous and helpful to a customer. 
There are a lot of disgruntled 
customers in America today and 
there will probably be more of 
them before the war is over. You 
have an unparalleled opportunity 
of making them firm friends of 
both your store and yourself and 
keeping them as friends for the 
future. 

Don't make the 
thinking that present conditions 
will be future conditions. The war 
won't last forever! 


mistake of 





Test Your Hardware Sense 


Grade yourself in the following manner to see how good 
you are. Each question correctly answered is worth 20 points. 
A grade of 100 is very good; 80, good; 60, fair; 40, poor and 


20, very poor. The correct answers to these questions will be 


found on page 133. 


Work the problem first—then substitute the figures 
of your business for those in the problem 


1—Can you tell which of the following items in a financial 


statement are assets and which are liabilities? 


(a) Cash on 


hand; (6) accounts payable; (c) surplus; (d) accounts receiv- 
able; (e) merchandise inventory; (f) capital stock; (g) notes 
receivable; (Ah) real estate; (i) building. 


2—Define a business asset. 


3—What are maximum work hours per week for employees 
in businesses subject to the Federal Wages and Hours Law? 

4—What is a business liability? 

5—An employee receives $26 as salary and works 48 hours 
per week. He is paid at the rate of time-and-a-half of his reg- 
ular hourly rate for all time in excess of 40 hours per week. 
Determine his base hourly rate of pay. 


(Answers on page 133) 
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IMMEDIATE ATTENTION GIVEN ITEMS 
OCR FINDS CONSUMERS WANT MOST 


156,000 TONS OF STEEL RECEIVED 


Some hardship items to be produced in simplest form, 
through revocation of L orders preventing produc- 
tion, allocation of more raw materials and by facili- 
tating production of them in labor free areas. OCR 
program revisions not entirely completed. 


(Washington Bureau 
of HARDWARE AGE) 


Now that the recent OCR con- 
sumer survey has turned up the 
hardship items, which are troub- 
ling the American public most, 
the uppermost thought in the 
public’s mind is “what is going 
to be done about it?” After a 
check of officials charged with the 
responsibility of maintaining ade- 
quate civilian supplies HARDWARE 
AGE can report that these items 
are being given immediate atten- 
tion, exclusive of the articles al- 
ready approved for this year. 

These officials have been work- 
ing feverishly in an attempt to 
iron out the difficulties which are 
preventing increased output of 
these goods. 

OCR received 156,000 tons of 
steel for first quarter civilian 
goods and correspondingly ex- 
panded the Class B product list. 
Production plans called for some 
of the items which were proved 
to be in short supply in the sur- 
vey, while some of these items 
were not included in OCR’s ini- 
tial plans. Additional allotments 
of materials will be made to allow 
manufacture of the hardship 
items in a revised program. 

These hardship items will be 
produced in their simplest form, 
minus any frills. Items which are 
in the hardship category and can- 
not be produced simply and 
quickly will have to wait until 
later in the year. 

To permit increased output of 
these hardship items with the 
least possible delay WPB is tak- 
ing the following steps: 

1. Preparing to revoke L orders 
which stand in the way of pro- 
duction. 

2. Taking favorable action on 





appeals from manufacturers 
pending revocation of restricting 
orders. 

3. Preparing to allocate more 
raw materials. 

4. Working with WMC to facil- 
itate production in labor free 
areas and to turn up cases of la- 
bor hoarding that could be 
switched to civilian production. 

A check of the hardship items 
as indicated by the OCR survey 
and WPB plans for production of 
these items reveals the following: 

Wash tubs—Lack of raw ma- 
terials depleted inventories in 
1943. Material has been allo- 
cated for production this year. 

Pin and needles—Pims are be- 
ing produced and will be in- 
creased. Needles are not manu- 
factured in this country according 
to WPB and plans are under way 
to repackage English needles to 
achieve more equitable distribu- 
tion, The same amount is ex- 
pected from England in 1944 as 
was imported last year. 

Electric irons—A program has 
already been started to produce 
2,000,000. This program is not 
expeced to be increased, due to 
the results of the survey. 

Flashlight batteries — These 
have been produced, but tremen- 
dous military purchases have cut 
down civilian supplies. WPB 
looks forward to more for civil- 
ians this year. 

Tableware—Production has al- 
ready been authorized for certain 
utility knives, forks and spoons. 
This will be increased from time 
to time. 

Pots and pans (under 10 qts.) 

These have been produced in 
limited quantities but inventories 
are dangerously low. Increases 
in both aluminum and stee] are 





in progress for the entire year on 
a graduated basis. 

Iron cords — Production of 
cords for irons was permitted in 
the fourth quarter of 1943. Re- 
placements cords for all appli- 
ances will be available this year. 

Bobbie pins and hair pins—A 
production program for these 
items has already been officially 
announced and by the end of the 
year shortages should be a thing 
of the past. 

Pot scourers including steel 
wool—Scrap steel was allotted 
for this purpose in the fourth 
quarter of last year, but was not 
satisfactory. New steel is being 
allotted this year. 

Alarm clocks—A program is 
underway, but available manu- 
facturing facilities will limit this 
program. The clock to be pro- 
duced will be a strip-down sim- 
plified model to fit in with WPB’s 
plans for producing only articles 
which can be made quickly and 
simply. 

Safety pins—The problem in 
the past has been one of convert- 
ing from brass to steel. However, 
since copper thas eased consider- 
ably a program has been pre- 
pared and brass pins will be 
made this year. 

Washing machines—Although 
aluminum is available the short- 
age of small electric motors will 
prevent any output until the sec- 
ond or third quarter of this year. 

Clothespins—OPA ceiling have 
made manufacturers reluctant to 
produce this item. OCR officials 
are now working with OPA to 
adjust these ceilings and despite 
a shortage of hardwood WPB 
says clothespins will be produced 
in increased quantities. 


Radio tubes — WPB has ap- 
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proved production of 4,500,000 
household tubes. 
Ammunition—Fifty per cent o 
normal output is predicted for 
1944. Despite optimistic reports 
farmers were troubled by a lack 
of ammunition this past fall. 
Wire fencing—There is consid. 








erable pressure on the Army t 
release some of its huge stocks o! 
wire, in addition to an increased 
WPB production program. 

Scissors—When last checked 1 
production program was in the 
embryonic change but WPB off 
cials mentioned this item in the 
same breath as all other shortage 
articles. ; 

Since all plans for production 
are not completed, and some of 
the above mentioned difficulties 
are yet to be ironed out, the ex 
act number of the items to he 
produced under the revised OCR 
program as well as the original 
has not yet been determined. It 
is expected that these figures wil 
be available by the end of this 
month when final allocation 
should have been made to manv 
facturers. 

LANDERS APPOINTS 
WESTERN MERCHANDISE 
AS DISTRIBUTORS 


Landers, Frary & Clark re 
cently announced the appoint 
ment of Western Merchandis 
Distributors, Buffalo, N. Y., # 
exclusive distributors in westen 
New York and several countis 
in northwestern Pennsylvania fa 
Universal ranges, vacuum cleat 
ers and home laundry equipment. 
The firm will also be active in 
merchandising Universal small 
appliance and household spe 
cialties in the area. 


CONGOLEUM-NAIRN 
NAMES DISTRIBUTORS 


Congoleum-Nairn Inc., Kearny, 
N. J., recently announced the 
appointment of the Brown-Camp 
Hardware Co., Des Moines, Iow! 
wholesalers, and Paxton & Gt 
lagher Co., Omaha, Neb., whole 


sale hardware distributors, # 
distributors of its products. Als 
announced was the extension 
the service of Butler Bros., also 
distributors for the company, 
with the opening of an office and 
showroom in Philadelphia. 
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MOHRHUSEN GENERAL 
MERCHANDISING MGR. 
DEVOE & RAYNOLDS 


4. H. Mohrhusen has recently 
been appointed general merchan- 
dising manager of Devoe & Ray- 
nolds Co., New York City, paint 
dealers, and associated trade 
sales companies. This position 
entails direction of a coalition of 
departments, including sales pro- 
motion, advertising, merchandis- 
ing and sales research and train- 





A. H. MOHRHUSEN 


ing. The vice-president of the 
company, W. H. Mathews, said 
that though the company is now 
producing war materials, the 
creation of this portion is part of 
a framework of a plan designed 
to assist the company’s thousands 
of dealers meeting marketing 
problems of the day, and to en- 
able them to participate in the 
company’s postwar program. 
TURNER V.P. OF SALES 
FOR BUFFALO BOLT 


Charles L. Turner has recently 
heen elected vice-president of 
sales by the board of directors of 
Buffalo Bolt Co., North Tona- 
wanda, N. Y. He succeeds A. 


Maxwell Jones, who has resigned 








JAMES P. BALDWIN 


manufacturers and for a long 
time manufacturers of precision 
and ground aircraft, and other 
allied parts. Mr. Baldwin has 
been affiliated with the company 
since 1920 in various capacities, 
thost recently as works manager. 





After his graduation from Rens- 


selaer Polytechnic Institute in 
1918, he became chief chemist 
for the New Departure division 
of General Motors Corp., De- 
troit, Mich., in their Bristol, 
Conn., plant before his connec- 
tion with the Corbin Screw Corp. 





RYDER RETIRES FROM 
BARLOW & SEELIG 


L. W. Ryder has retired from 
Barlow & Seelig Mfg. Co. after 
nearly 16 years in order to de- 
vote his entire time to personal 
interests. He had been with the 
sales organization since 1928 and 
has served as general sales man- 
ager for the past four and one- 
half years. Mr. Ryder joined 
Barlow & Seelig Mfg. Co., Ripon, 
Wis., as sales representative for 
Indiana in 1928. Within three 
years he was appointed divisional 
representative for Kentucky, In- 
diana, and Tennessee. He re- 
mained in this position till 1939 
when he was appointed general 
sales manager. 




















from the company. 


SYNTHETIC RUBBER BALL IN PRODUCTION: The Penn- 
sylvania Rubber Co., Jeannette, Pa., has recently completed 
successful tests and is now in full production of a new syn- 
thetic rubber tennis ball, according to a statement by 
Howard W. Jordan, president. No materials needed for the 
manufacture of war goods are used in its production. The 
Pennsylvania's scientists, left to right, chief chemist, Edgar 
Peden; research director, Carl E. Carlson, and laboratory 
supervisor, Peter Gazze, study the first new synthetic rubber 
balls to roll off the production line. 





BALDWIN NAMED GEN. 
MGR. CORBIN SCREW 


James P. Baldwin has been re- 
cently appointed general manager 
of the Corbin Screw Corp., Divi- 
sion of the American Hardware 
Corp., New Britain, Conn., screw 
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SLABAUGH MANAGES 
WESTINGHOUSE VACUUM 
CLEANER SALES 

W. E. Slabaugh, Jr., formerly 
a college instructor and a West- 
inghouse sales engineer for seven 





JR. 


W. E. SLABAUGH, 
years, has been recently appoint- 
ed manager of the company’s 
vacuum cleaner section. 
During the remainder of the war 
he will continue working in that 
branch of the War Products 
Engineering Department which 
handles contracts for ailerons, 
elevators, and other parts for 
fighter planes. After the war, he 
will direct development work. 
manufacture and distribution of 
vacuum cleaners, including floor, 
tank and hand models and at- 
tachments.°* 

Mr. Slabaugh joined the com- 
pany in 1936 as commercial 
refrigeration supervisor for Ohio, 
Michigan, western Pennsylvania, 
West Virginia, Kentucky, and 
part of Indiana. He remained_in 
this position until assigned to 
the War Products Engineering 
Department in 1942. 


sales 


STEVE R. PALMER 
MOVES OFFICE 


Steve R. Palmer, manufac- 
turers representative, has recently 
announced that his office has 
been moved to 401 Haas-Howell 
Bldg., Atlanta 3, Ga. Mr. Pal- 
mer handles automotive, hard- 





ware, housewares and novelty 
| lines. 
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Research Air Filters are available from your jobber 
for immediate delivery—forced warm air furnace 
filters that help your customers get more heat from 
their war-important fuel. 


RESEARCH 
AIR FILTERS 


THE PRODUCT 


—the most efficient filters for catching dirt, 
dust, soot and pollen from the air. Proven to 
offer greater capacity because of exclusive 
“Rip-Clean” feature that triples life. 


THE MARKET 


—3 out of every 4 modern homes use air filters 
in the heating system. 


THE PROFIT 


—a full profit item. $1.50 retail costs you 95c 
in gross lots—Fast turn-over. 


MERCHANDISING HELPS 
—let us send you our free sales help kit con- 
taining everything you need to build sales 
fast! Now’s the time to start. 








CORPORATE CHANGES 
BY OWENS-ILLINOIS 


Corporate changes recently an- 
nounced by the Owens-Illinois 
Glass Co., Toledo, Ohio, con- 
sisted of the dissolution of two 
subsidiaries, The Libbey Glass 
Co., manufacturer of tumblers 
and other tableware, Toledo, 
Ohio, and the Owens-Illinois Pa- 
cific Coast Co., Toledo, Ohio, 
manufacturer of glass containers. 
Both were wholly owned sub- 
sidiaries, and under the new ar- 
rangement they become divisions 
of the parent company. 

H. W. Paul has been appointed 
general sales manager of the 
Insulux Products Division. E. P. 
Lockart continues as sales man- 
ager of glass block and allied 
products, and M. K. Holmes, 
sales manager of insulators. Gar- 
land Lufkin, a vice-president of 
the company, has been placed in 
charge of customer research and 
product engineering facilities. 
These facilities will be at the 
disposal of all divisions of the 
company, including the division 
devoted to building products. 


PENN. SALT FORMS NEW 
AGRIC. CHEMICAL 
SELLING DIVISION 


The Pennsylvania Salt Manu- 
facturing Co., Philadelphia, Pa., 
has_ recently announced the 
establishment within its organi- 
zation of a new sales division to 
be known as the Agricultural 
Chemicals Division. Leonard T. 
Beale, president of the company, 
said that the company’s research 
and development department, 
which is soon to be established 
in new laboratories, in recently 
acquired Whitemarsh Hall, has 
been engaged in the study of 
important new agricultural chem- 
icals. He believes that these 
studies will result in the addition 
of new agricultural items to the 
company’s list which now in- 
cludes cryolite and other insec- 
ticides, sodium chlorate and 
arsenical weed killers. The com- 
pany’s purpose, Mr. Beale ex- 
plained, is to tie all these agri- 
cultural chemicals, present and 
future, together in the new divi- 
sion. 


MERGE INTERNATIONAL 
MACHINE TOOL AND 
DETROLA CORP. 


The completion of the merger 
of Detrola Corp. and Interna- 
tional Machine Tool Corp., both 
of New York City, was recently 
announced by C. Russel] Feld- 
man, president of the combined 
businesses which will be called 


International Detrola Corp. The 
merging of Detrola, which makes 
radio and other electronic de- 
vices, and International Machine 
Tool, which has machine tool 
plants in Elkhart and Indianap- 
olis, Ind., and a commercial weld- 
ing division in South Bend, Ind., 
has attracted notice as an in- 
stance of a machine tool firm 
moving to diversify its activities 
and find new use for its capital. 


IBSEN SALES MGR. 
McCUNE-MERIFIELD 


Don Ibsen, who joined the 
staff of the McCune-Merifield 
Co., Seattle, Wash., several 
months ago, has recently been 
named sales manager in the 
Seattle office. Mr. Ibsen was af- 





DON IBSEN 


filiated with Seattle Hardware 
Co. for over 12 years. As in- 
ventor of the Ibsen Water Ski, 
he is a familiar figure at various 
tournaments during the water ski 
season, when he participates in 
exhibitions and contests. Gladys 
K. Ottem has returned to the 
company, and is again serving as 
secretary to Mr. Merifield, and is 
in charge of office detail. 








GLADYS K. OTTEM 


HARDWARE AGE 
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WITHINGTON RETIRES 
FROM CORNING GLASS 


Charles F. Withington, sales 
representative of Corning Glass 
Works, Corning, N. Y., in the 
New England territory, retired 
recently. He became a member 
of the sales staff of the Mac- 
beth-Evans Glass Co. in 1913. 
When the Macbeth-Evans Glass 
Co. was merged with Corning 
Glass Works in 1937, Mr. With- 
ington continued in his capacity 
and thus became sales represen- 
tative of the Corning Glass 
Works. His associates gave a 
dinner in his honor recently in 
New York City, and presented 
him with a gift of engraved 
Steuben glassware. 


AM. WIRE FABRICS 
NAMES 3 OFFICERS 


L. D. Granger was <ecently 
elected a vice-president of the 
American Wire Fabrics Corp., 
New York City, at a_ special 
meeting of the board of direc- 
tors, George H. Creveling was 
elected treasurer, and Franklin 
Berwin was elected secretary. 
Mr. Granger has been associated 
with the company and is con- 
sidered an _ outstanding _ steel 
metallurgist and engineer. Mr. 
Creveling is also the treasurer of 
the parent company, Wickwire 
Spencer Steel Co., New York 
City, N. Y., and the Wickwire 
Spencer Aviation Corp., another 
subsidiary. Mr. Berwin is also a 
member of the board, and sec- 
retary of the Wickwire Spencer 
Steel Co. The company is now 
producing screen cloth for the 
armed forces and export. 


APPOINT CONKLIN 
AS STATE COMM. 
EXEC. SECRETARY 


The State of Ohio recently, in 
recognition of the value of small 
business, created the Ohio Small 
Business Commission of which 
John B. Conklin, secretary-trea- 
surer, The Ohio Hardware Asso- 
ciation, Columbus, Ohio, is ex- 
ecutive secretary. The commission 
was established so that all types 
of small businesses, retail deal- 
ers, wholesalers and manufactur- 
efs may recommend ways and 
means by which the State of 
Ohio can assist them at the pres- 
ent time and in the post-war era. 

The commission is comprised 
of 15 businessmen, five who are 
members of the Ohio Senate, 
five members of the Ohio House 
of Representatives and five ap- 
pointed by Hon. John W. Bricker, 
Governor of the State of Ohio. 
Harold F. Stotzer, Archbold, 


JANUARY 20, 1944 








Ohio, hardware dealer and past 
president of the Ohio Hardware 
Association, is a member of the 
commission. The commission is 
studying the problems of the 





JOHN B. CONKLIN 


small business man and was in- 
structed to report its findings 
and recommendations to the Ohio 
General Assembly on or before 
Jan. 15, 1945. Fourteen meetings 
will be held for small business- 
men in different parts of Ohio, 
two scheduled for this month, 
Columbus, Jan. 6, and Akron, 
Jan. 20. Other scheduled meet- 
ings and dates are: Lima, Feb. 
3; Mansfield, Feb. 24; Cincin- 
nati, March 9; Marietta, March 
30: Youngstown, April 13; To- 
ledo, April 27; Dayton, May 11; 
Jackson, May 25; Cleveland, 
June 8; Sandusky, June 22; 
Steubenville, July 6, and Coshoc- 
ton, July 20. 


PETERSON BUSINESS 
CONSULTANT IN OPA 


William E. Peterson, Shapleigh 
Hardware Co., St. Louis, Mo., 
wholesalers, has joined the OPA 
in Washington as business con- 
sultant in the Building Materials 
Branch. Mr. Peterson has de- 
voted his entire time to builders 
hardware in its relation to con- 
struction for more thean 22 years. 
The past 18 years he has been 
manager of the contract division 
of the builders hardware depart- 
ment of the Shapleigh Hardware 
Co. He is on leave of absence 
from the company for a period of 
several months. 


ALABAMA HDWE. ASS’N 
MOVES OFFICE 


J. H. Crowe, secretary of The 
Retail Hardware Association of 
Alabama, Inc., has recently an- 
nounced that the association has 
moved its offices to 1906 5th Ave., 
North, Birmingham 3, Ala. 


| 
| 
| 
| 
| 
| 
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MODEL NO. 4305 
Dual Furpose Controller 
A. . Cy Sporeree 
List P: ~ $27.5 
Shipping Wet. 154 Ibs. 


There oMO SUBSTITUTE 
For Experience 


Experience is a vital factor in the produc- 
tion of electric fence controllers. The sound, 
practical experience built into thousands of 
Electro-Line Farm Fence Controllers, assures 
lasting, dependable service in everyday 
operation. That service is important to you 
and to the farmers you serve. 

You sell dependability . .. you Sell 
quality... you sell lasting service when you 
sell your customers Electro-Line Farm Fence 
Controllers. 

Anticipate your requirements as far 
ahead as possible. Cooperate in every 
reasonable way with your jobber. This will 
relieve the problem of distribution at the 
time of peak demand. 


Sold 
Through 
Jobbers 

Only 


ELECTRO-LINE FENCE COMPANY 


Milwaukee 2, Wisconsin 


120 North Broadway 
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When the ‘BACKLOG™ 
Rush Begins... 





LLEN wii se 


Better Equipped Than Ever 
To Serve You and Your Customers 





| water systems is such that there 


Since America entered the war, the major | 
part of ALLEN'S production has been de- 
voted to supplying needs of our armed 


Titre 
| forces 
& O We're naturally proud thus to contribute 


toward Victory. And we're doubly arate- 
ful because the exacting requirements of 

Al O producing for Uncle Sam have brought 
il i 


still further improvement in our manufac- 
] sanenee HI} 

















turing methods and the quality of our 
appliances } 


We are planning now for the big rush of 
| orders for new ALLEN Ranges and Heot- 

| ers sure to come with the easing of re- 
i strictions on civilian production. 

At present we are producing a limited 
quantity of ALLEN ranges for civilian use, 
and we anticipate a steady increase. By 
keeping your customers’ ranges and 
heaters in good repair with genuine 
ALLEN Parts, and identifying yourself os 


@ ) ) the ALLEN Dealer in your community, you 
can lay the groundwork 
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SSS now for a big profitable 
Se i stove business in the not- 
oe | oo so-distant future 
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ALLEN MANUFACTURING FURNACES ° 
PRINCESS RANGES * 
COMPANY, INC. a oe 
NASHVILLE, TENN. RANGE ETERNAL 


CONSERVE FUEL—SHORTEN THE WAR 
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| water systems are being produced 





Water Supply Equipment 
Production Shows Uptrend 
: Industry Reports 


Postwar plans of water system industry call 
for production of at least 500,000 electric 


water systems in first year after victory. 


However, it was reported that 
the Office of Civilian Require 
ments contemplates adding water 
systems to the list of “essential 
welfare items.” Water systems 
are now manufactured under or- 
der L-257 permitting manufac 
turers to make 67 per cent of 
their 1941 production, exclusive 
of parts for repairs or replace 
ments. 

Two WPB orders are helping 
manufacturers to catch up with 
their accumulated backlog of de 
mand. One permits manufactur 
ers to order an entire year’s sup- 
ply of raw materials in advance 
instead of on a quarterly basis. 
Makers have been notified that 
their allocation of tonnage for 
1944 is the same as for 1943 
The other authorization provides 
that manufacturers may file ap- 
peals to use raw materials inven- 
tories for production of water 
systems over and above the quota 
assigned. 
facing Of the general outlook for 
water systems in 1944 Herbert C. 
Angster, secretary-director, Na- 
tional Association of Domestic 


Because of consistent improve- 
ment in the raw material situa- 
tion recently, farm pumps and 


in steadily increasing quantities 
and the flow of units to dealers 
is being increased rapidly, ac- 
cording to reports at the meet- 
ings held Dec. 8 and 9 at the 
Sherman Hotel, Chicago, by rep- 
resentatives of manufacturers of 
electric farm water systems, wind 
mills and allied products. The 
immediate postwar objective of 
the industry is production of 
500,000 electric farm pumps and 
water systems in the first year 
after victory and the ultimate 
goal is to have running water in 
every home in the United States. 
Improvement in production of 


is every indication that the back- 
log of orders now on manufac- 
turers’ books will be entirely ab- 
sorbed by July 1, 1944, it was 
predicted. 

Chief difficulties now 
manufacturers are the obtaining 
of fractional horsepower motors, 
switches and bearings in ade- 
quate quantities. Manpower 
losses te the armed services pro- 
vide another pressing problem. 


and Farm Pumping Equipment 
and Allied Products Manufactur- 
ers, said, in part, “Our condition 








Water supply equipment manufacturers discuss postwar plans of 
the industry at a meeting held in Chicago, Ill. on Dec. 9. 


HARDWARE AGE 
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is a very favorable one. It is}} 
getting better all the time. The 
WPB has assured manufacturers 
repeatedly that they will get 
every component part they need. 
All manufacturers of water sys- 
tems are approaching their quota.° 
It will, of course, take time to 
supply jobbers with stocks . 
However, water systems will soon 
begin to roll and the industry 
will be caught up with rationed 
orders by July 1, 1944.” 

As to the production of at | 
least 500,000 electric water sys- 
tems in the first year after Vic- | 
tory, industry representatives at 
the meetings gave assurances | 
there is no question about the | 
ability of their respective com- 
panies to meet their goal and to 
serve the postwar market ade- 
quately with well-known, high 
quality, low cost, dependable 
water supply equipment. 

The first meeting was attended 
by members of the Planning 








Committee of the Electric Water 
Systems Council, sponsored by 


Edison Electric Institute in co- | 
operation with manufacturers of 


electric farm pumps and water 
systems. 


ing manufacturers 
water systems, the next day’s 


meeting covered the broad pro- | 


gram of postwar planning for the 


entire water supply industry, in- | 


cluding manufacturers of hand 
pumps, wind mills and 
products. Those attending the 
second day’s meeting constitute 
the over-all Postwar Planning 
Committee for the water supply 


industry of which C. D. Leiter, | 
The F. E. Myers & Bro. Co., | 


chairman. | 


Ashland, Ohio, is 
Implementing the work of the 


Postwar Planning Committee are | 


subcommittees including those 


on marketing, exports, materials, | 


engineering and personnel. 








CO-OP UNIT BUYS 
OHIO CULTIVATOR 


The Ohio Cultivator Co., Belle- 
vue, Ohio, was recently sold to 
the National Farm Machinery 
Corp., Inc., Shelbyville, Ind., 
which is owned by a co-operative 
farmer organization. The trans- 
fer included sale of the trade 
names and patent rights of the 
Ohio Cultivator Co., Dan Seltzer, 
who was president and general 
manager of the company at the 
time of its sale, continues as gen- 
eral manager of the business, 
which was founded in i881. 





HARDWAREMEN IN 
CONTROLLERS GROUP 


The Controllers Institute of | 
America, 1 E. 42nd St., New | 
York City, has recently an- 
nounced that the following execu- | 
tives of the hardware industry 
have been elected to membership 
of the institute: William J. Car- 
roll, controller of Sargent & Co., 
New Haven, Conn.; Arthur F. 
Jacques, controller of A. J. Linde- 
mann & Hoverson Co., Milwau- 
kee, Wis.; Shirley H. Kimmens, 
controller of Billings & Spencer 
Co., Hartford, Conn.; Albert E. 
Luke, treasurer and secretary of 
the Florence Stove Co., Gardner, 
Mass.; and C. C. Straley, con- 
troller of the Animal Trap Co., 
Lititz, Pa. 





N. Y. PAINT DEALERS 
AND SELLERS MEET 


The Trade Sales Committees 
ef the Paint Dealers Institute 


plans of jand the New York Paint, Var- 
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nish & Lacquer Association met 


| recently at the Building Trades 


Employers’ Association in the 
second of a series of joint meet- 
ings. L. Francis Case was ap- 


pointed to head the committee | 


on credits, Renshaw Smith, Jr., 
to head the committee on store 
management, and Ralph Everett 
to head a committee to establish 
the essentiality of paint under 
stein, who presided, announced 
OPA rent ceilings. Leo Silver- 
that the next meeting will be 
held Jan. 24, 


PITTSBURGH HDWE. 
ASS’N. ADDRESSED 
BY JAMES E. HUGO 


James E. Hugo, central man- 


ager of the Westinghouse Elec- | 
tric Appliance Division, Westing- | 


house Electric & Mfg. Co., East 
Pittsburgh, Pa., recently ad- 
dressed a meeting of the Pitts- 
burgh Hardware Association in 
Pittsburgh, Pa. He said that 
electric steam irons, frozen food 
lockers for homes, electric clothes 
driers, and many other new lines 
will be introduced after the war 
has ended. Mr. Hugo made it 
clear that these products will not 
be available in 1944 regardless 
of the war’s course. However, 
he continued, the decade follow- 


| ing the end of the war will see 


a great improvement in home ap- 


pliances. Another product which | 


Westinghouse will distribute na- 
tionally is an automatic washing 
machine that will enable a house- 
wife to turn a switch and let the 
machine wash, rinse and damp- 
dry her clothes, he said. 





While the first meeting | 
covered cooperative activities of | 
power companies and participat- | 
of electric | 


allied | 





OIL 1S AMMUNITION 


and Eagle Oilers Shoot it. 


The same quality that has made Eagle Cans and Oilers 
the best for the shop, home, and farm, today makes 
them standard equipment for anything that flies, 
shoots or floats. 


If you can’t get all the Eagle products you want now, 
you'll know that Uncle Sam, like you, knows quality 
—and he comes first. And when that job is done, we 
will be able to fill your order more promptly. 


EAGLE MANUFACTURING COMPANY 
Wellsburg. West Virginia 








PORTER 


BOLT CLIPPERS 


PORTER, 
EVERETT, MASS. 


SEND FOR CATA- 
LOG giving valuable 
information about time 
and labor saving in us- 
ing two-hand portable 
metal cutters. 


If you haven’t a copy of 
our new Maintenance 
Book—please write for it. 
Contains 48 pages of valu- 
able information on repair 
and maintenance of drills, 
saws, files, Porter Cut- 
ters, etc. It’s Free on 
request. 























HARDWARE AGE 








LOS ANGELES POT AND KETTLE CLUB HOLDS INSTALLATION: Recently at the May- 
fair Hotel, Los Angeles, Cal., the installation and stag party of the Los Angeles Pot & 
Kettle Club was held. The entertainment program was arranged by Howard Sargeant. Past 
President A. H. Howson was first presented with a diamond pin by Harry R. Terhune, 
HARDWARE AGE, and then was also given a watch as token of appreciation for his ser- 
vices. Left to right: W. C. McCune, Wagner Mfg. Co., installing officer and past president: 
C. A. L. Wilson, Corning Glass Works, who took the place of the elected recording secre- 
tary; V. T. Rupp, Howard Sergeant, W. C. Hitt Co., corresponding secretary; M. E. Nie- 
decker, Hewson & Merton, first vice president; Fred C. Brose, manufacturers’ agent, second 
vice president. The officers elected for 1944 were as follows: Fred C. Brose, president; M. 
E. Niedecker, first vice president; A. D. McBurney, second vice president; V. T. Rupp, 
recording secretary; H. C. Sargeant, corresponding secretary; and Jack Palmtag, treasurer. 
The directors are as follows: Fred C. Bose, M. E. Niedecker, A. D. McBurney, V. T. Rupp, 
H. C. Sargeant, Jack Palmtag, A. H. Howson, B. J. Badham, Jr., and A. G. Fisher. 








OLIVER PROMOTES 
TWO OFFICIALS 


John P. Roche has recently 
been appointed assistant to the 
president and E. C. Eaglen has 
been named the head of the de- 
partment of market research of 
the Oliver Iron & Steel Corp., 
Pittsburgh, Pa. Mr. Roche will 
also continue his duties as coun- 
sel and assistant secretary. Mr. 
Eaglen’s new duties will include 
the study of past. and current 
sales of the company’s industrial 
fasteners and pole line hardware, 
as well as problems of future dis- 
tribution and marketing. Both 
men will be located at the com- 
pany’s headquarters in Pitts- 
burgh, Pa. 


GITS MOLDING CORP. 
ISSUES STATEMENT ON 
CIVILIAN SHIPMENTS 


The Gits Molding Corp., plas- 
tic molders, designers, Chicago 
44, Ill., recently issued a state- 
ment in reference to the pros- 
pects of the company regarding 
shipments of civilian products. 
Approximately 95 per cent of the 
company’s production is devoted 
to the manufacture of products 
for the armed forces, but the 
company states they are still 
able to manufacture a_ small 
quantity of civilian products from 
non-critical materials. They pro- 
duce flashlight cases for essential 
civilian organizations, and orders 
carrying priority ratings of AAS 
to AA2 are being shipped in ap- 
proximately 90 days after receipt 
of orders. Such orders carrying 
priority ratings of AAI are being 
shipped in 60 days or sooner. 

The company is also taking 
orders for electric switch plates 
in various styles. Orders on the 
plates are being taken on the 
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basis of shipmerfts in approxi- 
mately 90 days. A small quantity 
of plastic chess sets are also be- 
ing produced. The Independence 
Hall savings banks are being pro- 
duced in small amounts, and 
shipments are being made about 
60 days after receipt of orders. 
Orders on Protecto Shields, which 
are being manufactured in both 
single and double gang sizes, 
are filled in about 60 days. Sub- 
stitutes will be used for packag- 
ing if the regular materials can- 
not be secured. 


WILSON PRES. GEN. 
TIME INSTRUMENTS 


A. J. Wilson, formerly execu- 
tive vice-president and general 
manager of General Time Instru- 
ments Corp., LaSalle, [l., has 
been named president to succeed 
R. H. Matthiessen. He will con- 
tinue as general manager and the 
office of executive vice-president 
has been discontinued. Mr. 
Matthiessen has been elected 
chairman to succeed S. F. Fergu- 
son, who has been named 
honorary chairman. 


CARNEGIE-ILLINOIS 
NAMES TWO ASST. 
CREDIT MANAGERS 


William H. Lang and Wallace 
Diffenderfer, have recently been 
appointed assistant credit man- 
agers for eastern and central 
areas, respectively, of Carnegie- 
Illinois Steel Corp., Pittsburgh, 
Pa. Formerly a credit represen- 
tative, Mr. Lang joined the cor- 
poration as a statistician in 1933. 
Mr. Diffenderfer, whose associa- 
tion with the company began in 
1938 as analyst, became assistant 
manager of the market research 
bureau in 1940, and in 1941 was 





named the treasury department 
credit representative. 





MOTH INSURANCE 
BOND WITH EACH 
STERLING CHEST 


W. P. Roberts, general man- 
ager of the Sterling Wood Mfg. 
Co., Chicago, IIl., has announced 
that with each Sterling cedar 
chest purchased, a $250 bond is- 
sued by an American insurance 
company, will be presented to the 
purchaser, representing a three- 
year moth-insurance policy. He 
pointed out that with the war- 
time increase in marriages, moth 
and dust-proof chests to store 
the bride’s trousseau, and to keep 
linens and woolens in good con- 
dition, have become a necessity. 
Sterling chests are on the market 
now in a number of styles. There 
are highly decorative chests like 
the Sterling Kent, York, Buck- 
ingham, and others. The Man- 
hattan chest, in clear honey- 
blonde Prima Véra veneer, is be- 
ing manufactured by Sterling 
for the modern American home. 








THEIR 30TH ANNIVERSARY: Will J. Feddery, Central East- 
ern Manager, HARDWARE AGE, and Wilmer H. Cordes, 
manager of Sales Promotion and Advertising, American Steel. 
& Wire Co., both of Cleveland, Ohio, celebrated jointly their 
30th anniversaries with their respective companies Dec. | 5th, 
1943. These two old friends were honored by the Industrial 
Marketeers of Cleveland at that organization's recent Christ- 
mas Party. They were given a special announcement, took a 
bow and were presented with the birthday cake which shows 


in the picture. 
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CLARENCE CAMPBELL 


Clarence A. Campbell, vice- | 
president and general manager of | 
the Acme White Lead & Color | 
Works, Detroit, Mich., passed 
away recently after an extended 
illness. He joined the Chicago 
office of Devoe & Raynolds Co., 








CLARENCE A. CAMPBELL | 


New York City, and through pro- 
motions, finally advanced to the 
position of general manager of | 
the company at Chicago, in 1918. | 
After resigning his position with | 
Devoe & Raynolds, he went to | 
Detroit to assume his duties as 

vice-president and general man- | 
ager of the Acme White Lead & 
Color Works, in 1924. He was a 

member of the Masonic order, | 
served as president of the Village | 
of Grosse Pointe Shores, and was 
keenly interested in gardening. 
He is survived by his widow, two 
sons, and a daughter. 


E. F. WHITNEY 
Erle F. Whitney, assistant dis- 
trict manager of the General 


Electric Company’s east central 
district for the past 14 years, 
passed away recently in Cleve- 
land, Ohio, following an illness 
of several months. He had been 
associated with the company 
since 1907, with the exception of 
a leave during World War I 
when he was a captain with the 
29th Engineers overseas. Prior to 
his arrival in Cleveland in 1929 
to assume the positign which he 
held until his passing, he was 
manager of the General Electric 
office, Portland, Ore., for six | 
years. 





CHARLES F. GALLAGER 


Charles F. Gallager, who 
had recently been operating his 
own business, The Valley Hard- 
ware Co., Rocky Hill, Conn.. | 
passed away on New Year’s Day 
at the age of 52. Well known to 
hardwaremen in New England 
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he was for many years a manu- 
facturers’ agent and later served 
as manager of the Connecticut 
Hardware Supply Co., dealer 
owned jobbing house. He was a 
past president of The Nutmeg- 
gers, Inc., a past commander of 
the American Legion and during 
the World War served as an en- 





CHARLES F. GALLAGER 


sign in the United States Navy. 
He was buried with full naval 
honors. 


OTTO A. MESSNER 


Otto A. Messner, 59, manager 
of the railway supply, and gov- 
ernment departments of Shap- 
leigh Hardware Co., St. Louis, 
Mo., wholesealers, passed away 
recently. Mr. Messner joined 
the Simmons Hardware Co., St. 
Louis, Mo., in 1901, 
vice-president and manager of 
the city and industrial depart- 
ments when the assets of that 
company were purchased by the 
Shapleigh Hardware Co. Mr. 
Messner, who was one of the best 
liked hardware executives in St. 
Louis, is survived by his wife, 
son, daughter-in-law, and two 
grandchildren. 





OTTO A. MESSNER 





and was | 





F. W. CUFFE 


F. W. Cuffe, 49, head of educa- 
tional activities for General Elec- 
tric Company’s aviation division 
at Schenectady, N. Y., passed 
away recently in Cleveland, Ohio. 
He joined the Edison G. E. Ap- 
pliance Co., in 1930, and in 1933 


was placed in charge of range | 


service for the General Electric 
Company’s electric refrigeration 
department at Cleveland. When 
the G-E appliance departments 
were consolidated in 1939, Mr. 
Cuffe was transferred to Bridge- 
port, Conn. 


JAMES T. RILEY 


James T. Riley, former assist- 
ant sales manager of the Shap- 
leigh Hardware Co., St. Louis, 
Mo., wholesalers, passed away 
recently after an extended illness. 
Mr. Riley was widely known to 
the trade, and had been con- 
nected with the hardware busi- 
ness in various capacities for 
over 60 years. He was very proud 
of the fact that he attended the 
first convention of the Missouri 





JAMES T. RILEY 


Retail Hardware Association. He 
is survived by his wife, two sons, 
and two daughters. 


MRS. VAN SCHAICK 


Mrs. Helen Boulton Van 


| Schaick, widow of the late A. P. 


Van Schaick, who was formerly 
vice-president of the American 
Chain & Cable Co. and twice 
president of the American Hard- 
ware Manufacturers Association, 
passed away recently on a train 
while enroute from Chicago to 
California. She had _ recently 
been making her home in Fair- 
field, Conn. 

Surviving are a son Capt. Ger- 
rit W. 
daughters, Mrs. Sewall Emerson, 
Norwalk, Conn., and Miss Helen 
B. Van Schaick, Fairfield. Conn. 


Van Schaick and two | 





ERNEST P. BARRUS 


Ernest Prouty Barrus, founder 
of the firm of E. P. Barrus, Ltd., 
London, England, which repre- 
sents many American hardware 
companies in Europe and the 
Near East, passed away recently 
in London, England. Mr. Barrys 


~ 





ERNEST P. BARRUS 


was born in Athol, Mass., and 
went to England in 1906. He is 
survived by his wife, a son and 
a daughter. 








N. Y. GIFT SHOW 
FEB. 28 TO MARCH 3 


The New York Gift Show will 


be held at both the Hotel New 


Yorker, and the Hotel Pennsyl- 


| vania in New York City, from 


| decorative accessories 





Feb. 28, to March 3, inclusive. 
This exhibition of giftwares and 
is spon- 
sored by The National Gift & Art 
Association, Inc., and is directed 
by George F. Little Management, 
Inc., 220 Fifth Ave., New York 
City. 


INSECTICIDE PACKAGE 
RECOMMENDATION 


Simplified practice recommen- 
dation for household insecticide 
containers and packages has 
been approved by the industry 
for promulgation. It will be ef- 
fective frum Jan. 1, 1944, and 
will be identified as “R203-44.” 
The recommendation was drafted 
by a committee of the Household 
and Industrial Insecticide and 
Disinfectant Manufacturers in 
line with defense plans to in- 
crease output and to assist in 
the program of the WPB to as- 
sure equitable distribution of 
containers for essential uses. 

CEDAR RAPIDS STORE 

CLOSES BUSINESS 

The E. K. Larimer Hardware 
Co., Cedar Rapids, Iowa, recently 
discontinued business. 
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A War-time 
PROFIT 
BOOSTER a 
and a bi 
Peace-time 
Future with the 


FOLEY Cciiciic SAW FILER 


The ONLY Machine that 
Files HAND—BAND—CIRCULAR Saws 


Now is the time to start a saw repair service. There 
is plenty of saw filing business to be had—from 
carpenters, farmers, homes, factories, schools, etc. 
With a Foley Automatic Saw Filer the work is very 
profitable. It will bring you new customers and 
add handsomely to your income. You can get this 
extra business quickly and it repeats well. The 
Foley is easy to operate—no eye-strain—and your 
clerk or service man can recondition any hand, 
band and circular saws. 


SEND FOR FREE PLAN which shows just how 
you can start a saw filing service. No canvassing. 
You can get a Foley Saw Filer now—no special 
priority required— purchase can be made through 
your jobber. Send coupon direct to us for full 
information. 











Pa 







Mail Coupon for FREE PLAN 
76 Second . N. E. 


FOLEY MFG. CO. « 3, Nainnesot 


Please send FREE PLAN on saw filing service with 
a Foley Automatic Saw Filer. 












Name 


Address 4ifee ass 





Pressure Cookers and 
Feed Grinders, Crushers 
No Longer Are Rationed 


Pressure cooker sales still limited to use for food 
preservation. Administrative changes place farm ra- 
tioning and distribution under State Agricultural Ad- 
justment Agency Committees at state level and un- 
der County Agricultural Conservation Associations 
(AAA) at the county level, but actual rationing 
continues under County Farm Rationing Committees. 


In a revision of Food Produc- | able supply will not meet all 


tion Order 14 and supplements, 
announced Dec. 29, 1943, the 
War Food Administration re- 
moved pressure cookers and feed 
grinders and crushers from ra- 
tioning. Changes also were made 
in the responsibility for rationing 
farm machinery and equipment 
at state and county levels, re- 
flecting recent administrative re- 
arrangements within WFA. 


Supplementary Order 4 of the 
farm rationing orders has been 
revised to remove pressure cook- 
ers for food preservation from 
rationing. However, as the avail- 





uses, the order requires the ap- 
proval of WFA for purchases of 
pressure cookers for other than 
food preservation uses.  Pur- 
chasers of pressure cookers for 
non-food-preservation uses should 
make application to the Director, 
Office of Materials and Facilities, 
War Food Administration, Wash- 
ington, D. C. 

The administrative changes 
place farm rationing and distri- 
bution functions under the juris- 
diction of State Agricultural 
Adjustment Agency Committees 
at the State level and under 





County Agricultural Conservation 
Associations (AAA) at the 
county level. Jurisdiction was 
formerly under the State and 
County USDA War Boards. The 
War Food Administration pointed 
out that, while the County Agri- 
cultural Conservation Associa- 
tions will assume general super- 
vision over the rationing of farm 
equipment, the actual rationing 
will be done by County Farm 
Rationing Committees as in the 
past. 

Another provision of the re- 
vised order transfers feed grind- 
ers and crushers from Schedule 
II to Schedule III, thus removing 
hammer and burr mills from the 
list of rationed items. 

Listers, with planting attach- 
ments, and middlebusters have 
been brought together in Sched- 
ule II, which has the effect of 
bringing middlebusters under 
rationing control (along with 
listers) and canceling county 
distribution patterns for listers. 

The revised order, although re- 
quiring manufacturers to comply 
with distribution directives is- 
sued previously under Food Pro- 
duction Order 3, authorizes them 
to expedite shipments to farming 
areas where seasons of use are 
advanced. 








Widen Eligibility for Stoves 
Under Ration Order 9A 


Ration certificates need not be surrendered 
when offer to buy is made, but must be surren- 
dered when offer is accepted. Cooking stoves 


only for essential living or working, etc. 


Emer- 


gency exceptions permitted on types of stoves. 


Eligibility requirements for ra- 
tioned heating stoves were widen- 
ed and several other modifica- 
tions of the stove rationing pro- 
gram were announced Dec. 31, 
1943, by the Office of Price Ad- 
ministration, in amendment 4 to 
Ration Order 9A. 


A consumer having a heating 
or cooking stove which for rea- 
sons beyond his control, cannot 
be used satisfactorily is now 
eligible for a stove rationing cer- 
tificate. A person may have 
equipment, for example, that can- 
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not be used by him for a number 
of reasons, including for ex- 
ample, a WPB prohibition on 
the delivery of gas for operation 
of a gas stove, or because a lo- 
cal or State law prevents its use. 

Ration certificates may now be 
issued for stoves to heat premises 
where essential community ac- 
tivities, such as volunteer Red 
Cross work, are carried on. Cer- 
tificates for new cooking stoves 
will be issued only if the stove 
is to be used for essential liv- 
ing or working or for an activity 





contributing to the war effort or 
to the public welfare. 

Stove ration certificates may 
also be issued for oil heating and 
cooking stoves in the emergency 
oil shortage area, including all 
the States under OPA fuel ra- 
tioning, except the Pacific North- 
west and Florida and Georgia. 
Such certificates can be issued to 
replace usable coal or wood burn- 
ing stoves in those parts of the 
area where the OPA district di- 
rector declares that fuel for these 
coal or wood stoves is not avail- 
able. OPA district directors, out- 
side the emergency oil shortage 
area, may declare part or all of 
their district in that shortage 
area, in order to control the is- 
suance of ration certificates to 
buy oil stoves where the supply 
of oil is low. 

House trailer makers are now 
required to obtain stoves for 
installation in their trailers on 
WPB priority orders rather than 
on stove purchase certificates. 








Ration certificates may be is 
sued to landlords who wish to 
buy stoves for the use of eligible 
tenants. To reserve OPA board 
quotas for those consumers who 
have no other means than pur 
chase certificates for obtaining 
stoves, the issuance of such cer- 
tificates to persons holding WPB 
orders and priorities (for ex- 
ample, builders of housing proj- 
ects) for getting stoves is pro- 
hibited. Occupants of approved 
housing projects are also barred 
from using certificates to buy 
stoves except where the National 
Housing Authority has relieved 
the person (or company) holding 
the WPB order from the respon- 
sibility for installing a stove in 
a house in the project. 

Consumers may now make of- 
fers to buy a stove without sur- 
rendering ration certificate at 
time of offer. And to facilitate 
disposal of stoves in the stock of 
a company closing down its 


stove business, persons in the ~ 


trade may now also make offers 
for such stoves without giving 
up a certificate at the time. How- 
ever none of these offers may be 
accepted unless an appropriate 
certificate is surrendered. 

Fireplaces, fireplace grates, 
and andirons are now specifically 
excluded from the definition of 
stoves and persons having such 
equipment are not presumed to 
have a stove. 


PRICE DIFFERENTIALS 
FOR MULTIPLE GRADES 
OF MIXED FERTILIZER 


Price differentials for multiple 
grades of fertilizer that may be 
produced at the manufacturers’ 
discretion were announced Jan. 
5, 1944, in the 2nd Revision of 
MPR 135. The differentials are 
to be used for determining maxi- 
mum consumer prices for multi- 
ple grades containing more or 
fewer units of nitrogen, available 
phosphoric acid and potash. OPA 
had set specific prices for other 
grades approved by the War 
Food Administration, but, until! 
Jan. 5, 1944, had made no pro- 
vision for the multiple grades. 

OPA states that the prices 
now established are in line with 
those for the approved grades as 
well as with prevailing market 
prices. 
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_ J HEN the last shot in this war is fired, when the bells ring 
and the whistles blow . . . when Victory Day arrives... 
a that’s when you want to start “cashing in” on the postwar 
a as market that will follow. That’s the day to start planning for NOW 
. . . with such profit makers as AUTO CITY “Old Fashioned” 
: Cast Iron Chrome Cook Ware. 
Profit makers? Yes! Before the war this line of cast iron chrome * BETTER COOKING 
cook ware was “selling on sight!”” Housewives were quick to ap- 
preciate its beauty, its superior cooking qualities, its durability. * EASIER CLEANING 
Of course, AUTO CITY Plating Company, manufacturer of 
“Old Fashioned,” is today engaged 100% in war work, manu- * NO SEASONING 
facturing and finishing parts for aircraft. But plans, programs NECESSARY 
and products for postwar markets are being developed, too! * FULL SIZE 
After Victory you'll find “Old Fashioned” even more attractive, 
appealing and salable than ever before. * RETAINS HEAT 
Are you planning your postwar selling program? Then don’t LONGER 
overlook the sales and profit possibilities of “Old Fashioned” 
Cast Iron Chrome Cook Ware. Write TODAY for details. * DURABLE 
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HOUSEWARES — TOYS — APPLIANCES 





| TREASURES o: 
| TOMORROW 


tite 
APPLIANCES 





W rite today — Dept. H-4 


wigs * 





YESTERDAY... 


Economaster Heaters—Top Line 
Fans and Appliances. 


TODAY... 


Happy Valley Baby Furniture, Cin- 
derella Step Stools, Moto-Home 
Utility Cabinets, Top Line Toys, 
Guns, Carts, Swings, and the Top 
Line Home Dehydrator. 


TOMORROW... 


All thesee—and NEW HOME 
APPLIANCES, TOO! 


Buy Whar Bonds Today— ee 


Top Line Appliances tomorrow! 





ECONOMASTER IS THE TOP LINE HEATER 
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(Washington Bureau 
of HARDWARE AGB) 


Farm supplies are still short 
but the needs of the farmer are 
being considered in framing the 
1944 production plans. Many of 


| the items needed by farmers are 
short because production pro- 


grams were not set up or else 


| failed to take into account farm 


OCR. At 


requirements, says 


present more items are being 


programmed. 

Joint action through M-330 
and PR-19, since their inception 
in mid-1943, resulted in getting 
some goods to farmers, and with- 
out these regulations the farm- 
er’s situation would probably 
have been desperate. However, 
with no guarantee that farmers 
would actually get all the goods 
set aside for them and with 
abnormally low production a 
stronger policy than that set up 
by these regulations was needed. 
Obviously, the key to the whole 
situation is stepped-up produc- 
tion. 

Now with some 2000 farm- 


| supply items listed; whenever 


complaint is made of a shortage, 
OCR investigates the shortage, 
develops requirements and makes 
a recommendation to the appro- 
priate industry division regard- 
ing the program to be set up. It 
has recently been emphasized by 
the Farm Supplies Section of 
OCR that WPB is eager to have 
supplies made available to farm- 





‘OCR Programs More Goods 
For Farmers in 1944 


ers and wil] take whatever steps 
are necessary. 

OCR says dairy pail produc- 
tion has been increasing, a mis- 
understanding about quotas hav- 
ing been cleared up, and no fur- 
ther complaints are expected. 

The harness situation is still 
uncertain. Facilities and yarn 
are available to make the im- 
pregnated webbing, but webbing 
manufacturers are waiting for 
orders from harness manufac- 
turers, who in turn are waiting 
for orders from consumers. The 
tight situation in leather is the 
bottleneck here, even should 
there be sufficient webbing avail- 
able. The possibility of getting 
more leather is remote, in fact, 
the harness allotments may be 
reduced to provide more leather 
for increased programs for men’s 
work shoes and children’s shoes. 
Some 30,000 sets released by the 
Army should now be reaching 
normal distribution channels. 

Farm machinery has been be- 
hind schedule, but production 
has been accelerated each month, 
and WPB says most manufac- 
turers were on schedule Jan. 1. 
No distribution problems are 
foreseen, and equipment will be 
shipped to the South first. 

OCR says that the recent re- 
duction of rake production and 
assistance in locating handles 
should provide more shovels for 
farmers. Restrictions on snow 
shovels will be lifted to permit 
manufacture of steel shovels. 








Changed Formula Ready-Mix Paint 


Prices May Remain Unchanged 


Certain ready mixed interior 
and exterior paints, with changed 
formulae necessitated by limita- 
tion of amounts of linseed oil 
used in their production, may 


| continue to be priced by manu- 
| facturers for an indefinite period 
| at present maximum prices, the 


Office of Price Administration an- 
nounced Jan. 3, 1944. 

The limitation on the use of 
linseed oil in these paints was 


| undertaken by the War Produc- 





tion Board to conserve the avail- 
able supply of the oil. Prices 
established by OPA for these 
changed formula paints were 
originally to have expired Dec. 
31, 1943. Through this action, 
present prices will be continued 
as long as the changes in form- 
ulae are necessitated by an order 
of the WPB, under Amendment 
No. 1 to Order No. 465 under 
Section 1499.158 of Maximum 
Price Regulation No. 188, effec- 
tive as of Dec. 31, 1943. 
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WPB Says More Ammunition 
For Civilians in 1944 


(Washington Bureau 

of HARDWARE AGE) 
There will be more ammuni- 
tion available for civilian pur- 
chase in 1944 than in 1943 ac- 
cording to latest reports from 
WPB. While a definite program 


has not yet been set up, it is 


hoped that at least 50 per cent | 
of a normal year’s supply will be | 
About 10 per cent of 


available. 
a normal year’s supply was to be 
had last year. 

Although optimism as to in- 
creased ammunition arose when 
the Army announced the closing 
of several ordnance plants which 
make small arms ammunition, 
WPB says that this will not af- 
fect the situation, since this ma- 
chinery is not suited to the pro- 
duction of sizes bought by the 
general public. Credence may 
be given to this statement since 
the shortage which plagued the 
public most last fall was that of 


shotgun shells, of which the 
Army uses little. 
Production will come from 


regular manufacturers who have 
been supplying ammunition for 
years. And while facilities are 
available to produce a normal 


manpower and competing de- 
mands for copper will not per- 
| mit full production, says WPB. 
It' is expected that 
tionately more ammunition will 
be made during the first two 
quarters than during the last two 
quarters of 1944. As manufac- 
turers’ stocks increase, distribu- 
will be on an_ allocation 
| basis according to base-period 
purchases. A good assortment 
of sizes will be made, but some 
types will not be in- 


np supply,. the shortage of 


special 


cluded. 


used to take care of essential 
users first, most of whom have 
orders on file with retailers or 
wholesalers, and that wider dis- 


a larger supply is available. 

At a recent meeting of the 
| Wholesale Hardware Industry 
| Advisory Committee the members 
| urged that allocation to distribu- 
| tors on the basis of total am- 
| munition purchases be put into 

effect as soon as possible. Dis- 
| tribution on the basis of past 


| purchases of a given type or size | 


| is inequitable, they said. 








Revoke Restrictions on 
Razors, Razor Blades 


Production of razors and razor 
blades in 1944 will be limited 
only by the amount of materials 
that can be allocated for the 
purpose under the Controlled 
Materials Plan or are available 
outside CMP, the War Produc- 
tion Board announced Jan. 4, 
1944. 

Safety razors made of metal 
previously were permitted to be 
made only for the armed forces, 
export, and Lend-Lease; straight 
razors could not be made for any 
purpose, and safety razor blades 
only in limited quantities. The 
order (L-72) setting forth these 
restrictions has been revoked. 

It has become possible for 
WPB to take this step because 
the facilities required for the 
manufacture of razors and blades, 
generally speaking, are not need- 
ed to produce war items. Also, 
since the production of both 
razors and blades is a highly 
mechanized process, labor is not 
a factor. With practically no 
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| 
| 
hibited, was permitted today by 


| increase in 


permit. 

The action is in line with the 
announced policy of WPB to re- 
lax restrictions on the production 


| situation with regard to mate- 
rials, facilities, and 
warrants. 
ALLOW COPPER USE 
IN FARM TRACTORS 





The use of copper in farm 


propor- | 


WPB officials have suggested | 
that the available production be | 


| tribution not be attempted until | 


the present labor | 
force, the industry can take care | 
of any increase in production | 
that the materials situation may | 


of specific items whenever the | 


manpower | 


tractor radiator fins and power | 


take-off gears, heretofore pro- 


the War Production Board. Or- 


der L-170-a was amended to re- 


move the previous restrictions. 


These uses of copper, par- 
ticularly in radiators, not only 
will reduce time of manufacture 
of farm tractors but will improve 


their field performance. 


This advertisement 
will appear in 


THE LADIES’ HOME JOURNAL 
\clele] eM [elth1 4.43401, [ce 
BETTER HOMES & GARDENS 
THE AMERICAN HOME 
HOUSE BEAUTIFUL 
THE PARENTS’ MAGAZINE 





GET ACQUAINTED with 
YOUR KITCHEN BUSINESS 


YOUNGSTOWN kitchens are being kept 
before the public in large space, full color 
advertisements, such as the one illustrated. 
This continuous consumer advertising is 
building a strong list of prospects for 
YOUNGSTOWN dealers after the war 
. .. Cash in on this reservoir of business 
by getting details about YOUNGSTOWN 
dealerships NOW. 


Youngstown Titchens 


Youngstown Pressed Steel Division « 


Mullins Manufacturing Corporation 
Warren, Ohio 














WPB Sees Better Supply of 
Steel Chain Products 


(Washington Bureau 
of HARDWARE AGE) 


A check of WPB indicates 
that the situation in regard to 
steel chain products will be in- 
creasingly better this year. Pro- 
duction is now reaching the 
point where most hardware types 
of chains will be available in 
greater quantity, with the pos- 
sible exception of common weld- 
ed coil and BBB coil, according 
to the WPB Tools Division. Re- 
quirements of the services are 
being screened so that as much 
production as possible can flow 
to civilian uses. 

The limitation order on these 
products, L-302, provides that a 
certain percentage of the output 
shall go to WPB-547 orders. 
With the chain industry now 
turning out almost four times as 
much open-link chain as it pro- 
duced three or four years ago, 
WPB-547 orders should get an 
even better share than in the 
past. 

WPB says that many of the 
limitations in the order are dic- 
tated by manufacturing expedi- 
ency, since it was necessary to 
streamline the industry to get the 
maximum output from available 





machinery and manpower. Ac- 
tually the types of chains listed 
are potential chains that can be 
assembled from the parts being 
made; they are suited to require- 
ments in all parts of the country. 

Production of harness chain, 
which is being handled by direc- 
tive, should soon be sufficient to 
build up wholesale and retail 
stocks says WPB. Distributers 
should be experiencing no dif- 
ficulty on tie-outs and similar 
chains, as Army requirements 
that use these facilities have 
been satisfied. 

A recent amendment to the 
order has added 48 and 86 heel 
chains, omitted from the origi- 
nal order. Log chains were con- 
fined to the 120 pattern, because 
facilities which produced 110 are 
currently loaded with anchor and 
landing-craft chains. 

Bronze and brass chains are 
subject to certain restrictions, 
and some types of welded chain 
will continue to be tight. 

Tractor chains, important to 
the War Food Administration 
and the Department of Agricul- 
ture, are covered by L-201, the 
automobile tire-chain order. The 
quota set up is believed by 
WPB to provide an ample supply. 
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2,000,000 Electric Irons 
To Be Produced in 1944; 
Rationing Not Expected 


The War Production Board on 
Dec. 30, 1943, announced ap- 
proval of a program to make 
2,000,000 electric irons for ci- 
vilian use in 1944, in accord with 
its general policy of attempting 
to alleviate shortages of essential 
civilian needs, where the elimina- 
tion of such shortages will aid 
the war effort. Manufacturers 
are at liberty to accept or reject 
a quota of 43 per cent of their 
production in 1940. Those who 
indicate that they are in a posi- 
tion to accept the quota will be 
surveyed by WPB Regional of- 
fices who, after consulting the 
military authorities and the War 
Manpower Commission, will 
recommend whether or not the 
quota may be placed with the 
firm in question. Favorable ac- 
tion will not be taken unless 
WPB regional officers are satis- 
fied that facilities proposed to 
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be used are not needed in war 
production and that manpower 
to be used cannot be employed 
in war production. A manufac- 
turer unable to accept his quota 
will be permitted to have his 
quota made for him by another 
manufacturer. 

In announcing approval of this 
small program, WPB warned 
both manufacturers and consum- 
ers against interpreting its action 
as an indication that there is 
shortly to be a general resump- 
tion of the manufacture of ci- 
vilian goods the production of 
which is now banned. 








As to the 2,000,000 electric 


irons, consumers have been 
warned that it will be probably 
six months before many will 
reach dealers’ shelves. Distribu- 
tion will be based on distribution 


in 1940, with adjustments neces- 
sary to provide extra quantities 
in war industry centers which 
have greatly increased popula- 
tion. Rationing is not eon- 


templated. 








Lumber Stocks 
As 


(Washington Bureau 
of HARDWARE AGE) 


With the metals supply situa- 
tion improving rapidly lumber 
supplies are dropping and the 
outlook for wooden articles this 
year is rather gloomy. 

The lumber industry faces a 
tough year in 1944. Since Pearl 
Harbor, lumber demand has been 
consistently in excess of output. 
The industry is plagued by man- 
power and equipment shortages, 
as well as an unsatisfactory price 
situation. 

In the past several years there 
has been a downward trend in 
total lumber consumption, with 
a sharp decline in civilian con- 
struction and a steep rise in 
shipping lumber (boxing and 
crating). This rise is brought 
about by increased shipments of 
military material for export as 
well as for domestic use. Ci- 
vilian use is declining sharply, 
because of military demands. 

The amount of factory lumber, 
used in fabricating articles made 
of wood, has remained almost 
stationary, but the use pattern 
within this category has been 
changing and will continue to 
change in 1944. As of July 1, 
1943, lumber stocks were at an 
all time low, about 7,500,000,000 
sboard feet and are still declining 
according to WPB. 

As far as consumption in 1944 
is concerned WPB expects the 





Decline 
Needs Increase 


same amount for civilian boxing 
and crating as was consumed in 
1943, approximately 4,500,000,000 
board feet. 

Estimates for factory use of 
lumber “for 1944 as compared 
with 1943 are as follows: 


r-———Board Feet———_, 
1944 1943 

Furniture 900,000,000 1,000,000,006 
Handles 188,000,000 188,000,000 
Wooden- 

ware 63,000,000 68,000,000 
Fixtures 15,000,000 15,000,000 
Matches 66,000,000 66,000,000 
Radio 

cabinet 20,000,000 20,000,000 
Venetian 

blind 20,000,000 30,000,000 
Agricultural 

imple- 

ments 60,000,000 60,000,060 


In civilian construction WPB 
expects 9,492,000,000 board feet 
this year as compared with 11,- 
030,000,000 in 1943. The 1944 
figures provides only for prospec- 
tive construction under continued 
severe limitations. It does not 
provide for civilian requirements 
if restrictions are relaxed. Nor 
does it provide for unusual 
catastrophe or for replenishing 
depleted stocks. 

It has been predicted by re- 
liable sources that 1944 will see 
a reduction in production of lum- 
ber of about 10 per cent. On 
this basis 1944 output would be 
below 30,000,000,000 board feet, 
while WPB estimates 1944 con- 
sumption at several billion feet 
above this figure. 








Amend L-216, Schedule VI 
As to Machinist Vise Sizes; 
Remove Restrictions Other Types 


The size of machinists’ bench 
vise and combination vises that 
may be made was restricted by 
amending Schedule VI of Order 
L-216, effective as of Jan. 4, 1944. 
Restrictions on the jaw-size and 
weight of all other types of vises 





were removed. Limitation on 
the type of metals that may be 
used in making vises and jaw- 
caps continues to be effective. 
Types of vises which may be 
manufactured and the jaw sizes, 
under Schedule VI of L-216 are: 
Combination, bench and pipe, 
swivel base, 4%, 6 in.; ma- 
chinists’ bench, stationary base 
and jaw, 3, 344, 4, 4%, 5, 6, 8; 
machinists’ bench, swivel base, 
stationary jaw, 2, 3, 3%, 4, 4%, 
5, 6, 8; machinists’ bench, swivel 
base and jaw, 3%, 4%, 6. 
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OPA Predicts Varied 


(Washington Bureau 
of HARDWARE AGE) 

OPA’s prediction on the stove 
outlook this year is far from 
bright. OPA officials say that 
there will be an overall shortage 
of heaters and despite agitation 
to remove certain types of stoves 
from rationing no immediate 
change in the rationing program 
is in prospect. 

Some types of coal and wood 
heating stoves are available in 
sufficient quantity, but a shortage 
of other types is foreseen. There 
is a potential production of mag- 
azine-type heaters, facilities for 
which were expanded to meet 
Army requirements, of 2,000,000 
to 3,000,000 a year 

Preduction of oil heaters is 
very small, but with available 
stocks and considering fuel re- 
strictions no shortage is antici- 
pated except in the small portable 
type. 

The supply of gas heaters is 
fairly good, and production is 
approximating demand. 

Production of coal and wood 





stoves is falling far behind the | 


eligible needs, largely as result 
of manpower shortage in various 
plants, according to OPA. Fourth 
quarter output for 1943 approxi- 
mated 275,000 as compared with 
estimated requirements of 450,- 
000. 

Oil stoves will also be tight, 
particularly oil ranges, as pro- 
duction has been very much less 
than anticipated. Many com- 
panies, put out of production by 
the WPB limitation order, con- 
verted to war items and are busy 
on these contracts. 

Manufacturers of gas stoves are 
going back into production and 
apparently the output of gas 
ranges will be sufficient. 

In regard to rumors concerning 
the closing of plants, OPA says 
that it is not aware of any manu- 
facturer making a general line of 
stoves who is closing down or 
accumulating excess inventory. A 
few who make only the magazine 
type of heater cannot run to ca- 
pacity because of difficulty of 
their product. 








Approve Revisions of R31-39 Shot 
Shells, R62-39 Metallic Cartridges 


The proposed revisions 
Simplified Practice Recommenda- 
tions R31-39, Loaded Paper Shot 
Shells, and R62-39, Metallic Car- 
tridges, have been approved for 
promulgation, according to an 
announcement by the Division of 
Simplified Practice, National 
Bureau of Standards. These re- 
visions will be effective from Jan. 
2, 1944, for such production as is 
permitted by current emergency 
restrictions. They .will be fully 
effective at the termination of re- 
strictions, and will enable the 
industry to make quickly avail- 
able a normal supply of ammu- 
nition. 

The revision of R31-39 effects a 
net reduction of 40.5 per cent of 
the loads listed. Before 





the | 


establishment of this recommen- | 


dation m 1925, the 
variety of shot shell loads. was in 
excess of 4,000. The number of 
loads retained in the original 


and the number of loads now 
suggested for retention in the 
seventh revision is 156. This re- 
vision will be identified as 
“R31-44.” 

The revision of R62-39 will re- 
duce the number of center-fire 
cartridges from an average of 
153 to 130, for each of the lead- 


JANUARY 20, 1944 


existing | 


of | ing producers, a reduction of 


approximately 15 per cent. The 
number of rim-fire cartridges re- 
mains about the same. Of par- 
ticular significance is the fact 
that for the first time all manu- 
facturers have adopted a uniform 
description for the caliber names 
of center-fire cartridges. This re- 
vision will be identified as “R62- 
44.” 

Until printed copies are made 
available, a limited number of 
mimeographed copies of the re- 
visions may be obtained from the 
Division of Simplified Practice, 
National Bureau of Standards, 
Washington 25, D. C. 

DEALERS MAY NOT 
RAISE PRICES ON 
WOOD FURNITURE 

Questions from manufacturers 

and wholesalers of wood house- 


| hold furniture concerning pro- 
issue of R31 was about 1,750, | 


visions of the recent order to the 
regulation establishing maximum 
prices for the products have been 
answered in a pamphlet issued by 
the Office of Price Administra- 


| tion, that agency announced Jan. 


8. 

The order grants a 5 per cent 
increase in manufacturers’ ceil- 
ing prices. 





price of the wholesaler and the 
manufacturer is the same, whole- 


| salers may increase the existing 


Stove Situation for 1944. 


ceiling price by the same amount 
as the manufacturer. Otherwise, 
wholesalers may add 4 per cent 
to existing maximum prices. Both 
manufacturers and wholesalers, 
before charging the increase al- 
lowed them, must file with OPA 
reports of their previous ceiling 
prices, as specified by the order. 
Retailers may not raise their ex- 
ising maximum prices. 

The pamphlet, which will be 
available at all OPA regional 
and district offices, answers a 
number of queStions received 
since the order became effective 
last December 17. 

(Order No. 1052 under Maxi- 
mum Price Regulation No. 188 
— Manufacturers’ Maximum 
Prices for Specified Building Ma- 
terials and Consumers’ Goods 
Other Than Apparel.) 





METAL CONTAINERS 
FOR MORE ITEMS 


A list of 169 different products 
that may be packaged in metal 
containers this year is announced 
by the War Production Board, 
with estimates of 1944 quotas. 
The list contained 22 items that 
could not be packaged in metal 
containers last year, and 221%4% 
more steel tonnage is allotted for 
1944 packaging. 

The 22 new items which may 
be packed in metal containers 
are: Alcohol, inflammable clean- 
ing fluid, hydraulic brake fluid, 
movie film, polishes and waxes, 
roof coating, turpentine, lubri- 
cating oils, motor oils, putty and 
caulking compounds, lacquers, 
shellacs, liquid disinfectants and 
germicides, antifreeze, varnishes, 
liquid insecticides and _ fungi- 
cides, varnish remover, and sev- 
eral foodstuffs. 








Copper Recovery Inventory Branch 
Succeeds Copper Recovery Corp. 


The affairs of the Copper Re- 
covery Corp., and the copper 
recovery purchase programs are 
being concluded, though the need 
still exists for redistributing cop- 
per and copper-base alloy mate- 
rial on an “as is” basis—that is, 
for use in its existing form, the 
War Production Board announced 
recently. Therefore, the Copper 
Division, War Production Board 
has organized a new branch, the 
Copper Recovery Inventory 
Branch, located on the 43rd floor, 
Empire State Building, 350 Fifth 
Avenue, New York City. This 
branch replaces the Copper Re- 
covery Branch of the Copper Di- 
vision, formerly located at the 
offices of the Copper Recovery 
Corporation, 200 Madison Ave- 
nue, New York City, which pur- 
chased idle copper inventories 
for remelt purposes and directed 
a redistribution. 





In addition to the program it 
plans, the Copper Recovery In- 
ventory Branch will perform the 
functions that were carried on in 
the past by the Copper Recovery 
Branch. The Copper Recovery 
Branch, since its inception, ar- 
ranged for use “as is” of ap- 
proximately 112,000,000 pounds 
of copper and copper-base alloy 
material. The Copper Recovery 
Inventory Branch is staffed with 
men who were connected with 
the Copper Recovery Branch. 
A. V. Nappy, former chief of 
the Copper Recovery Branch, is 
chief of the new branch. 

Any manufacturer or other per- 
son using copper and _ copper- 
base alloy material in primary 
forms may have in surplus in- 
ventory items urgently needed by 
others and should make these 
surpluses known at once, the 
Copper Division said. 








Extend Time for Applying for Wood, 
Coal Stove Inventory Increase 


Amendment 6 to Supplement 1 
to Ration Order 9A, Stoves, ef- 
fective Jan. 10, 1944, extends in- 
definitely the time during which 
dealers and distributors may ap- 
ply at their local War Price & 
Rationing Boards for a 50 per 
cent increase in allowable inven- 
tories of coal or wood heating 
stoves, the OPA has announced. 
The original action taken several 
months ago, allowed stove dealers 


Where the existing | and distributors to apply at local 





boards between Oct. 1-30 to re- 
ceive the inventory adjustment. 
Only a dealer or distributor 
who did not receive the in- 
creased inventory allowance dur- 
ing October and who has been 
granted an allowable inventory 
of coal or wood heating stoves is 
now eligible to apply at his local 
inventory of coal or wood heating 
stoves is now eligible to apply at 
his local board for the 50 per 


cent increase. 
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Galvanized Ware Makers 
Granted More Iron, Steel 
For First Quarter, 1944 


Each manufacturer of galvan- 
ized pails and buckets, wash 
tubs, wash boilers, funnels, fire 
shovels, and storage cans for pe- 
troleum products has been 
granted for the first quarter of 
1944 a supplementary quota of 
iron and steel, which brings his 
total permitted rate of usage to 
92% per cent of the average 
quarterly usage in the year end- 
ing June 30, 1941, the War Pro- 
duction Board announced Jan. 7. 

Allotments for this additional 





metal are now being sent to the 
individual manufacturers. 
Whether production actually 
will reach the permitted rate, | 
however, will depend upon the 
availability of raw materials. 
The previous __first-quarter 
qutota permitted use of iron and 
steel for these items at the rate 
of 50 per cent of the amount | 
used in the base period. 
The present action has been | 
effected under Direction 1 to 
Limitation Order L-30-a. 








10 Year Old Home Oil Burners or 
Non-Repairable Units May Be 
Replaced Restriction-Free 


Domestic type oil burners over 
10 years old or those beyond re- 
pair may be replaced restriction- 
free from dealers’ stocks, the 
War Production Board announced 
Jan. 4. In other replacement 
cases, however, the prospective 
purchaser must obtain approval 
from the district WPB office on 
Form WPB-1319. 

Replaced burners must be 
scrapped or dismantled. Previ- 
ous restrictions required that all 
installations of the Class B 
burner ordinarily used for heat- 
ing homes be approved in ad- 
vance by WPB’s Plumbing and 
Heating Division in Washington. 

The revised order (an amend- 
ment to Order L-74, Oil Burn- 
ers) also frees dealers’ stocks of 
oil burners for new installations 
provided that the Petroleum Ad- 
ministration for War has ap- 





proved in writing the delivery of 
fuel oil for such a burner on the 
premises in question. 





Delivery of Class B burners |’. 
| units and 


from manufacturers’ inventories 
or production of new burners of 
this type are still subject to ad- 
vance approval from WPB in 
Washington on Form WPB-2727. 

Under the revised order deal- 
ers and distributors are free to 
sell or deliver any Class B oil 
burner to another dealer or dis- 
tributor for resale. Previous re- 
strictions required WPB approval 
before such transactions could 
take place. 

Class A and Class C oil burns 
ers, which include most industrial 
and pot type burners, may be 
delivered only on orders bearing 
a preference rating of AA-5 or 
higher. 








EXPECT SOME EASING 
ON CUTLERY MAKING 
(Washington Bureau 
of HARDWARE AGE) 

Pocket knives, scissors, shears, 
and all types of cutlery should 
soon be turning up in larger 
quantities due to a vastly im- 
proved materials situation. A 
definite revision of Order L-140-a 
is in the offing and some officials 
predict complete revocation. 

WPB states that carbon steel 
of the type used in these articles 
is more readily available now 
than it has been. 

The WPB view on other metals 
is rather gloomy, at present, and 
is as follows: “There are some 
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signs that within a reasonable 
period of time, use of certain 
types of alloy steel may be possi- 
ble. This is dependent largely 
upon the requirements of the 
military, especially as regards to 
surgical instruments. 

“The same situation prevails in 
connection with copper base al- 





loys, which may become available | 


for the most essential types of 
pocket cutlery. 
“The nickel situation, however, 


is not promising at present.” 

The cutlery industry has asked 
for the removal of restrictions on 
patterns, types and sizes of indi- 
vidual end products, but that 
quotas be placed on production 
by types of items. It was also 
requested that materials for pro- 
duction of goods for export be 
allocated separately, over and 
above allocations for civilian pro- 
duction. 





REMOVE TUNGSTEN 
RESTRICTIONS 


The War Production Board on 
Dec. 30, 1943, revoked General 
Preference Order M-29, and 
thereby removed restrictions on 
the delivery and sale of tungsten. 
A steadily increasing stockpile 
of this material plus an excess 
of supply over use has made this 
action practicable, WPB officials 
explained. 








Certain Boilers Only for 
Shipment to Place of Use 


Without specific authorization 
from the War Production Board, 
no manufacturer is permitted to 
begin production of certain types 
of stationary boilers, boiler units 
or auxiliaries if he has reason 
to believe the product will be 
held in stock by a wholesaler, 
dealer or other person, rather 
than shipped directly for instal- 
lation, the War Production Board 
announced Jan. 6. 

This action was taken to con- 
serve materials and manufactur- 
ing facilities and prevent the ac- 
cumulation of duplicate stocks 
of land power boilers, boiler 
auxiliaries in the 
hands of manufacturers, dealers 
and in warehouses. It was con- 
tained in Direction 1, under 
Table 8 as amended, to General 





Scheduling Order M-293. The 
kinds of boilers, boiler units and 
auxiliaries listed in Table 8 are: 

(a) Water-tube steam boilers 
having 500 or more square feet 
of boiler heating ‘surface (50 
horsepower), designed to with- 
stand a safe working pressure in 
excess of 15 pounds per square 
inch. (b) Fire-tube steam boil- 
ers for waste heat service, dow- 
therm vapor boilers, mercury 
vapor boilers, and electric boil- 
ers. (c) Fire-tube steam boilers 
not included in “b,” which are 
designed to withstand a safe 
working pressure in excess of 15 
pounds per square inch. (d.) 
The following boiler auxiliaries: 
superheaters, desuperheaters, 
economizers, airheaters, water 
walls and water-cooled furnaces. 








Special Certification for Claimant 


Agencies Now in CMP Reg. No. 7 


A special form of certification 
for the use of procuring Claim- 
ant Agencies has been included 
in CMP Regulation No. 7, which 
provides optional standard forms 
of certification, the War Produc- 
tion Board has announced. 

Such Claimants may use a cer- 
tification in substantially the fol- 
lowing form in place of any 
other certifications required by 
CMP Regulations to be endorsed 
on a delivery order or furnished 
therewith: 

“The use of the preference 
rating or symbol on this order 
by the undersigned as a procur- 
ing Claimant Agency is author- 
ized under applicable CMP 
Regulations.” 

The Regulation also points out 
that if CMP Regulations require 
an allotment number, symbol, or 
preference rating to be included 









oe ; 





AND WAR-TIME ORDERS 






| 








in a certification, such identifica- 
tion may appear either on the 
delivery order or on the certifi- 
cation itself. Formerly, it was 
required that the identification 
be endorsed on the delivery or- 
der. 

These provisions are contained 
in CMP Regulation No. 7, as 
amended Dec. 23, 1943. 





COMM. KITCHEN ITEMS 
UNDER MPR 188 


To end trade uncertainty as to 
whether commercial kitchen uten- 
sils are included in the classi- 
fication of “restaurant fixtures 
and equipment” under control of 
Maximum Price Regulation 188, 
the Office of Price Administra- 
tion on Dec. 28, 1943, amended 
that regulation specifically to in- 
clude them. 

(Action was taken in Amend- 
ment No. 27 to Maximum Price 
Regulation 188—Manufacturers’ 
Maximum Price for Specified 
Building Materials and Consum- 
ers’ Goods Other than Apparel— 
effective Jan. 3, 1944.) 
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DEPARTMENT OF COMMERCE PREDICTS 
1944 TOTAL HARDWARE PRODUCTION 
ABOUT EQUAL TO THAT IN 1943 


Steel Order M-126 drastic revisions being considered. 
Copper and brass order M-9-c also slated for revision 
but will not give much letup in use of copper base 


alloys for civilian use. 


(Washington Bureau 

of HARDWARE AGE) 
The Department of Commerce 
in a recent report on hardware 
prospects for 1944 predicted that 
the hardware manufacturing in- 
dustry should operate at close to 


the 1943 level. Several im- 
portant factors must be taken 
into consideration before the 


full significance of the prediction | 


can be realized. 

Many hardware producers have 
converted wholly or partially to 
the production of war goods, 
while others are supplying their 
peacetime products for war uses. 
Consequently, the overall output 
of the industry will not be greatly 
affected by reconversion plans for 
1944. For this prediction to be 
fulfilled would mean that when 
war contracts held by hardware 
manufacturers are terminated 
they will make up their total out- 
put by increasing their output of 
hardware supplies available for 
sale to wholesalers and retailers. 

WPB is going ahead with plans 
to insure maintenance of the 1943 
output of the industry, should 
war contracts be cancelled 
rapidly. It has also been holding 
intact the machinery that has 
limited the output of civilian 
supplies, should the United Na- 
tions be dealt any setback in 
their war plans. 

Although not officiajly an- 
nounced as yet it is no secret that 
the steel order, M-126, is slated 
for drastic revision. The WPB 
Steel Division originally planned 
to scrap the order entirely, but 
now it is reliably reported that 
about 87% per cent of the items 
included in the order will be 
taken off. Those to be retained 
will be in the socalled non-essen- 
tial class and will give WPB the 
means of putting items back in 
the order should the need arise 
without writing a new order. 

The revision of this order will 
not mean a flood of supplies for 
the hardware dealer and other 
retailers, since most of the items 
to be deleted will still be under 
limitation orders. However, this 
is an infinitely better situation 
than existed in the past, since 
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“L” orders are in many instances 
administered by men _ sympa- 
thetic to the problems of a par- 
ticular industry. Although the 
ban on the use of steel will be 
lifted, there are still problems of 
manpower and war orders to con- 
sider and the administrators of 
the various “L” orders will have 
these to consider when permit- 
ting civilian production. 

The hardware order, L-236, was 
amended Nov. 30, 1943, and this 
amendment considerably eased 
the provisions of the order. The 
WPB Hardware Division is cur- 
rently working on another re- 
vision of the order, which will 





ease the provisions of the order 
even more and will undoubtedly 
take into consideration the com- 
ing revision of M-126. Mani- 
festly the revision of L-236 can- 
not be expected until the 
amended version of M-126 is 
officially released. 

Since the November amend- 
ment the policy of WPB in the 
granting of appeals has become 
more lenient and WPB officials 
told HarpwareE AGE that they ex- 
pect to continue this policy. 

The copper and brass order, 
M-9-c, is also slated for revision, 
but there will not be much letup 
in the use of copper base alloys 
for civilian products. It is re- 
ported that although the position 
of copper is good, the Army is 
still against loosening up for 
civilian use and will not do so 
until a considerable stockpile of 


| brass has been built up to meet 


any emergencies. 

A more optimistic outlook 
toward obtaining supplies of 
copper, iron and steel is war- 
ranted in the plumbing and heat- 
ing industry and production is 
expected at least to equal that of 
1943. Since government demand 
is expected to drop, more of this 
output should find its way into 
civilian channels, witness the re- 
cent WPB action in permitting 
production of 50,000 bathtubs. 
However, until limitations on new 
construction are lifted, the de- 
mand for plumbing and heating 
equipment will be curtailed. 
This indicates a jump in the sale 
of repair parts for the use of 
service contractors and _house- 
holders who intend making indi- 
vidual repairs. 

These factors combined with 
an increased OCR program for 
household items tends to bear out 
the Government prediction that 
1944 sales by wholesalers and re- 
tailers will continue at the 1943 
level. They would also indicate 
that by the time the end of the 
year rolls around the hardware 
dealer might find himself in a 
slightly better inventory posi- 
tion. 











CONSIDER INCREASED 
BIKE PRODUCTION 
(Washington Bureau 
of HARDWARE AGE) 
Increased bicycle production, 
including types which will be 
more acceptable to the public, is 
being held up only until a de- 
cision is reached on the number 
of machines required to meet 
essential needs. 
The ODT has recommended in- 


creased production, but has not 


actually been a claimant for 
bicycles. The number to be 
made will be determined by 


joint-Government conferences and 
the needs of local transport in 
the light of tire, gasoline, bus 
and passenger car shortages will 
be considered. 

Facilities and materials are 
reported available by WPB and 
present schedules should be in- 
creased in the near future. These 
bicycles will be for essential 





users and the present rationing 
plan will remain in effect, with 
the possibility of some easing of | 
the qualifications being inserted | 


in the ration order. 





EASE RESTRICTIONS 
ON ALUMINUM PAINT 


(Washington Bureau 

of HARDWARE AGE) 
WPB has relaxed restrictions 
on aluminum paint, with the 
issuance of Order M-l-g, as 


| for 


amended. The amended order 
sets up seven permitted uses of 
aluminum paint for the purchase 
of which no approval is needed. 
Manufacturers of aluminum paint 
will be given quarterly rather 
than monthly allocations, here- 
after. 

The amended order forbids the 
sale of aluminum pigment in 
amounts of more than 2 lb. and 
of aluminum paint and ink in 
amounts in excess of one gallon, 
to anyone who cannot give a 
rating of AA-5 or higher. This 
will permit retailers to dispose 
of their present stocks, if any, 
in smal] quantities, to printing 





shops which are allowed to use 
it in printing and lithography 
and to individuals whose use of 
the material is not restricted; 
but will prevent retailers from 
replenishing such stocks except 
against sales for uses carrying an 


AA-5. 


LESS FREQUENT 
REPORTS ON LEAD 


* The War Production Board on 
Dec. 24, 1943, issued General 
Preference Order M-38; as 
amended, permitting lead con- 
sumers to make quarterly rather 
than monthly, reports hereafter. 








Water Well Materials Now 
Obtained Under P-148 
Or by Filing WPB-617 


All materials needed for water 
wells may now be obtained under 
Order P-148, governing mate- 
rials for rural and suburban 
wells, or by filing Form WPB- 
617 (formerly PD-200) or other 
appropriate construction forms 
other than rural and _ sub- 
urban wells, the War Production 
Board said Jan. 6 in announcing 
the revocation of Direction No. 





12 to CMP Regulation No. 1, 
which formerly governed distri- 
bution of materials for this pur- 
pose. 

Under the direction, water 
well drillers were allowed to file 
Form CMP.-4B for the controlled 
materials required in their busi- 
ness. Inasmuch as this is no 
longer a necessary procedure, the 
direction has been revoked. 
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Taye 
CUS RAY 


Gas beaters 
FOR LASTING QUALITY 


Post-war research data reveals that the greater 
part of war savings and "pent-up" buying 
power will be used for building new homes 
and purchasing new household equipment. 


This evidence points to a huge market for 
America's most popular gas heaters—Temco 


and Circu-Ray. 


Compare these outstanding features and plan 
now for satisfied customers and “repeat” busi- 
ness by selling Temco or Circu-Ray Gas 
Heaters: 


* A size and model for every heating require. 
ment. 12,000 to 90,000 B.T.U.—vented or 
unvented models. 

Beautifully designed cabinets finished ii 
porcelain enamel, “the lifetime finish." 

* Scientific construction by experienced crafts- 
men assures the maximum in operating ef- 
ficiency and economy. 

Automatic controls provide a constant, 
healthful temperature at all times. Avail- 
able as optional equipment on all models. 
A.G.A. approval—your customers will recog- 
nize the seal of the American Gas Associa- 
tion Laboratories as the symbol of efficiency 
and high standards of safety. 


o 


Tennessee Enamel Mfg. Co. 
Nashville 9, Tennessee 


N 
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“I Am the Voice of 
the Christmas Clerk” 


IXTEEN-YEAR Margyann 
Vollmer took a job as an 
“extra Christmas sales clerk” 
in Lyle A. Ziegler’s hardware 
store, Elgin, Ill. As an essay 
in her high school English 
class she wrote the little story 
which follows. 

It should appeal to every 
hardware man and woman who 
ever tried to please holiday 
customers, particularly the un- 
reasonable ones: 

“I am your slave, your ser- 
vant, your counselor, your ad- 
viser and your friend. I am 
the voice of the Christmas 
clerk. I have patience, wis- 
dom and understanding. I 
really believe in Santa Claus. 
You must to be a clerk. If 
you will come with me I will 
try to show you why. 

“In the toy department we 
find Mrs. Nothingright. 


** ‘Here, girl, how much are 
these small cars? . . . “They 
are? Why I got one for half 
that much last. year. Just look 
at the way those scooters are 
made. I should think you’d 
be ashamed, trying to push 
such things on the public. Oh, 
the dust on those games, I 
wouldn’t think of buying any- 
thing with dust on it. Well, 
maybe labor is hard to get, but 
that doesn’t explain your high 
prices. I’m going to report you 
to the OPA,’ and with that Mrs. 
Nothingright sails out the 
door. 


“The next person we meet 
is Mrs. I. M. Talkative trying 
to buy a book. 

“Oh, no, I just wouldn’t 
think of giving anyone a book 
about dogs. I had the best lit- 
tle puppy when I was small, 
Oh, he was just the most dar- 
ling thing and we had more fun 
together. I can still remember 
the good times we used to 
have. He used to go out and 
get the paper for me every 











A New 
BETTER BRAND 





see the 


HOME GUARD 
wood trigger 
mouse trap 


McGILL METAL PRODUCTS CO. 
Marengo, Illinois 

















PRODUCES PERFECT COTTER PINS 


Solo’Cotter Pins meet the exact engineer- 
ing specifications of all Army, Navy and 
Air Force requirements. Their excellent 
performance is certain, because they are 
triple gauged and rigidly inspected for 
quality and uniformity. Available from 
1/32” x %” to %” x 4” including all 
intermediate sizes. Standard, special or 
export packing to Army and Navy or your 
individual requirements. 


ORDER SOLO COTTER PINS 
FROM YOUR JOBBER TODAY! 


SOLO PRODUCTS CORPORATION 


395 Fourth Avenue, New York 16, N. Y. 
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Nearly a cen- 
tury of speciali- 
zation has made 
“Brooks for Hooks” 

the hardware dealer’s guide 
to quality wire products the 
length and breadth of the land. 


M. S. BROOKS & SONS 


BOX ''B"’ CHESTER, CONN. 
Since 1848 


“‘BROGKS HOOKS” 














— 





HARDWARE 








UT for the duration many mem- 
bers of this extensive line will 
not be seen on the home front. The 
facilities of our large modern plant 
dive first call to the war effort, and 
whateveravailable hardware is allotted 





zineer- 
vy and for civilian use will be fairly rationed 
cellent to our many loyal dealers. 
_— We hope the day is comin’, soon when 
ed for os : ; / 
a a decisive victory will give us the 
ing all “GO” sign for full-speed production 
a6 @ to serve a world at peace. 
" your Wesupgest using, Government priority | 
forms for all of your urgent hard- | 
NS ware requirements. 
Y! 
NATIONAL MANUFACTURING 
ATION COMPANY | 
6, N. Y. STERLING +: + ° ILLINOIS | | 
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It was just as if he 


morning. 
knew when the paper boy was 
coming. I wouldn’t doubt it if 
he could have told time, he 
was such a smart dog. [I'll 
never forgive myself for the 
night I left him outside and he 


ran away. I never saw him 
again. I felt so badly. My, 
you are busy tonight. It’s a 
wonder people wouldn’t do 
their shopping early and avoid 
the rush. Why, I was reading 
an article just the other day 
and it said people should know 
what they want and not waste 
the clerk’s time. I think that’s 
so, don’t you? Why, I remem- 
ber when I was working in a 
store’... So on and on it goes. 
Therefore we will move along. 

“We now find Mrs. U. 
Pricem. ‘Hey, girl, how much 
are these guns? What’s the 
price of these cars? I see. 
Are these games expensive? 
How much’r these books? 
Haven’t you anything for a 
quarter? Oh, well I was just 
looking anyway. I wanted to 
know if you were any higher 
than other stores.’ 

“Over in this corner we find 
Mr. and Mrs. Cantagree. 

“*Oh, Joe, you know she 
wants a doll bed. 

** “Now, Sal, a blackboard is 
better for her, and, what 
would she do with a doll bed 
anyway?” 

** “Joe, I want you to buy the 
doll bed.’ 

** “Say, I earn the money in 
this family, and I'll spend it. 
Think of the advantages of a 
blackboard. = She’s _ started 
school, she’s learnin’ readin’, 
and writin’ and she could learn 
little Joe sumpin’ besides.’ 

“Oh, all right, we'll take 
the blackboard.’ 

“On and on it goes and 
where it stops, I don’t know. 
Each day a new crop. Each 
customer a surprise. But our 
motto is “A Smile with Every 
Purchase no Matter How your 
Feet Hurt.” 








Everywhere... 


throughout Industry . . . from 
coast to coast, APS Protected 
Steel Sheets have proven their 
superiority, withstanding the 
most severe weather conditions, 
as well as salt laden air, acid 
fumes and gasses. APS requires 
neither painting, finishing, nor 
other maintenance. 

APS sheets are readily avail- 
able, easy to install, a favorite 
with industrials, chemical plants, 
fisheries, storage houses, and 
every type of essential structure 

AFS presents an ideal opportunity 


for dealers and jobbers—ask for name 
of nearest warehouse. 








Write for 
technical data 
and 
information 





PROTECTED STEEL 
PRODUCTS CO. 


General Office and Plant, 
WASHINGTON, PA. 
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Build Steady Sales TODAY ... 
on popular 


MILWAUKEE 


BUILDERS HARDWARE 


Such features as easier installation, more 
attractive styles and designs, greater strength 
and durability, easier, smoother operation— 
and ASSURED CUSTOMER SATISFACTION 
—are SALES BUILDERS for YOU when you 
stock and display the MILWAUKEE line. And 
today’s market is an active one—war housing, 
factory buildings, commercial buildings, gov- 
ernment offices, training camps, PLUS remodel- 
ing and replacement work. 




















® 
MILWAUKEE 
Pivot Gravity 
Hinges 

"NU JAMB" 
Double Acting 

Spring Hinge 
Screen 


=i 


Standardize on MILWAUKEE Builders Hardware 


Spring a Hinges—Spring Floor Hinges—Pivot Hinges— 
reen Door Hinges—Lavatory Hardware 













MILWAUKEE @ 
Adjustable 


MILWAUKEE STAMPING COMPANY 


816 B SOUTH 72nd STREET 


MILWAUKEE |4 . WISCONSIN 


Ane you getting 


YOUR SHARE OF 

INDUSTRIAL 
SOLDERING IRON 

BUSINESS? 


One thing is certain in these 
uncertain days—your best pros- 
pects are those plants engaged 
in defense production. You can 
sell DRAKE Soldering Irons to 
those plants—for DRAKE irons 
have the stamina to take the 
punishment of constant use. In- 
vestigate this “live” prospective 
market. 

Illustrated here is No. 600-10 (100 


watts, % in. tip) from the line of 
DRAKE Industrial Soldering Irons. 

















ASK YOUR 
JOBBER FOR 
INFORMATION 


DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVE. CHICAGO, ILL. 
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Display and Advertising 
Increase Paint Sales 


(Continued from page 77) 


your old paint brush” and are 
thus sold paint brush cleaner. 
Even so, paint brushes are dis- 
played on a table in the center of 
the paint display room. Samples 
of paint jobs with the line of 
paint carried by the store and 
similar work with other and un- 
named makes of paint are kept on 
hand for comparison purposes al- 
though these samples are not 
usually on display and are used 
normally to clinch a difficult sale. 
Newspaper advertisements are fre- 
quently used in the spring and 
fall, sometimes with the store’s 
copy, and at other times with the 
manufacturers’ suggestions. This 
variance in policy is followed in 
order to keep in touch with local 
situations. 


Because some master painters | 


are not good credit 
store’s credit policy for such sales 
is flexible. In some _ instances 
master painters may obtain paint 
for a job only if the previous pur- 
chase of paint has been paid for. 
In other cases paint will be sold a 
master painter only if the cus- 
tomer will guarantee payment. As 
a result, some business with mas- 
ter painters is enjoyed by the 
store although most of its paint 
volume is with the homeowner. 


Paint is a good year "round 
seller at Ammann’s excepting in 
January and February which are 
slow months. Paint holds up very 


risks, the | 





well in December when many | 


people want to spruce up their 
homes for the holidays. And, as 
previously stated, when one room 
is painted a homeowner quickly 
discovers that other rooms could 
stand refreshing, and so the cycle 
starts. 








Latest News on 
PRIORITIES 
and 
WAR-TIME ORDERS 
on page 96 























© 1944 
The Prime 


For Success with 
Electric Fence 


in 1944 and the years to come 


DEPEND 


PRIME 


elaliaelitsl a 


To build a profitable, steady 


business in electric fence con- 


trollers, you need a line that 
gives you : Quality you are proud 
to offer, backed by a substantial 
company—and advertising that 
reaches your customers and 
creates acceptance. 


Prime gives you controllers 
nationally recognized as the top- 
quality line, used successfully 
on thousands of farms in the 
past ten years. 


Prime gives you consistent 
advertising in 25 farm publica- 
tions, including the ones your 
customers read. 


Ask your jobber about Prime’s 
high-line and battery controllers 
and learn 
why it pays 
to “depend 


on Prime.” 


=~ The Prime 
Mfg. Co. 


Milwaukee, Wis. 
T-7 


@ Eimer the Bulhorg, 
strong as a bull, big as 
a horse, slippery as a hog. 














Prime High -line 
Model 48-V, ap- 
proved forsafety 
by Underwriters’ 
Laboratories. 
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Permit Industry to Redesign 
Now for Post-War, 
Says Lippincott 


Prominent industrial designer holds that public has been 
encouraged to expect radically new, “marvelous streamlined 
products as result of tremendous strides industry and science 
have made in war-time production and research” and that 
failure to make good may develop serious sales resistance 
even in a post-war market with huge buying power and needs. 
Says redesigning and retooling should be permitted now. 


EDITOR'S NOTE—Although we con- 
sider Mr. Lippincott'’s opinions .com- 
petent and sincere we do not regard 
his viewpoint as being entirely im- 
partial. We do not wholly agree 
with his conclusions but offer his 
thoughts as a matter of interest to 
our readers. Please read, also, edi- 
torial comments on this subject on 
page 68 of this issue. 


OB gee industry begins now to 
redesign and is permitted to 
begin retooling, we may well be 
faced with a disastrous time-lag in 
the production of the type of post- 
war goods the public is being edu- 
cated to expect, and consequently in 
the even more vital areas of employ- 
ment and re-employment, according 
to J. Gordon Lippincott; prominent 
industrial designer, of the New York 
firm of Dohner & Lippincgtt. 

“Tt is all very well for industry 
to tell itself that great reserves of 
purchasing power are being built up 
and that after the war the public 
will take products no different from 
those of 1941 and like it,” Mr. Lip- 
pincott said. “But the public is 
being shown marvelous pictorial 
renderings, and is told of the tre- 
mendous strides that industry and 
science have made during the war. 
The public is being educated to ex- 
pect the magical world of tomorrow, 
abounding with the streamlined 
products that industry really can 
produce today. And, in my opinion, 
terrific sales resistance is being built 
up among prospective purchasers of 
products during the immediate post- 
war period. This resistance will be 
broken down only through the pro- 
duction of goods such as the public 
is justified in expecting. Post-war 
goods must look different, they must 
be better. 

“To be sure, the accumulated 
needs and purchasing power will be 
great, but the needs may be much 
modified and held in check if the 
public believes that in six months or 
a year products infinitely superior 
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in appearance and performance may 
be available. In the durable con- 
sumer goods fields—such as auto- 
mobiles, refrigerators, radios, laun- 
dry equipment, furniture and other 
household equipment items — this 
will be particularly true. The family 
with a refrigerator that will still 
work somehow would rather wait a 
few more months to buy if by wait- 
ing they believe a more modern ar- 
ticle can be had. So, while there will 
be a fair necessity demand immedi- 
ately following resumption of civil- 
ian production, this demand will 
shortly taper off until the more mod- 
ern products are available. 

“This indicates that there will be 
a period during which the com- 
paratively few tool makers will be 
fully employed, but the regular pro- 
duction lines will be relatively idle 
unless industry now undertakes re- 
designing and is given the green 
light on retooling, wherever it can 
be done without detriment to the 
war effort. 

“All are agreed that there must 
be no let-down in the war drive, but 
we are living in a dream world un- 
less we recognize that if we are to 
avoid a major post-war let-down in 
production and employment, with 
its consequent economic depression, 
manufacturers must begin now to re- | 
design their products to make them 
acceptable to an educated public; 
and industry must be permitted to 
begin the retooling that will require | 
from six months to a year.” 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 96 

















Where the need 


is greatest 


SAMSON 


BRAIDED 


CORD 


serves best— 
now and always— 


whether for the many 
uses to which it is put 
by our armed forces, or, 
in peace time, for sash 
cord, clothes line, awn- 
ing line, small lines, etc. 
All kinds, sizes, colors, 
and qualities. 


SAMSON CORDAGE WORKS 
BOSTON 10, MASS. 


— 


SAMSON SPOT SASH CORD 







Reg. U.S. Pat. Off. 
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INSIDE 
PAINTS AND 
ACCESSORIES 


MERCHANDISE: 
om, Flat wall paint, semi- 
big bis 4 . gloss wall paint, 
bis i he ae To glossy wall paint, 

Bige i decorative enamels, 











PAINT “ cold water paint, 


i gn paint cleaners, floor 


if YOURSELF 


enamels, floor var- 
nishes, paint remov- 
ers, brushes, brush 
cleaners, scrapers, 
putty knives, wire 
brushes, sponges, 
steel wool, sand- 
paper, crack fillers, 
etc. 

BACKGROUND: 
Center panel of rain- 
bow colors made of 
crepe paper. These 
should cover the en- 
tire panel. Side pan- 
els of mauve colored 
corrugated board. 
Cut-out letters in 
mauve. 


















































Push Paints, Wallpaper and Phonograph 
Records in Late February 


HARDWARE AGE Original Window Display IDEAS 





WALLPAPER 
WINDOW 
MERCHANDISE: 














A variety of patterns 


of wallpaper, pack- 
YOUR HOME 
ages of wallpaper 
paste, wallpaper WITH NEW MUSIC 


cleaner, paper hang- 
ing tools such as 
smoothing brush, 
wheel knives, seam 
rollers, trimmers, 
wall scrapers and 
paste brushes. 


PHONOGRAPH Lt 
RECORD ‘3 ® “ea 
WINDOW D @ 

MERCHANDISE: i ‘{- 


Popular records, clas- 
sical records, phono- 
graph record albums, 
needles, record cabi- 
nets. 
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| BRIGHTEN UP 


|WALLPAPER 
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PUBLISHED BY GENERAL ELECTRIC LAMP DEPARTMENT, NELA PARK, CLEVELAND, OHIO 





How to Play a Practical Joke 
on a Lamp Bulb 














Tz 77] Have you ever 

cope a *| bounced off a 

fe sgh good hard 
| i _jfloor when 
eae lie some half-wit- 





| Fa ted practical 
A 4 =| joker pulled 
=| the chair out 
from under 
just as you 

















Sa ee 


3 os } : 
P\\) |g |. ||) = | were about to 
a CG | sit down? 
Well, with 
perfectly seri- 
ousintentions, 


G-E gives that 
kind of treatment to incandescent lamp 
bulbs and fluorescent tubes to make sure 
that they'll reach dealers in perfect con- 
dition. 

It’s done with a gadget which G-E pack- 
aging experts call the “disappearing 
shelf.’’ They put a box of bulbs on a shelf 
and then pull the shelf out from under. 





The box drops three feet to a hard wood 
floor. They repeat the performance six 
times, landing the box in a different posi- 
tion each time. Then they open it up, 
examine the packaging, and take out the 
bulbs or tubes and test them. 

Whenever a new kind of packing is need- 
ed (there’s been plenty of that as a result 
of wartime shortages) or whenever a new 
type of lamp has to be packed, G-E puts 
the container through this and other 
tests. That’s why G-E Mazda lamps 
reach dealers in ‘‘factory-fresh’’ perfect 
condition. 


Number of Empty Sockets Rising 


About seventeen per cent of the nation’s 
residential sockets are empty or filled 
with the wrong-size bulbs. And the per- 
centage is rising steadily. Consequently, 
G-E Mazda lamp dealers will find it prof- 
itable to make socket-filling campaigns 
an early post-war activity. 





Building Your Post-War Turnover NOW! 


New G-E Lamp Ad Series is showing consumers how G-E lighting 
improvements will make for better living after the war! 





“This is a picture of you in your post-war 
living room ... a true picture except in 
one important respect. Instead of moving 
your living room outdoors, you’ll bring 
‘outdoor lighting’ into your living room.”’ 
That is the theme of a new series of G-E 
Lamp Department advertisements. First 
of them (see left) is running now. The 
captionG-E Research is *‘Moving the Sun” 
and the copy drive home the tremendous 
improvements we can expect in lighting 
soon after the war is over—which will 
mean increased turnover of G-E lamps 
in your store. (Look for the first ad in 
these publications — Saturday Evening 
Post, Jan. 15th; Liberty, Jan. 22nd; True 
Story, February; and Hygeia, February.) 


Hear the G-E radio programs: “The G-E All-Girl 
Orchestra,”” Sun., 10 p.m., EWT, NBC; “The World 
Today" news every weekday, 6:45 p.m., EWT, CBS. 





G-E Lighting Expert 
Sees Big Post-War 
Lamp Business! 


1. At the rate of 
750,000 new dwelling 
units a year, it will take 
fourteen years to 
bring housing demand 
into balance with sup- 
ply. 

2. About 5,000,000 
fluorescent lamps and 
an even greater num- 
ber of incandescent 
lamps will be needed each year for original 
installation in these new homes. 


These were statements made at a recent 
meeting of General Electric Lighting En- 
gineers by E. W. Commery, veteran head 
of the home lighting section of the G-E 
Lamp Department. 

This lamp business, Mr. Commery point- 
ed out, is in addition to the 150,000,000 
empty sockets that will need filling by 
the end of the war. Socket-filling cam- 
paigns should be one of the best oppor- 
tunities for immediate dealer-profit in the 
post-war years, Mr. Commery declared. 








What's ahead 
in Fluorescent ? 


Like other scientists, the lighting research 
men in General Electric’s Lamp Develop- 
ment Laboratory are reluctant to talk 
about jobs that aren’t worked out and 
proved down to the last detail. But here 
are a few things about fluorescent light- 
ing that are certain to come soon after 
the war: 

1. Better lamp performance and appear- 
ance as a result of a new type of cathode 
construction. 

2. Faster starting and no blinking when 
tube burns out. 

3. Better maintenance of light output 
throughout life. 

4. Improved color quality. 

5. Lower cost. 

6. Improved fixtures, 

It all adds up to two things for you—a 
greatly increased market for lamps and a 
chance to relight your store with better 
G-E Mazda lamps than ever before. 


LET’S ALL BACK THE ATTACK—BUY ANOTHER WAR BOND THIS MONTH! 
JANUARY 20, 1944 
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Paint prices stand Certain 
ready-mixed interior and _ exterior 
paints, with changed formulas, necessi- 
tated by limitation of amounts of lin- 
seed oil used in their production, may 
continue to be priced by manufacturers 
for an indefinite period at present maxi- 
mum prices, OPA announced, Under 
this ruling, present prices will be con- 
tinued as long as the changes in 
formula are necessitated by WPB order, 
this amendment to price regulation No. 
188 being effective as of Dec. 31. 

* o *. 


Rubber heel prices — Retail 
ceiling prices of 10 cents and 15 cents 
a pair on rubber heels to consumers 
who desire to attach them to shoes in 
their own homes have been established 
by OPA. This amendment to price 
regulation No. 477 was effective Jan. 7. 

* 7 7 

Pricing “home made” prod- 
ucts—aAll sales or deliveries of products 
made by the seller in his home, without 
the assistance of hired help, and not in 
excess of $75 in any one calendar 
month, are exempted from the general 
maximum price regulation, OPA has 
announced. This ruling was effective 
Jan. 4. 


Farm equipment—On Dec. 
20, OPA issued a number of revisions 
in the price regulation, No. 246, govern- 
ing manufacturers’ and wholesale prices 
for farm equipment. For new items add- 
ed, or items substantially changed since 
March, 1942 (the price base period), 
manufacturers are permitted to figure 
ceilings, using the same methods and 
percentages of computation that they 
used in the base period. The new or 
revised ceilings must be submitted to 
OPA for approval. Exempted from the 
revised regulation are such parts as are 
not primarily used for the production 
or repair of farm equipment (for ex- 
ample, bearings, pistons, gaskets and 
wheels), when sold by a person who 
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does not manufacture or sell the com- 
plete item into which these parts go. 
- . + 

Steel screen cloth — Materials 
and labor forces are badly curtailed, but 
screen makers have started the distri- 
bution to their regular customers, of the 
limited percentages of steel insect 
screening which 1944 will enjoy. 12 
and 16 mesh, painted or galvanized, 
only, will be available, in the eight 
most staple widths, 24 to 48 inches in- 
clusive, and the War Production Board 
has instructed manufacturers to spread 
their shipments equitably, each to his 
own customers, periodically, and “with- 
out prejudice.” 


Rope substitutions—An an- 
nual srving of more than 10,000 tons of 
critical manila and sisal cordage 
through the use of substitutes has been 
announced by the War Department. 
With imports of manila fibers virtually 
choked off and sisal imports inadequate 
to meet demands, not only are civilian 
users shut off from these types of cord- 
age, but the Army itself is using cotton, 
jute and coir fibers, except in cases 
where manila and sisal must be used. 
At the request of the army supply 
forces all manila rope is now stock- 
piled and carefully controlled by the 
War Production Board. 

* ” * 


Manila specialty papers — 


WPB has taken control over certain low 
grades of Manila fibre, and of waste 





Wholesale Hardware Sales 
By Geographic Regions, for November, 1943 






































SALES REPORTED | SALES-YEAR-TO-DATE 
| l | 
Percent e | | 
REGION | | Noneaber 1643 Thousands of Dollars | 
| | from Percent | Eleven | Eleven 
| | aS e onthe | Months 
| Number from | 1943 1942 
| _ of Nov. | October; Nov. | Nov. | October; 11 mos. (Add (Add 
| Firms | 1942 | 1943 | 1943 | 1942 | 1943 | 1942 | 000) | 000) 
~| | 
N | 2 | +3 b | $ 968| $ $ —7 | $12,006 | $ 13,615 
Middle Atlantic. 80 +18 | +4 om 5,548 6,106; —3 99,987; 1 
East North Central 42 +1); -—6 5,074 5,001 —13 71,683 
West North Central 2 | +29 +2 4,729 3,678 4,621; —11 61,695 68,985 
South Atlantic... ..... 35 | +6 -7 2,806 2,655 3,003; —14 40,153 
East South Central... 17 +3 -2 1,878 1,824 1,913; —14 26,983 31,343 
West South Central 24 +13 b 4,105 3,646 4,086; —4 65,212 686 
Mountain............ 4 +4 +1 236 226 245; —4 7,232 7,547 
Pacific 25 | +3 -4 6,506 6,314 6,760; +6 123,451 | 118,704 
U. S. TOTAL a 283 | +9 | —1 | 32,788; 30,080; 33,255, — 6 500,650 | 630,835 
i i 
Bureau of the Census. Current Statistical Service 
a Includes data for six firms not allocated to geographic regions. 
b Less than 0.5 percent. 





States comprising regions: 


New England—(Conn., Maine, Mass., N. H., R. 1., Vt.) 


Middle Atlantic—(N. J., N. Y., Pa.) 


East North Central—(Ill., Ind., Mich., Ohio, Wisc.) 

West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., S. C., Va., W. Va.) 
East South Central—(Ala., Ky., Miss., Tenn.) 

West South Central—(Ark., La., Okla., Texas) 

Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 


Pacific-—(Calif., Ore., Wash.) 
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Giving Strength to aBull... Toking Time fromaClock 


That bulldozer ... butting dirt 
and rocks with an impact that 
shakes the teeth of the driver .. 
needs plenty of guts in the bolts 
and nuts that fasten its joints. 

That clock ... racing a produc- 
tion schedule, with costs counting 
the minutes it takes to assemble it 

. needs bolts and nuts so easy- 
fastening they nearly fly into each 
other’s arms. 

Customers of yours in industries 
like these need bolts and nuts with 
the strength to survive real punish- 
ment ... and the easy-assembly 
characteristics that help protect 
production schedules. 


RUSSELL, 


JANUARY 20, 1944 


The many major improvements 
in bolt and nut manufacture de- 
veloped by RB&W throughout its 
99 years mean that you can give 
your customers the maximum as- 
surance of satisfaction when you 
furnish the RB&W EMPIRE 
brand. 

By the same token, the distrib- 
utor who merchandises the extra 
value in the RB&W product will 
find greater opportunities for profit- 
able bolt and nut business. . . plus 
his own assurance that his own 
reputation for dependability will be 
protected by the proved perform- 
ance of the product. 








g i 





BURDSALL & WARD BOLT AND NUT OTT 


Factories at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, I. Sales offices at: Philadelphio, Detroit, Chicago, Chattanooga, Los Angeles, Portland, Seattle 
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Wholesale Hardware Inventories 
x ° wu 
By Geographic Regions, for November, 1943 4 
le 
: END-OF-MONTH INVENTORIES (Cost) | STOCK-SALES RATIOS v 
Pp 
Cocos eee r 
REGION ——* Thousands of Dollars tl 
Number 
of | Nov. |October| Nov. | Nov. | October) Nov. | Nov. | October 1 
Firms 1942 Ome 1943 1942 1943 1943 1942 1943 . 
- = 1,1 1 1,127 175 209 WwW 
pee | 8 | 8] <3 | tel Hel el | | 
pa - - 49 | (167 
teampnaesaws |tence| (altt| Bl ele] ele 
The complete line of 42 —— vet} a2 | oa] $4] enme] saa] en22| im | 27 | 1% o 
pe be ea or She dhe me }U.S.TOTALs....| 166 | -14 | © | 31,382/ 36320| 31517; 151 | 196 | 149 r 
tation for QUALITY, gained over al- n 
mak emson Bureau of the Census. Current Statistical Service n 
Seas, inc, sggua goestendiog, sales ainclus data for ive firma not allocated to geographic regions P 
builders — the STAR high steel : 
“MOLY” Ty Hack Saw lade; and , 
the Unbreakable Special Flexible Stock-sales are percentages obtained by dividing the cost value of stocks by sales for an 
Blade. These two b are favorites identical group of firms. D 
with skilled es in all trades F 
because they are > accurate, b 
long went and free from tooth 
2 
Manila rope, to assure an adequate sup- amendments to rubber order R-l. One f 
ply for the reprocessing of rope and for involves high-voltage x-ray cables, pro- ’ 
| use in the manufacture of essential hibiting the use of crude rubber or I 
| papers. Incorporated in the order is a natural latex in the manufacture of r 
| restriction covering the sale and use of such cables after Feb. 1. The other t 
waste Manila rope and Manila fibre for provides for the manufacture of tire- y 
the manufacture of products other than repair materials on a production pref- ; 
rope and specified papers. Essential erence-basis, like that established for 
papers which, under the regulation, may the production of retreading camelback. 
use manila in their content are: insu- a 
lating papers—for electrical insulation ; Linseed oil quota raised—WFA I 
gasket base papers; artificial leather has increased the delivery quota of lin- I 
base papers—for shoe manufacturers; seed oil from 50 to 60 per cent of 1940 i 
flour and cereal products sacke—(25 and 1941 deliveries, effective Jan. 1. ] 
lbs. or over) » tag wine for the armed The additional 20 per cent will allow E 
forces—for shipp ing and identification; users of linseed oil and linseed replace- é 
| industrial abrasive papers and belts and ment oil the same quantity of these oils ‘ 
| stencil base paper—for mimeograph for reducing paste paints as now is " 
stencils. There a limited wed permitted in the manufacture of fin- ( 
| ply of Manila fibre in the United States ished exterior paints. 1 
and when this is consumed, additional ' 
| tonnage will not be available for the ee ie 
| duration of the war. Glycerine use relaxed—Soap 
grit manufacturers, using a maximum of 
| 150,000 pounds of fats and oils a quar- 
Rubber for cements, etc. — ter, will be exempt from glycerine re- | 
The Office of the Rubber Director has covery restrictions and reporting re- 
extended another 30 days—to Feb. 1- quirements after Jan. 1, under liber- , 
the period within which shoe manfac- alized regulations issued by WFA. This 





Saws, Power 
Saws, and the Clemson D-17 Lawn Machine. 








turers may continue to use natural rub- 
ber shoe-cements which they have in 
stock. During the month’s “grace,” all 
stocks of natural rubber cement may 
only be used in accordance with regula- 
tions earlier established. Synthetic 
rubber cements are already available as 
substitutes for the natural rubber ce- 
ment, now being eliminated as a war- 
time measure. The Office of the Rub- 
ber Director also announced two other 


is due to an improved position in 
glycerine and to the difficulty experi- 
enced by the smaller producers in com- 
plying with the present order. The 
quantity of fats and oils permitted in 
soap making without recovery restric- 
tions, has been increased from 10,000 
pounds a month to 150,000 pounds a 
quarter. In addition, the permissible 
glycerine content of soap is raised from 
0.8 to 1 per cent. 
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Lumber output down — De- 
spite the general shortage and the 
urgent need, the nation’s lumber pro- 
duction in October hit a seven-month 
low of 2,919,648,000 board feet, the 
War Production Board reported. This 
production was the lowest since Feb- 
ruary, 1943, and was 5.6 per cent under 
the October, 1942, output. The South 
had, however, a fair gain, turning out 
1,089,217,000 board feet, up 4.2 per 
cent. 

* Aa * 


Huge zinc stocks — Industry 
statistics in zinc, recently released from 
“censorship,” show that the situation 
of this important metal has bettered 
remarkably since Pearl Harbor. So 
much so in fact, that there is some 
natural anxiety among zinc producers, 
due to the steady and rapid increase in 
stocks. To describe the altered posi- 
tion, at the end of January, 1942, one 
month after Pearl Harbor, zinc pro- 
ducers had unfilled orders on their 
books in the amount of 110,542 tons, 
against which there were stocks of 
23,935 tons. As of Nov. 30, 1943, un- 
filled orders were down to 42,151 tons 
while stocks were up to 159,853 tons. 
In other words, two years ago the pro- 
ducers’ unfilled orders were 4% times 
the amount of stocks, while now they 
amount to only one-quarter of the sur- 
plus. 

. « . 


Copper and brass parts— 
Further indication of the easing of cop- 
per and brass for needed uses is seen 
in two new announcements by WPB. 
First, by amending order L-314, it lifted 
all restrictions on the use of copper 
and brass for the production of lubri- 
cation equipment, subject to the pro- 
visions of Order M-9-c and other “M” 
orders. At the same time, it postponed 
the effective date of the restrictions on 
the number of models, styles and sizes 
of such equipment until future dates 
which will be set later. Then, by revi- 
sion of order L-106, WPB lifted restric- 
tions on all use of copper in the manu- 
facture of parts for the new trucks that 
will go into the expanded 1944 truck 
production program. This easing is in- 
tended specifically to aid the output of 
parts for new trucks. WPB has not 
lifted restrictions on the use of copper 
for making replacements parts. Finally, 
WPB, in CMP Regulation 9-a, has ad- 
vised distributors of automotive equip- 
ment, heating equipment (gas or oil 
burning), and refrigeration equipment 
how to get copper tubing to sell to 
repair men for use in repairing such 
lines. It specifies what distributors can 
buy copper tubing, how such distrib- 
utors can obtain the tubing; how they 
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ELECTRIC COMPANY, INC. 


95 GRAND AVENUE - PAWTUCKET, R. I. 
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may apply for additional tubing sup- 
plies; and persons to whom distributors 
may sell copper tubing. A distributor 
may not accept deliveries of copper 
tubing under this regulation if his in- 
ventory of copper tubing already is, 
or will be, on accepting a delivery, 
more than a 30 days’ supply. 


Jewel bearings eased—WPB 
recently has amended order M-50, re 
moving controls and restrictions on 
jewel bearings. The order also: Rules 
that needles, styli, cutters, nozzles, sup- 
ports, tool bits, and dies are not “jewel 
bearings.” Provides that a person who 
uses jewel bearings in the repair of 
watches and instruments is not classified 


a8 a “cotisiimér.” Removes restrictions 
on the use and sale of substitute jewel 
bearings (largely glass), now no longer 
subject to allocation. Removes restric- 
tions on the distribution of natural 
sapphire and ruby as jewel bearings. 
Eliminates the requirement for filing 
reports by consumers using less than 
500 jewel bearings (whether natural 
or substitute) per quarter. Larger op- 
erators are to report monthly. 


* aa * 


Containers (luggage, etc.)— 
WPB’s Paperboard Division has ruled 
that luggage may now be shipped in 
solid fiber or corrugated fiber containers, 
subject to a 50 per cent quantity re- 
striction. The use of this type of con- 





as fairly as possible. 
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HOMER G. SNOOPSHAW MOPS HIS BROW and shakes his 
head. “Try as we will to increase production of packs and 
Uni-Cels,”” he says, “there just isn’t any way to produce more 
with the number of workers we have. So we have to continue 
spreading them thin. ..and ask you to help us through this 
emergency by doing the same with your customers!” 


You'll cooperate with Homer’s suggestion, we know. Uni- 
Cels and farm radio packs are scheduled as regularly as 
military production allows. Manpower shortages hamper 
us, too. We are trying to spread our production as far and 


BURGESS BATTERY COMPANY, FREEPORT, ILLINOIS 











tainer for the shipment of stationery has 
been freed, and its use for shipping 
work clothing is now permitted up to 
80 per cent of the use in the corre- 
sponding quarter of 1942. An amend- 
ment to Order L-317 permits traveling 
bags, suitcases and trunks (in less than 
carload lots) to be shipped in fiber 
containers subject to the 50 per cent 
restriction. 


No anti-freeze shortage— 
WPB has warned the nation’s motorists 
that they are being “oversold” on anti- 
freeze preparations, by being told of 
shortages that do not exist. The WPB 
section chief says: “It is the basic 
policy of the War Production Board 
not to endanger the motors of the cars 
and trucks of the country by a short- 
age of anti-freeze. As a matter of fact, 
production of alcohol anti-freeze for 
this winter is 50 per cent more than 
last. In spite of that, there are apparent 
attempts to create an artificial shortage 
and to overload the motorist on anti- 
freeze with talk of a potential scarcity. 
On the basis of scheduled production 
and the reduced number of motor ve- 
hicles operating, anti-freeze is plentiful.” 
Motorists are asked to watch their own 
normal needs, and to remember that 
alcohol from which anti-freeze is made 
is a critical war material. 


Steel alloys eased—lIn a series 
of important rulings, issued late in 
December, WPB has eased the supply of 
several standard alloying metals used in 
the production of high-grade steels. It 
has revoked general preference order 
No. M-29, to remove restrictions on the 
delivery and sale of tungsten. It has 
removed restrictions on the delivery 
and sale of molybdenum, amending 
order M-110. However, sellers of more 
than 2,000 lbs. of molybdenum, in any 
month will be required to report all 
sales. Similarly WPB has removed re- 
strictions on the delivery and sale of 
vanadium, amending order M-23-a, and 
stipulating that sellers of more than 
500 Ibs. in any months must report all 
sales. 


Furniture outlook—For 1944, 
furniture manufacturers are restricted 
by WPB ruling to only 84 per cent of 
the lumber footage, exclusive of ply- 
wood and veneer, that they used in 
1943. Since furniture production in 
the first 10 months of 1943 was 13 per 
cent lower than in the preceding year, 
and prospects are the full year decline 
was even wider, this restriction is on an 
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already low production rate. Inven- 
tories at the end of September were 26 
per cent lower than in September, 1942, 
so that with decreased production 
buyers will have even less to select 
from than the production figures show. 


Boxboard and boxes—Govern- 
ment orders for boxboard, folding and 
set-up boxes, must be filled first, and 
less essential demands must positively 
take second place, the WPB paper divi- 
sion repeats. Solid fibre and corru- 
gated shipping containers are essential 
in transmitting munitions, foods and 
other essentials to the armed forces 
overseas, and the inner boxes or con- 
tainers which protect the individual 
items or keep them together, are equally 
essential. WPB estimates that ap- 
proximately 50 per cent of our food and 
over 15 per cent of our military ma- 
terial require packing in folding or 
set-up boxes. 


Zinc and copper easement— 
Recent amendment of WPB order M- 
1l-b permits the use of zinc without 
restriction for manufacture of repair 
parts to replace parts made of zinc; 
fractional motors; pulleys for power 
transportation and flexible couplings; 
eyelets (chiefly for shoes); and grom- 
mets (for ropes on tents). ,. The use of 
zinc is further permitted for weather- 
stripping up to 60% of the amount con- 
sumed in 1941. In the case of zinc jar 
tops for glass containers, the use of zinc 
is as provided for in other orders. As 
in the case of weatherstripping, 60% 
of the 1941 use is permitted under these 
orders. The use of copper in farm 
tractor radiator fins and power take-off 
gears, heretofore prohibited, is per- 
mitted by recent WPB amendment of 
order L1170-a. These uses of copper, 
particularly in radiators, will reduce 
the time of. manufacture of farm trac- 
tors but will improve their field per- 
formance. Only small amounts of cop- 
per are needed, and are available. 


* * * 


Zine oxide—The War Produc- 
tion Board has amended Preference 
Order M-ll-a, placing lead-free zinc 
oxide under allocation, and listing its 
permitted uses. The amended order 
exempts deliveries of two tons or less. 
this exemption, it is estimated, will af- 
fect only about five per cent of the total 
amount produced. Among authorized 
uses are for: abrasive wheels, adhesive 
and surgical tapes, agriculture sprays 
and insecticides, chemical treatment 
for metal surfaces, glass & glazes (ex- 
cept ornamental or non-utility ware), 
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industrial explosives, insulated wire & 
cable, linoleum & printed floor covering, 
lubricants, matches, paint, marine, & 
for food-can coatings, rayon, certain 
rubber products, vitreous enamels, zinc 
borate, chromate, stearate, resinates, etc. 
and zinc plating. Any other product for 
the U. S. Army or Navy—for the Mari- 
time Commission or the War Shipping 
Administration. 
* * * 

Graphite crucibles—WPB re- 
cently amended order M-61, removing 
restrictions on the acquiring of graphite 
crucibles, substituting inventory con- 


In a recent survey among people who 
| had used both Weldwood Glue and 
| other kinds, 9 out of 10 said they 
prefer Weldwood Plastic Resin Glue! 


| 

| Doesn't that clinch it? This modern 

| glue has what your customers want — 

| tremendous strength, fast setting qual- 
ities and ease of mixing! 


| With its hundreds of uses for hobby- 
| ists, cabinet-makers and industrial 
| concerns, you can’t afford not to stock 
| . 

ti; Te 

| 

| 


It comes attractively packed in display 
cartons for counter sales in 10¢, 25¢, 


Weldwood Glue has everything: 


1. Trenendous strength. 

2. Waterproof, bacteria- 
and rot-proof. 

3. Quick and easy to use. 
No heating. Mixed just 
by adding tap water. 

4. Economical. 

5. Applied cold. Quick 

setting. 

| G. Stain-free. 








WELDWAOUD 


WATERPROOF GLUE 


“Makes the Glue Line the SAFETY Line” 


trol after Jan. 1. No person, other than 
a jobber, may without WPB authoriza- 
tion, accept delivery of crucibles which 
will bring his inventory over 25 per cent 
of the value of all crucibles received by 
him during 1943. Persons who pur- 
chased less than $200 worth in 1943 
may have inventory up to $100 worth. 
Domestic and Ceylon graphite are no 
longer defined as “strategic graphite.” 
* * ~ 

Store sales improved — De 
spite some slowing during earlier 
December, national department store 
sales recovered, and for the week ended 


See these 10 Customers. .? 





...9 would prefer that you stock Weldwood Glue 
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WELOWASUD 
WATERPROOF GIVE 


50¢, 85¢ (1 Ib.) sizes and also in 
5 Ib. cans. 
Order Weldwood Glue from your 


jobber today. Or send in the coupon 
for complete information. 














UNITED STATES PLYWOOD CORPORATION 
Weldwood Glue Dept. 53, 55 West 44th St. 
New York 18, N. Y. 


Please send literature, prices, dis 
counts, samples, and information on 
WELDWOOD Glue dealer plan. 
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Dec. 25, rose 22 per cent over the simi- 
lar 1942 week. Federal Reserve Board 
says also that for the four-week period 
ended Dec. 25, sales were 5 per cent 
higher than the comparable period last 
year. For the year to date, they are 11 
per cent ahead of 1942. 


* al * 


Price indices steady — The 
Bureau of Labor statistics wholesale 
price index remained unchanged at the 
year-end, for the third consecutive 
week, at 102.9 per cent of the 1926 
average. This level was 1.7 per cent 
above a year ago, 26.7 above the corre- 
sponding week of 1939, and 10.3 per 
cent above the average for December, 


1929, 


The construction outlook—A 
preliminary report on 1943 construction 
activity, showing that the value of con- 
struction put in place this year (about 
$7,560,000,000) will be about 99.5 per 
cent of the total scheduled, and indi- 
cating a sharp drop in activity for 1944, 
was issued Dec. 20 by the War Pro- 
duction Board. Estimates place the 
1944 construction volume at $3,860,- 
000,000 or 51 per cent of the 1943 
volume and only 29 per cent of the 1942 
volume. These estimates are based on 
the assumption that present policies af- 
fecting construction will remain in 
force and that total war will continue 
through 1944. There has been an un- 
interrupted decline in construction ac- 
tivity from the $1,468,000,000 peak 
volume of August, 1942, continuing 
down to an estimated $361,000,000 in 


December of this year, with all types of 
construction sharing in the decline. 
* - 7 

Progress in chemicals — 
Charles A. Higgins, president, Hercules 
Powder Co., in a survey of the chemical 
industry and of Hercules’ own postwar 
outlook, states that the wartime accom- 
plishments of American chemists would 
“stand up” after the war. The war has 
simply accelerated the development of 
the chemical industry. “Some of the 
so-called substitutes are better than 
what they replaced,” he says. “Under 
the impetus of war, these materials have 
been moved from the research labora- 
tory into use much faster than would 
have been possible under a peacetime 
economy. But they are here to stay, 
and they will play a prominent part in 
raising the postwar standard of living.” 
Mr. Higgins cited cellulose derivatives 
for plastics, and terpene and rosin 
chemicals, as the main products in his 
company’s postwar expansion. 

- + oa 


Military need for plastics— 


The War Production Board has said re- 
cently that expanded miliary needs for 
certain plastics will require additional 
controls, and will cut the amounts avail- 
able for civilian goods. These stricter 
controls will be applied to cellulose 
acetates, acetate butyrate, polystyrene, 
phenolic and formaldehyde plastics. Al- 
locations for these types must be 
largely restricted to vital war uses. 
- . 7 


New 1943 records—American 
industrial production soared to new 
record levels in 1943. The nation’s war 





Wholesale Hardware Collections 
on Accounts Receivable 
By Geographic Regions, for November, 1943 















































ACCOUNTS RECEIVABLE Collection Percentages 
Percent 
REGION Nonomber 1008 Thousands of Dollars 
Number 
of Nov. | October; Nov. Nev. | October; Nov. Nov. October 

Firms 1942 1943 1943 1942 1943 1943 1942 1943 
New Enoland. ...... 17 —20 +13 | $ 672| $ 843) $ 655 96 868 98 
Middle Atlantic... .. 71 -4 —13 6,343 7.379 7,273 89 73 73 
East North Certral 42 -21 -1 6,282 6,860 6,320 100 87 99 
South Atlant 3 | ~ | +9 | Sie] Sos0| ates] ‘os 33 4 
East South Central 15 —12 | +1 | 1342] 1531] 1.331| 89 93 98 
West South Central 22 —16 -3 3,233 3,850 3,329 101 97 
Mountain. ... 6 —28 —-4 349 484 46 89 83 84 
Pacific. .. 25 -9§ -—3 7,502| 8,308) 7,828 90 81 88 
U.S. TOTAL a....| 264 —16 b 32,453 | 38,471 | 32,500 95 82 $3 

Bureau of Current Statistical Service 


the Census. 
a Includes data fer five firms not allocated to geographic regions. 


b Less than 0.5 





Collection percentages are obtained by dividing the collections on accounts during the 
month by accounts receivable outstanding at the beginning of that month for an ident! 


group of firms. 
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plants and shipyards were producing 
planes, munitions, ships, and other war 
materials at unprecedented rates, and 
WPB officials believed the United States 
was approaching peak production. The 
national income boomed to an estimated 
$145,000,000,000 for the year, and the 
government spent approximately $84,- 
000,000,000 to run the war. At the end 
of 1943, expenditures for war and de- 
fense since July, 1940, had approxi- 
mated $150,000,000,000. Employment 
rose to a new all-time peak of 64,600,- 
000 persons in September, and then 
tapered off moderately. Estimates 
placed the number employed in civilian 
industries at the year-end at 30,500,000, 
against 32,700,000 in Dec., 1940. More 
than 6,000,000 peeple were on public 
pay-rolls, including Federal, state and 
local governments. The Federal Re- 
serve Board’s index of industrial pro- 
duction which started last year at 223 
per cent of the 1935-1939 average, 
reached an estimated December figure 
of 247 per cent, a record high level. 
* - > 


More high marks—Steel pro- 
duction hit a new record, 89,100,000 net 
tons, somewhat below the original goal, 
but still far above the 1942 total of 
86,030,000. Despite several serious coal 
strikes, bituminous coal production rose 
to an all-time high of approximately 
587,300,000 net tons. New record highs 
also were reached by production of 
crude oil, electric power, rayon yarn, 
and paint, varnish and lacquer. Ma- 
chine tool production dropped from 
1942, signaling the practical end of war 
plant retooling. 


Menasha Wooden Water 
Pails Available 


N a recent issue of HARDWARE 

AcE, in the market report sec- 
tion known as “How’s the Hardware 
Business?” it was stated that wood- 
enware deliveries are slow and that 
manufacturers are insisting upon 
ratings. H. P. Sammann, Chicago 
manufacturers’ representative states 
that this is not true of the Menasha 
wooden water pails which he sells. 
Mr. Sammann writes, in part as fol- 
lows: 

“Our Menasha line of pails, 
garbage cans and tubs are not on 
priority for we have ample pro- 
duction capacity to take care of 
the demand. 

“Water pails are being shipped 
within 60 days, garbage cans 
within 30 days and wash tubs 
within 30 days. We produced and 
shipped over a million wooden 
water pails during 1943.” 
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SENSATIONAL NEW AIRPLANE KITS 
FOR YOUR 1944 SALES AND PROFITS 


New Tube Construction—Ready Cut Wood—No Paper Formers 


Four new airplane kits that have everything . . . popularity of model... THESE ARE THE SHIPS 
intriguing new type of construction . . . ready-cut wood parts ... value that MODEL BUILDERS WANT 


defies competition. Zoom your model sales with these new kits. Ready in 
February. 


HELLCAT—Grumman F-6-F. Navy Shipboard Fighter. 40 FOCKE-WULF—Fw-190. Best German single seater ever 
inch wing span. No. 4005. Retail $1.00. built. 25 inch wing span. No. 2708. Retail 29 cents. 


THUNDERBOLT—Republic P-47. U.S.A.A.F. Fast and 
Deadly Fighter. 25 ineh wing span. No. 2707. Reteil ZERO—Mitsubishi KI-001L. Fast fre © ‘ae 25 
29 cents. inch wing span. No. 2709. Retail 29 ¢ 


Standard Ott-O-Former Kits . . . 15¢ to $3.00 


Now, enlarged dollar line—7 kits—Mustang, Curtiss, Seven 32 inch kits—each 50¢. Six 27 inch kits—each 
Vengeance, Avenger, Hellcat—each 40 inch. Spitfire, 29¢. Nine 22 Inch kits—each I5¢. Deluxe, true-to- 
Lightning—each 45 inch. Three 38 inch kits—each 75¢. scale Mosquito, $3.00. Immediate delivery. 


ee Et 


AIRPLANE KITS 


* OTT-0-FORMER AND OTT-0-TUBE CONSTRUCTION 


JOE OTT MANUFACTURING CO. = 4i5 trst Spore Seer ~=—9§ CHICAGO 


JANUARY 20, 1944 








Sell 


PREVENTION 


against Accidents 
with this Asbestos 
Oil and Grease Absorbent 


Every time an American work- 
man is injured as the result of 
slipping and falling on an oil 
or grease soaked floor, Hitler 
and Hirohito have real cause to 
celebrate. Yet these frequent 
accidents—so costly in money, 
time and manpower—need not 
happen. You can help prevent 
them by supplying your cus- 
tomers 


with 


STOS-SWEEPING 
COMPOUND 


Sell this PROFIT MAKER 


CAREY Asbestos 
Sweeping Com- 





you've been looking 
for—a “rapid-fire” 


maker to take up 
that “volume slack’’ 
on war restricted 
items! Available in 
8lb. cartons and 
50-lb, bags. Write 





Carey Asbestos Sweeping Com- 
poand falls in “Class 1, Non- 
Combustible” — accarding to 
the standard of Underwriters’ 
Laboratories, Ine. 


THE PHILIP CAREY MFG. COMPANY 


Dependable Products Since 1873 


Lockland, Cincinnati, Ohio 
In Canada: The Philip Carey Co., Ltd. 
Office and Factory: Lennoxville, P. O. 















_ An American Major Looks at 
|New Zealand's Hardware Stores 


(Continued from page 80) 


Wingate. The partnership lasted 
until 1891 when Mr. Wingate re- 
tired and the firm assumed its 
present name. Today, the business 
has a capital of £200,000 and 
maintains branches in Christ- 
church, Greymouth and Whan- 
garei, wholesale establishments 
in New Plymouth and Gisborne, 
representation in Wellington, and 
two subsidiary companies. Its 
London office operates under the 
name of Brown, Douglas & Co. 
while its New York agents are R. 
W. Cameron & Co., Inc. 

The main office in Auckland has 
14 departments covering builders’ 
hardware and including plumbers’ 
supplies and fixtures; machinists’ 
and machine tools and engineers’ 
supplies; housewares; general 
hardware; electrical and automo- 
bile parts; ship chandlery and 
marine requisites; wire ropes, 
paints, oils, nails, bolts and nuts; 
iron and steel materials; non-fer- 
rous metals; asbestos sheets, wall- 
board; chinaware, glassware and 
plated silverware; specialty de- 
partment including radios, major 
appliances and electrical appli- 
ances and a garage department. 


| The branches carry lines of a sim- 


pound is just what | 


| with a bag of 


seller and profit | M. H. Tisdall of 


ilar nature but in smaller volume. 


Auckland, N. Z., 


rainbow trout 
taken on a dry 
fly while on a 
fishing trip on 
the Waikato River. 





In 1934 the firm’s buildings in 
Auckland and Christchurch were 
remodeled. In 1941 the Auckland 
building was completely burned, 
stock and buildings being a total 
loss. Owing to the war, the firm 
could not re-build permanently 
and the present building is of a 
temporary nature. It is the firm’s 
intention to build a modern struc- 
ture which will be 104 ft. high, 
the maximum height permitted by 
the Auckland City Council. 

John Burns & Co., Ltd. main- 
tains a staff of 320 people 
throughout New Zealand. Twenty- 
seven employees are members of 
the firm’s Quarter Century Club 
and 11 new members will be ad- 
mitted this year. Of the firm’s 
male employees, who were with it 
at the beginning of the war, 125 
are now with New Zealand’s 
armed forces. 

Wingate & Co., Ltd. in Auck- 
land is another firm which does 
an extensive business, both retail 
and wholesale. This firm was 


founded in 1891 and imports and 
handles hardware of every de- 
scription. The retail department 
has been considerably expanded 
in recent years while representa- 
tives of the wholesale department 
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cover the province regularly call- 
ing upon country hardware deal- 
ers and storekeepers. 

Some idea of the difficulties en- 
countered in New Zealand may be 
gathered from the following ex- 
cerpts from comments by this 
firm: 


Dealers’ Difficulties 


“Owing to very drastic import 
restrictions imposed by the present 
regime, hundreds of regular hard- 
ware lines, which were formerly 
imported in large quantities from 
America, Canada, England and 
other countries, are not now pro- 
curable in New Zealand. The gov- 
ernment, with a view to making 
the Dominion a self-supporting 
industrial country, encouraged 
the establishment of a number of 
small factories for the manufac- 
ture of certain hardware lines but 
the experiment proved a dismal 
failure. 

“Owing to the high wages and 
short hours obtaining under the 
various wage awards, and to the 
difficulty in getting the necessary 
raw materials, none of these fac- 
tories could produce anything ap- 
proaching the requirements of the 
Dominion. The small quantity 
they were able to supply cost far 
more than imported goods of sim- 
ilar nature, even though the latter 
had to pay heavy freight and cus- 
toms duty. 

“The tendency of New Zealand 
hardware merchants of late years 
has been to import very largely 
from America and Canada, but 
the Government Import Restric- 
tions of 1939 very seriously re- 
duce quantities and, in many 
cases, absolutely prohibit impor- 
tation. 

“In 1938 New Zealand im- 
ported 27,000 lawn mowers. The 
Government saw fit to prohibit 
any and all importation of lawn 
mowers whatever. Two small fac- 
tories in New Zealand were mak- 
ing a limited number of mowers 
but could not supply a tenth of the 
requirements of the Dominion. In 
May, 1942, these mower factories 
were switched to war material, so 
that at present new lawn mowers 
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all. 

“Under a recent arrangement 
between the United States and 
the New Zealand governments for 


of any kind are not procurable at 


consolidated buying under ‘Lend- | 


Lease’ conditions, all New Zea- | 


land hardware merchants’ orders 
for American hardware and tools 
must be placed with the New Zea- 
land Government which will pur- 
chase the goods en bloc from the 
American Government. On arri- 
val in New Zealand they will be 
distributed to the merchants who 
ordered the goods. This method 
of importing will cause consider- 
able delay and, in the meantime, 


this Dominion is in urgent need | 


of many of the lines.” 


Sporting Goods 


W. H. Tisdall, Ltd., operates | 


sporting goods stores in Welling- 


ton, Christchurch and Auckland, | 
the business having been founded | 
in Wellington, capital city of the | 


Dominion, in 1889. Originally han- 
dling firearms and ammunition, 
the firm added a fishing tackle de- 
partment and later departments 


for golf, tennis, camping, moun- | 
tain climbing and many others. | 


Tisdall’s Anglers’ Guide, with ac- 


curate descriptions of the various | 


fishing localities and an excellent 
map, was first published in 1895. 
Just before the outbreak of the 


present war it had reached the | 


size of 148 pages. The company 
plans and arranges trips for fish- 
ermen. 

New Zealand offers some of the 
world’s finest fishing of both the 
fresh water and deep sea varie- 
ties. Game birds abound and 
deer, goat, wild cattle and pig are 
there for the hunters. 

America has enjoyed the bulk 
of business in .22 calibre rifles 
and in many larger rifles while 
England supplies a large nuraber 
of the high-power rifles. Metallic 
cartridges have been imported 
mainly from America with Eng- 
land making a contribution in 
certain high-power types. Shot- 
gun shells have been made in New 
Zealand for a long time. 

New Zealand has depended 

(Continued on page 133) 






MECHANICS, MACHINISTS, 
DRAFTSMEN 


406 — ‘Streamline’ 
metal case, 6’ steel 
tape, graduated both 
sides, all edges 
with replaceable 
blade. 










a 


aN 

ann "796 — “Blue 
End’': 6’ white 
folding wood rule, 


Government specifi- 
cation joints. 









The Master Rule is the number one selec- a 
tion of mechanics, machinists and drafts- 
men. Master’s wide acceptance by these 
craftsmen, whose discrimination is based 
on first-hand knowledge of a tool's quality 
and usefulness, is the real pay-off. 

That's why Master Rules are popular 
also with jobbers and dealers—merchandis- 
ing-minded men who know it's their job to 
provide careful craftsmen with the cools best- 
suited to their highly-skilled operations. 


GET THE FACTS NOW 


306 — ‘‘Tufboy’’: metal case, 6’ 
steel tepe, grodvated one side, 
both edges. " ri 


206—''Monitor’’: round metal case, 

6’ steel tape, graduated one side, 

both edges. CBr EE 
106—'‘Interlox'': 6’ telescopic wood 

rule, for high-speed inside meas- 

urements. [Eee w= 
306W—''Brite-Biade"’: metal case, 

6’ white steel tape, black gradva- 

tions, one side, both edges. 


116—'"'Brownie”’: Tenite case, 6° 
plus steel tape, graduated one side, 
both edges. 

66—‘'Bilue Tip’’: 6’ yel- * 

low folding wood rule, ‘ — 
double edge graduations, i 
two piece joints. 


Write today for your generous supply of 
the new free 16 page pocket sized book- 


let, ''Rules For Measurement"'. 











MASTER RULE MANUFACTURING CO., INC. 
815 E. 136th ST., N. Y. C. DEPT. Al 
Branch 541, S. Spring St., Los Angeles, Cal. 














THE SENATE FINANCE COM- 
MITTEE has inserted a provision in 
the new revenue bill which would re- 
peal the excise tax on vacuum cleaners. 
This action was taken so that the in- 
dustry would not be put at a competi- 
tive disadvantage as compared to pro- 
ducers of other untaxed electrical ap- 
pliances when manufacture is resumed. 

The tax was placed on vacuum clean- 
ers in the early part of the emergency, 
but at present is meaningless since 
cleaners have not been produced since 
1942. 

2 2 2 


TO END TRADE UNCERTAIN- 
TY as to whether commercial kitchen 
utensils are included in the classifica- 
tion of “restaurant fixtures and equip- 
ment” under control of Maximum Price 
Regulation 188, OPA _ has issued 
Amendment 27 to that regulation which 
specifically includes them. This regula- 
tion governs prices at the manufactur- 
ing level on a wide variety of con- 
sumers’ goods other than apparel, not 
covered by individual regulations. 

x* 


SPECIFICATIONS for the pro- 
duction of commercial refrigerators and 
electric water coolers for land use have 
been announced by WPB in amend- 
ment to Order L-126. 

“Reach in and walk in” refriger- 
ators formerly were restricted in man- 
ufacture and electric water coolers 
were manufactured only for ship use. 
These restrictions were removed Aug. 
10 by amendment of Order M-38. 

The amendment sets up specifications 
for the manufacture of refrigerators and 
water coolers. The action was taken by 
adoption of Schedules I and V_ to 
Order L-126. 

xk 


CONSERVATION ORDER M-353 
which covers the distribution of 
titanium dioxide, has been amended 
by WPB to include barium and cal- 
cium base extended titanium pigments 
and titanated lithophone within the 
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scope of the order. Titanium pigments 
are used. in the production of paint. 
Only pigments containing more than 
30 per cent titanium dioxide have been 
included heretofore. The amended order 
reduces the percentage to 12 per cent 
and removes the word “pure” from the 
definition of titanium dioxide. 


x~* 
A RECENT FORECAST by WPB 


indicates that formerly critical mate- 
rials will soon be released for use in 
lighting fixtures. The most optimistic 
prediction is in regard to copper. Cop- 
per, if released for use in incandescent 
lighting fixtures, would be used for cur- 
rent carrying parts now made of steel, 
for plating steel parts now finished with 
synthetic enamels, for swivels on sus- 
pension stems, and for machined parts 
such as balls for supporting bowls to 
suspension stems, according to WPB. 

Steel sheets and strip, including light 
gages, used by the industry are still 
tight. It has been pointed out to WPB 
that the use of relatively smal] amounts 
of aluminum would result in consider- 
able saving in man-hours. In view of 
the supply situation of this metal WPB 
has already approved certain requests 
for use in floodlight and searchlight re- 
flectors and for certain explosion-proof 
lighting fixtures. General use of alu- 
minum in lighting fixtures has been 
predicted for this year. 

It is possible that Order L-212 may 
soon be revised if not revoked com- 
pletely. Existing restrictions on metal 
result in an inferior product, particu- 
larly in residential type fixtures and 
revision has been urged by the industry. 
Since “L” orders are being revoked 
almost daily it is very likely that this 
one may be included in WPB’s scrap- 
ping plans. 

xk 


THE WPB ELECTRICAL 
WHOLESALE DISTRIBUTORS 
went on record as opposing the coming 
amendments to WPB-547 at its recent 
industry advisory committee meeting. 


By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


* * * 


The members also said that limitations 
governing the use of materials should 
be eliminated, as far as possible, before 
lifting the L-63 inventory control. 

However, after a discussion of stocks 
available as a result of cancellation of 
Government contracts the industry mem- 
bers agreed that the orderly flow of 
material to distributors can best be ac- 
complished, at present, under L-63. 

In a discussion of the copper wire 
and cable outlook, it was agreed by 
both Government and industry that 
sufficient quantities of the material are 
available, but that wholesalers in some 
sections have experienced temporary 
difficulty in meeting demands. This 
might account for any difficulty that 
retailers may have encountered in or- 
dering this item. 

A Copper Division official pointed 
out that facilities for flexible cord are 
extremely tight, but that improvement 
can be expected as the year progresses. 
He emphasized that civilians will have 
to use what is available, and that any 
change of distribution methods would 
add nothing to the total quantity of 
flexible cords that they are now deliv- 
ering. It is obvious from this statement 
that it will take some time for the re- 
placement program for cords to reach 
its maximum output. 


x kk 


THE TIME during which dealers 
and distributors may apply at their 
local War Price and Rationing Boards 
for a 59 per cent increase in allowable 
inventories of coal or wood heating 
stoves has been extended indefinitely, 
OPA announced in issuing Amendment 
6 to Supplement 1 of Ration Order 9A. 

The original action, taken several 
months ago, allowed stove dealers and 
distributors to apply at local boards 
between Oct. 1 and Oct. 30 to receive 
the inventory adjustment. So that those 
concerns who did not apply for the 
increased inventories at that time may 
still secure this larger working stock, 
the amendment extends for an indefi- 
nite period the time during which they 
may apply. 

Only a dealer or distributor who did 
not receive the increase during Octo- 
ber and who has been granted an al- 
lowable inventory of coal or wood-heat- 
ing stoves is now eligible to apply at 
his local board for the 50 per cent 


increase. 
x * * 


THE NEW PROPOSED PRIOR- 
ITIES REGULATION which would 
provide a system whereby inequities 
brought about by emergency situations 
arising would be quickly handled by 
OCR is now going through the hands 

(Continued on page 123) 
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CLOSE CONTROL 


makes a big difference in Upson bolts and nuts ‘ 


e Every single step in the manu- 
facture of these fine headed and 
threaded products, from the proc- 
essing of the iron ore to the final 
finishing operation, is under the 
CLOSE CONTROL of ONE in- 
tegrated organization—Republic 
Steel. 


Hence, consistent uniformity of 
product. The full-formed, sharp- 
cornered heads that provide snug 


Other Republic products include Woven Wire F 
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wrench fit. The clean, sharp 
threads that run freely—hold 
tightly. The shanks of accurate size 
that slide through bolt holes easily 
—that possess needed strength. 


These features of Upson Quality 








mean fast assembly, less waste, 
sound bolted joints, lower costs. 


There IS a difference in bolts and 
nuts. Examine Republic Upson 
Quality. You'll see the difference 
—made possible by close control. 


REPUBLIC STEEL CORPORATION 


Bolt and Nut Division 
CLEVELAND 1, OHIO AND GADSDEN, ALABAMA 


Berger Manufacturing Division 
Niles Steel Products Division . 
Union Drawn Steel Division . 





REPUBLIC 


Steel and Tubes Division y yes 
Truscon Steel Company J 
Export Department: Chrysler Building, New York 17, N. Y. 





Culvert Division 





BOLTS AND NUTS 
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Automatic Saw Filing Equipment Provides 
“Plus” Profit in Service Department 


-\ ERVICE and repair departments 

have stood the retail hardware 
dealer in good stead during the 
present days of shortages and non- 
replenishable merchandise. Many 
hardware stores have maintained 
such departments in the past and 
many others have added them as a 
result of the needs of the times. 
With many items no longer to be ob- 
tained, hardware service depart- 
ments are filling a real need in many 
communities by repairing all kinds 
of domestic and farm equipment for 
their owners. 

Although many stores maintain 
successful repair departments, many 
of them have not realized to the full- 
est the possibilities for repairing 
and sharpening saws. Machine saw 
filing has proved itself to be both 
fast and accurate and, moreover, 
can be done easily by the average 
hardware store service man. Equip- 
ment for this work has been avail- 
able for many years and is depend- 
able in ever respect. 





(Courtesy Foley Manufacturing Co., Minneapolis, Minn.) 


A repair shop of this type can make excellent use of the automatic saw 
filing equipment which is shown in the center of the illustration. The shop 


is that of the Warner Hardware Co., Minneapolis, Minn. 





Were A Mew: Fast Selling 
Non- Rationed, Profit Maker 


(IMMEDIATE DELIVERIES) 


“ALL-OUT” 


(Dry Chemical) 


Emergency FIRE EXTINGUISHING UNIT 


® Every hardware store customer is a prospect 
for “ALL-OUT” Emergency Fire Extinguishing 
Units. Safe, dependable and always ready, 
“ALL-OUT” instantaneously extinguishes all types 
of incipient fires (flammable liquids, oil, grease, 
gasoline, electrical, etc.) without damage to fine 
fabrics, highly polished wood or metal finishes. 
“ALL-OUT” is non-poisonous, non-corrosive, anda 
non-conduttor of electricity. Measuring only 13” 
x 3” diameter, the Unit is simple and easy to use. 

Increase your profits with “ALL-OUT” at the 
“Fair-Trade” price of $2.95 (slightly higher west 
of the Rocky Mountains). Stocks are available 
for immediate delivery. Discounts to dealers are 
extremely liberal. Write today for folders and 
complete information. 











Practically every type of industry, 
as well as farmers, has use for saws 
and they all need to keep them in 
first class condition. Until recently, 
under war-time conditions it would 
not have been possible for hardware 
stores to obtain the automatic saw 
filing equipment. Recent changes in 
government regulations, however, 
have made it possible for dealers to 
obtain this equipment without any 
special priority, as it can be obtained 
on a rating of AA-5-MRO, which 
any repair shop is authorized to 
give, according to the Foley Manu- 
facturing Co., Minneapolis, Minn., 
makers of the Foley saw filer. 

By installing an automatic saw fil- 
ing service, the average hardware 
repair shop will increase its income 
and, at the same time, be rendering 
a worthwhile and much needed ser- 
vice to the community. 








Latest News on 
PRIORITIES 
and 


WAR-TIME ORDERS 
on page 96 
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Thousands of Androck Eze 


Beaters are serving on the home front 


today, preparing food for tens of thou- 
sands of war workers. But this is merely 
a “drop in the bucket” when you vis 
ualize the demand of post-war days. 
Ten million men will be returning from 
the armed forces to re-establish homes 
.- millions of other families which need 
and want efficient cooking utensils to- 
day...and cannot buy them... will 
have money in the bank to purchase 
when war restrictions are lifted. And 
you may depend upon it...Washburn 
will have streamlined, profit-making 


merchandise ready following“ V-Day”! 


DP ANoTHeR 
ANDROCK 


PRODUCT 





KITCHENWARE 





HOUSEWARES *« HARDWARE 





THE WASHBURN COMPANY 





WORCESTER, MASS. « ROCKFORD, ILL. 
NILES, MICH. 
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BUY MORE WAR BONDS 
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Washington News Reel 


(Continued from page 120) 
of the WPB chiefs, and should be 


| issued in the near future. 

| Because of the relatively small 
| amount of goods involved in OCR pro- 
| grams and the large number of outlets 
| to which these goods must go it has 
| been impractical to get them to the 
| trade through the use of ratings. Con- 


| sequently, most of the material which | 


OCR claims is distributed by alloca- 
| tion. 
In some cases, according to OCR, 
this system has not been able to pick 
| up inequities caused by shifts of popu- 
| lation or by the conversion of a mann- 
| facturing plant to war production. The 
basic principle of the proposed regula- 
tion is to set aside a certain percentage 
of the civilian requirements to pick up 
| such inequities on an emergency basis. 
| With a reserve, OCR pointed out, dif- 
| ferences in ratings would be of less 
| importance. 


War Loan Poster 
For Retail Dealers 





This Fourth War 


| Poster, “Let ‘Em Have It—Buy Extra 








Loan Drive | 


| Bonds,” is available in full colors | 
in three sizes to retail dealers for | 


display in their stores and win- 
dows. It is offered in three sizes 
to retail dealers for store and win- 
dow use. The three sizes are 10 by 
14 in., 20 by 28 in., and 28 by 40 in. 
Showing a soldier about to throw 
a hand grenade, it is available 
through local War Finance Com- 


mittee Chairmen. As pointed out in | 


an article on page 80 of the Dec. 9, 
1943, issue of HARDWARE AGE, the 
Fourth War Loan Drive runs from 
Jan. 18 to Feb. 15, 1944, with retail 
hardware stores and other retail 


outlets asked to concentrate their | 


| selling efforts on the sale of “E” 
bonds. The Retailers War Cam- 
paigns Committee recommends a 


$200 per employee quota be used 


for this campaign. 


Fine Tools 
by 


VAUGHAN 


os 


FoR SEVENTY- Five Years. . . 
the production of Fine Tools has 
been our Gne aim. Only such 
continued experience makes pos- 
sible the outstanding features 
and high quality found in 
Vaughan Tools, that result in 
more work—less fatigue—a war- 
time necessity. 

Vaughan’s complete line is 
found in every branch of industry 
today doing its job—and helping 
toward Victory tomorrow. 


Fine Tools Are Ammunition 


Today more than ever before—toola | 

= o hee Se part in our war effort. 
Vaughan Tools are buiic esa 

quaihie vital metals, care should be 
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And Still Available for Hardware Distribution 


Lightning pak 
Heating Pad 


Requires no hot water or electricity. 
By adding two spoons full of water 
the maker states, you will have heat 





wk f sae | 


that will last from eight to 10 hours, 
and that each heat unit will give 120 
hours of service. Can be used to relieve 
simple aches and pains, and discomfort 
resulting from sprains, arthritis, lum- 
hago, and chest congestion. Refills are 
available for the pad. Rose-Derry Co., 
Chemical Division, Newton, Mass. 





Novoline Mail Boxes 


Model 201, illustrated herewith, has 
a plywood front panel that is said to 
be waterproof. Model 202, has a glass 


front panel. Both panels are set in 
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rabbet and raise readily for easy access 
to mail, according to the maker. Have 
water-resisting oak finish, and are 114% 
in. high, 6 in. wide, and 2% in. deep. 
Novoline Co., Plankinton Building, 
Milwaukee 3, Wis. 





All Purpose Sprayer 


“Sky Rocket” sprayer made of light 
weight material and is said to be easily 
operated. Has a molded plastic head 
and the bottle cap has a special “drip- 
catch” feature. The flexible syphon 
tube is made of non-corrosive plastic, 
according to the maker. Pump tube is 
1/3 inch thick pressed chipboard, 


waxed inside and out to prevent de- 
terioration from oil and spray liquids. 





Overall length is 14 inches and the 
height is 5 inches. An amber glass cf 
8-ounce capacity is included. The 
American Specialty Co., Amherst, Ohio. 





Premier Cleaner 
Parts Catalog 


Contains illustration of every part 
mentioned. Service price list is di- 
vided into four principal sections. First 
section has all the parts needed for 
service replacements in motor-driven 
brush floor models. Other sections 
cover hand cleaners, cylinder cleaners, 
and attachment parts. Easy instruc- 
tions for locating any particular part 
are given. Electric Vacuum Cleaner 
Co., Inc., Cleveland, Ohio. 





Vaco Screw Driver 


Designed with a flexible shaft which, 
according to the maker, has just enough 
give so that it holds rigid, yet it can 
go around corners, or be used to reach 
into a dark or out of the way spot. 
Vaco Products Co., 317 E. Ontario St., 
Chicago, Ill. 


Coal and Kindling 
Carrier 


Designed for carrying coal and kin- 
dling from the bin to the fireplace. 
Made of colorfully striped, durable 





canvas with boxed in ends. Has double- 
braided handles that are said to be 


sturdy. Packed one dozen to the car- 
ton in assorted colors. Acme Canvas 
Products Co., 2833 Hennepin Ave., Min- 
neapolis, Minn. 


New Style Sealer 


Model three, designed with slots in 
the sides which are said to prevent 
piling up or backlashing. The roll of 
tape bears on the base and maker states 
this serves as an automatic brake. Vari- 
ous sizes of gummed tape can be used 
including three inch widths. Sides are 
made of laminated duron, the base of 
wood and the metal parts of terneplate. 
Packed six to a carton. Prince Mfg. 
Co., 5800 S. Loomis Blvd., Chicago 36, 
Ill. 
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Planet Jr. Farming 
Equipment 


No. 155-F is an adaptation of Planet 
Jr., 155 and 156 multiple row seeders. 
Sold as a four, five or six-row machine, 
it can be adapted to any desired num: 


ber of rows within the limits of 72 in. 
center to center of the outside rows. 
Double seeder units, No. 9675X, plant 
two rows from 5 to 30 in. apart. For 
wider rows, or for an odd number of 
rows, a single seeder unit, No. 9740X. 
is required. Roller ground units float 
independently to take care of uneven 
ground, but are held exactly parallel to 
permit multiple row cultivation. Maker 
states seeder operates as well on beds 
or on the flat. Seed hoppers hold 914 
quarts each. Seeder will accurately 
plant all kinds of vegetable seeds, says 
the maker. The regular opening plows 
furnished, plant up to 114 in. deep, al- 
though a variety of other plows can be 
furnished for deeper planting or for 
special requirements or conditions. 
Seat attachment can be supplied as an 
extra. Seeders supplied with wither a 
hitch for the Ferguson system on the 
Ford tractor, or a universal hitch to 
attach to any row-crop or general pur- 
pose farm tractor. S. L. Allen & Co.. 
Inc., Fifth St. & Glenwood Ave., Phila- 
delphia, Pa., 40 


Corn Ear Worm 
Drops 


By means of a small applicator these 
drops are applied to the corn silk 
shortly after pollination. The correct 
time is indicated by the browning of 
the silk. Maker states that the worm 
drops not only check damage to the 
ear by any existing worms, but also 
tends to keep out new _interlopers. 
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When Sending a 





Toastmaster Toaster for Repairs 


THE TOASTER MUST BE 
WELL-CUSHIONED IN YOUR PACKAGE 


A Toastmaster toaster sent to a service station for repairs should 
be well and carefully packed. Use a large carton or box and 
cushion it well on all sides, top and bottom. Toasters frequently 
arrive at a service station badly damaged due to careless or in- 
sufficient packing. As a result, repairs oftentimes become a much 
more difficult and costly job than they should be. 


DON’T START A REPAIR JOB UNLESS 
YOU ARE EQUIPPED TO FINISH IT 


A dealer who is not equipped to handle a complete repair job should 
not attempt to start one. Send the toaster as received from the 
customer direct to the service station. Don’t partially take it apart 
and then, because you are not equipped to finish the job, send it in 
pieces to the service station. Parts may become damaged or lost, 
making it more difficult to locate the real trouble, and thus causing 
the repair job to cost more than it should. 


SEND A COMPLETE WRITTEN REPORT 
OF CUSTOMER'S COMPLAINT 


A dealer should obtain a statement from the user outlining the 
trouble exactly. Make sure, before accepting the toaster for re- 
pairs, that the trouble is in the toaster. Sometimes trouble comes 
from another source. Uneven toast, for example, frequently is 
caused by the bread used. Bread which is very moist or uneven in 
texture will not toast evenly, resulting in the toast being lighter or 
darker in spots. Small or unevenly cut slices or crusts may burn 
slightly around the edges. Such results, due to variation in bread, 
do not indicate poor performance of the toaster. Also, variation of 
voltage in the power line or a poor connection, caused by a faulty 
outlet, could be the reason for uneven or insufficient toasting. 


Repair work can be profitable. Repair work can be handled oftentimes with less 
trouble than you imagine. Most important, however, repair work can keep alive the 
goodwill you have built in prewar years and can pave the way for postwar sales. 

Tell your customers . . . by mail, by telephone, by personal calls . . . about your ability 
to service Toastmaster toasters and waffle bakers. If you are not in a position to do the 
actual repair work yourself then use the nearest authorized service station listed below. 


‘AUTHORIZED TOASTMASTER* SERVICE STATIONS 


FACTORY 
Elgin, lil... . .McGraw Electric Co. 
FACTORY BRANCH SERVICE 
STATIONS 
Chicago. Ill... .222 W. Adams St. 
Los Angeles, fa, oc ccecdlO euee 
ir 


t. 
New York, N.Y... 196 Lexington 
Ave., Corner 32d St. 
AUTHORIZED SERVICE STATIONS 
Atlanta, 7. -Georgia Power Co. 

ectric Building 
Baltimore, i Baltimore Elec. 
Lt. Co., 300 W. ‘Cold Spring Lane 
Boston, Yom Farrington Elec. 
18 Boylston St. 


Pigsburgh, pe Quick Service 
ec. Co. mate Arcade Bldg 
Portland, Gre. . .Bressie Elec. Co. 
909 Southwest Fifth Ave. 


Cincinnati, O.. pete Elec. Co. 


m 
Cleveland, O.. Elec’l Repair & 


Const. Co., 811 Prospect Ave. 


Dallas, Tex. . . Douglass Elec. App. Reading, +t . Singer Crockery Co 

Co., 1323 W. Davis St. 9 Washington St. 
Denver, Col.. . Midwest Elec. San Di Cal. i. qyiines 
Wiring Co., 323 W. Colfax Ave. Elec’ 1Co., 299 *B" 


Detroit, Mich. . Cooley- Van Howe Seattle, Wash... Ap m&.. Ports & 

Service Co., 744 Mich. Theatre Bldg. Serv. Co., 214 Stewart St. 

Miami, Fla. . Florida Appliance Spokane, Wash. . Maxwell & Franks 
Service, 751 W. Flea} er St. First Ave. at Wall St 


eos Minn., E.B. Kelly & Co. San Francisco, Cal... . .Radelfinger 
214'S. Seventh St. Bros., 544 Natoma St. 
New Orleans, La. .Reliance Elec’! St. Louis Mo. Kaemmerlen Elec. 
Works, 814 Carondelet St. Co., 2318 — a 
ae Pa. . Joseph T. Fewkes Washington, b. ate _— 
137 N. Twelfth St. 2320 18th Stt 


OASTMASTER Products 


Packed in 2-oz. bottles, each has an | 


applicator. Rose Mfg. Co., Beacon, *** ToaSTMASTER”™ is a registered trademark of McGraw Execraic Company, Toastmaster Products Division, 
.. X. Elgin, Ill. Copyright 1914, McGraw Electric Co. 
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Emerson Issues 
Radio History 


Entitled, “Small Radio, Yesterday 
and in the World of Tomorrow,” by 
Benjamin Abrams, president of Emer- 
son Radio & Phonograph Corp., this 
book traces the evolution of small radio 
from the early midget designs of 1928 
up to the last compact models produced 
in 1941. It reviews the types and styles 
of receivers during the 13-year period, 
and states his observations on mer- 
chandising and trade and consumer 
trends. Mr. Abrams counsels engineers 


and manufacturers against unrealizable 
offerings of dream sets immediately 
after the war. He states that there have 
been miraculous electronic develop- 
ments, but that it might be a number 
of years before they can be brought 
into practical home set production and 
operation. Mr. Abrams states his 
opinion that television is perhaps the 
only new electronic-radio development 
for home use which can be produced 
within six months after the end of the 
war. Other sections of the book are 
devoted to Emerson’s war production, 
engineering progress, and plans for a 





We'd like to pin a meaad iy 


on every dealer's chest! 


HEN it comes to distinguished service on the 

home front, we think that you hardware arid 
lumber dealers deserve a medal for the swell job 
you are doing in the face of great odds. 


We know what a tough row you've had to hoe. 
We know because we serve the hardware and lum- 
ber trade from coast to coast. We've seen how 
you've had to take on strange new lines of mer- 
chandise in order to keep your doors open—how 
you've had to struggle with priorities, price ceil- 
ings, new help, and a thousand and one other war- 
time headaches, But through it all you've kept 
your feet on the ground, and we admire you for it. 


We don't know how much longer this war will 
last, but when peace comes we promise to show 
our appreciation for the understanding coopera- 
tion you dealers have given us during these critical 
times. Until chen, however, all we can do is to 
divide the merchandise we have as fairly as pos- 
sible among our dealers so that each will get his 
share. 
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No building is weatherproof until it 
is calked. NU-CALK Calking Com- ie 
pound will not dry out, run, crack, 2 
harden or pull away. 


oie Glene 


Glazing Compound 


This dependable compound does not 
dry out, crack or peel. Not oily... 
clean to handle/ Applied like putt 
..»+ but not putty. 


PLASTICS 
MADUCO Plastic Molding and Trim 
won the National Plastic Award for 


1941, the highest honor in national 
plastic competition. 


VICTORY 


Wood & Felt Weather Strip 


An efficient, easy-to-install weather 
strip. Made of high grade felt and 
wood. 
































resumption of civilian operations, Emer- 
son Radio & Phonograph Corp., 111 
Eighth Ave., New York 11, N. Y. 





Fire Extinguisher 


“All-Out” emergency fire  extin- 
guisher unit designed for use in extin- 
guishing grease, oil, gasoline, flammable 
liquid, and similar types of incipient 
fires. Is packaged for sale to owners 
of homes, farms, garages, and places 
of business which may be unable to 
buy fire extinguishers because of pri- 
ority requirements. Has a fiber cylinder 
measuring 3 in. in diameter and 13 in. 
in height, and it contains approxi- 





mately 4 lb. of “All-Out” dry chemical, 
the same type used in the company’s 
industrial extinguisher. The maker 
states that according to tests conducted 
by the Electrical Testing Laboratories, 
the chemical is non-abrasive, non-cor- 
rosive, and a non-conductor of elec- 
tricity. The maker states that it will not 
mar, stain or damage delicate fabrics, 
furniture, or highly polished metal or 
wood surfaces. The National Powder 
Extinguisher Corp., 50 Rockefeller 
Plaza, New York City. 





1944 Credit Manual of 
Commercial Laws 


Published to give credit and financial 
officers a reference book on the laws of 
trade. The 1944 war edition contains 
800 pages and necessary information 
about new and revised state laws and 
federal government regulations having 
direct bearing on trade. The state laws 
are arranged in a general summary un- 
der the subject discussed. This is fol- 
lowed by a summary of the laws in 
several states as they apply to that sub- 
ject. The laws discussed are those af- 
fecting business transactions on condi- 
tional sales, chattel mortgages, aesign- 
ment of accounts receivable, bulk sales, 
negotiable instruments, mechanics liens, 
etc. State laws governing bonds re- 
quired on publie improvements are also 
included. National Association of 
Credit Men, New York City. 
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Magni-Focuser 
Binocular Eye Loop 
(A Correction) 


In error, two cuts of other products 
were published with an editorial de- 
scription of the Magni-Focuser Binocu- 
lar Eye Loop, on page 119 of the Jan. 6, 
1944, issue of Harpware Ace. The 
two cuts shown were products of the 
Mark Specialty Co., 406 Temple Bldg., 
Rochester, N. Y. Illustrated is the 





correct picture of the Magni-Focuser 
Binocular Eye Loop, which is made by 
Edroy Products Co., 840 Lexington 
Ave., New York City. It is equipped 
with stereoscopic, prismatic, magnifying 
lenses of optical glass. The user may, 
by slightly tilting his head, bring the 
subject into greatly magnified focus. 
The user, when not needing the magni- 
fication, can easily look beneath the 
shade with his normal vision. The loop 
is manufactured from cellulose acetate, 
which is said to be non-inflammable and 
durable. Made with an adjustable head 
band, it is said to suit anyone’s eyes, 
and to fit comfortably over regular eye 
glasses. The design also affords eye 
protection from flying bits of steel or 
shavings. 





Powers Venetian 
Blind Cleaner 


Designed for wood, metal and plastic 
venetian blinds. Liquid cleanser re- 
quires no water nor rinsing. Merely rub 
it on, wipe it off. Can be used on all 
painted or varnished surfaces, windows, 
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porcelain, refrigerators, and tile, ac- 
cording to the maker. One gallon is 
said to clean from eight to 10 blinds. 
Maker states it is non-inflamable and 
harmless to hands. Powers Products, 
8101 Ingleside Ave., Chicago 19, Ill. 





Behr-Manning Booklet 
On Coated Abrasives 


Second basic information booklet 
which follows on the heels of booklet 


No. 1 for distributor salesmen pub- 
lished by the company. This is a re- 
vised edition for buyers and users of 
coated abrasives, and contains a down- 
to-earth discussion of coated abrasives, 
their component parts their manufac- 
ture and their ultimate use. Also in- 
cluded is information on how to identify, 
how to order, and how to store sand- 
paper. Contains 28 pages of fully illus- 
trated information. Copies may be had 
upon request. Behr-Manning Corp. 
Troy, N. Y. 





New 
Beautiful 
Utensils 


INCE Pearl Harbor, the complete facilities of our 6-acre 
modern plant have been engaged in round-the-clock pro- 
duction for war .. . vital, molded aluminum parts for planes, 
army and navy ordnance. Result . . . new streamlined meth- 
ods, new techniques that will surely prove invaluable in our 
postwar production for the home. 


When Uncle Sam lifts the restrictions on civilian goods, you'll 
find the HEALTH line of thick molded aluminum kitchen uten- 
sils smartly re-styled and priced for volume selling. 


Ycu'll find the famous HEALTH Pressure Cooker-Canner newly 


engineered, with many new exclusive features. 


. - Watch for the announcement of a sensa- 
tional new HEALTH “Instant” Sauce-pan 
Cooker ... many stepa ahead of anything pre- 
viously offered to the trade. 





PEORIA, | ILLINOIS 





ALUMINUM WARE “im PRESSURE COOKERS 
NATIONAL ALUMINUM MFG. CO. 
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GTEELGRID Prompt deliveries 


yiREGRID 


BELT HOOKS 
i: 





both types! 


WIREGRIP Belt Hooks that can 


be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 
perfect alignment, prevent han- 
dling and card-end loss— every 
hook saleable and usable. Made in 
6 sizes 


STEELGRIP Belt Lacing is applied 
with a hammer. Comes in 8 sizes, 
in standard boxes, handy packages 
or long lengths for wide conveyor 
belts. Have 2-piece hinged rocker 
pins 
Priority Business 

—is waiting on belt lacing at local 
plants, and schools. 


Write for Catalog 


ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 
5348 Northwest Highway, Chicago, U.S.A. 

















New Monitor windmills 
are on the way! Baker 
Manufacturing Company is 
standing by its dealers in 
their drive to keep farm 
wells pumping. 
Replacement parts will 
continue to be furnished 
for repairing old windmills 
where possible. In addi- 
tion to that—Monitor has 
been authorized to manu- 
\ facture a substantial num- 
ber of new windmills dur- 
1 ing the coming year. 
/ If a farmer's need is genuine 
and he qualifies for ration cer- 
tificate MR-22, he may be able 
to obtain a new windmill. 
This is not a stripped wartime 
model, but the regular Monitor 
“storm-safe’’ mill with auto- 
matic wind-governing, self-oil- 
ing head and iron-vault gear 
case. Get the full facts from 
your nearest Baker branch. 
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BAKER MANUFACTURING CO., EVANSVILLE, wis. 


BRANCHES: Minneapolis, Minn.; Madison, Wis.; 
Dodge, ta.; Cedar Rapids, ta.; Omaha, Neb.; io 
ty, Mo.; Enid, Okla: Hutchinson, Kansas. BAKER 
MFG. LTD., Winnipeg. AXTELL CO., Fort Worth: 
Amarillo, Lubbock, San Angelo, Tex. 
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SALES OF 1,221 INDEPENDENT RETAIL HARDWARE 
DEALERS IN UNITED STATES 


November, 1943 Comparisons 





SUMMARY 


= ag ee *42 


No. Stores Nov. S49 rey "43 


Total 1,221 +8 


1 


Nov. "43 
$7,777,356 





Nov. °42 


$7,227,835 


Oct. ’43 
$8,080,533 





First 11 mos., 1943, showed 2 per cent decline from 1942. 
1943, $98,665,835, 1942, $100,899,572 











Per Cent Change 
Number’  Nov.’43 Nov. ’43 Dollar 
of firms vs. vs. Sales 
States by Regions reporting Nov.’42 Oct. ’43 Nov. 43 
New England 73 4.4 aim 522,281 
Maine ...... ° A 
New Hampshire and Vermont 8 4 11 128,904 
Massachusetts 40 + } — 6 230,352 
Rhode Island ” = 
Connecticut 15 +10 - } 75,136 
Middle Atlantic 134 + 6 — 4 863,953 
Pennsylvania 134 + 6 -4 863,953 
East North Central 378 + 7 -6 2,200,889 
Ohio ; 109 +12 —-§ 874,185 
Indiana 61 + } -10 299,448 
Illinois 84 4. § — § 399,966 
Michigan 42 — 8 — 8 245,156 
Wisconsin 82 +11 —8 382,134 
West North Central 156 +9 -10 579,672 
Iowa . 46 + 7 —13 191,012 
Missouri 37 + 4 —10 128,782 
Nebraska 34 +7 —1) 91,908 
Kansas 39 +17 — 4 167,970 
South Atlantic 18 +9 —2 348,191 
South Carolina ll +13 + 7 94,445 
Georgia 21 + 6 — 2 141,289 
Florida 16 +11 - 8 112,457 
East South Central 14 + 4 +7 106,695 
Alabama , 14 +4 +7 106,695 
West South Central 104 +13 2 723,384 
Arkansas 17 4. 7 + 5 122,402 
Oklahoma 36 +17 + 4 200,284 
Texas 51 +12 — 6 400,698 
Mountain 84 + 3 7 566,108 
Montana 19 + ] — 6 122,958 
Idaho 13 +24 -7 80,272 
Wyoming . iat 
Colorado 27 + 6 — 7 105,937 
New Mexico 7 +9 —14 130,814 
Arizona 5 +5 + 6 30,136 
Utah a ee er ae een ee 
Nevada {ere » Gan Be asd ae ee 
Pacific 230 +10 +2 1,866,183 
Washington 41 + 4 —9 295,654 
Oregon 27 +13 — 4 180,655 
California 162 +10 + 6 1,389,874 
Los Angeles, Cal. 18 +12 + 3 134,975 
Portland, BS 8 + 8 —4 062 
San Francisco 22 +20 +11 206,574 
Seattle, Wash. 12 —l1 —2 31,333 





* Note while stores in these states are included in grand total, figures for 
these states are not shown in this chart, because of insufficient data. Compiled 
by Bureau of the Census, U. S. Department of Commerce. 
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HANG IT 
RIGHT 


with PAINE 


PIPE eyeArS 


Available in 
50 ib. Cartons & 
100 Ib. Bags 
on Low Priority 





Guoranteed Number Of Pieces To The Pound. 


A FAST-TURNING SHELF ITEM 
For fastening thin wall pipe, BX, rigid con- 
duit, and non-metallic sheathed cable. 
Made of uniform gauge Galvanized with 
rounded edges. Beaded for extra strength. 
14 different sizes in each style. 

Meet all Government specifications. 


Ask your Jobber and write for Catalog. 
THE PAINE CO. 


2963 Carroll Ave. Chicago 12, ill. 


Offices in Principal Cities 


and wancine DEVICES 
KEY BLANKS 


from 
“America’s Largest Exclusive 
Locksmith Supply” 


In ordering, use any stand- 
ard manufacturer’s number. 
If the original blank is not 
available, we will endeavor 
to ship the proper substi- 
tute. 


WHITLOCK SUPPLY CO. 
17 Warren Street, New York 7, N. Y. 
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13 days-— 


before date of issue 
is the closing date 
for the classified ad- 
vertising section. 
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WPB Formulating 
Plans for 
Reconversion 


(Continued from page 82) 


and materials are available and the 
product is needed by the civilian 
economy.” 

Reiterating this point is the 
Army’s plan for contract termina- 
tion, which calls for termination of 
contracts held by small producers 
first. Manifestly, conversion will be 
slow and _ distribution problems 
acute, and as predicted by OPA 
prices will have a tendency to rise, 
all because of the small quantities 
of goods to be initially turned out. 

WPB is fully aware of these man- 
ufacturing and distributing prob- 
lems and is preparing to forestall 
some of them should that agency be 
entrusted with the job. For example, 
if only one manufacturer resumes 
civilian production questions of 
competitive position arise, which 
might tend to give him and his dis- 
tributors an unfair advantage. 

Limited output of civilian goods 
will confront the American public 
at least until reconversion is com- 
plete and perhaps for an even 
longer period, if the present Admin- 
istration is able to carry out its 
plans for rehabilitating the world. 
Therefore, some plan of equitable 
distribution is necessary, whether it 
be administered by WPB or some 
other Government group, to get the 
product to the point of greatest 
need. 


Suggestions 


The following suggestions ad- 
vanced by members of the whole- 
sale hardware industry, considering 
the manufacturer in forming an 
equitable distribution order, are 
worthy of some study: close coop- 
eration between WPB and _ the 
procurement agencies in placing 
contracts so that competing manu- 
facturers will finish their war con- 
tracts at about the same; produc- 
tion of an anonymous war model, 
distributed by all manufacturers on 
an equal basis; resumption of pre- 
war production, new developments 
being withheld until all manufac- 
turers are again operating; and 
avoidance of a program similar to 
the stove-rationing plan. 


Meanwhile, WPB has set up a 
proposed equitable distribution or- 
der and has emphasized that the 
























Rl p Ss M EL 
FOR AN EXTRA PROFIT BONUS! 


Join the increasing numbers of lively 
dealers who are teaming up Ridsmel 


with paint—and cleaning u 
extra profits. Now — wit 
Ridsmel — paint smell is 
banished before it starts. 25¢ 
size good for average apart- 
ment, 









Display a carton on your counter. 
Sample order: 3 doz. 25¢ 7 
tles, $5.40, F. 0. B., WN. 





HOLLEY CHEMICAL COMPANY 


122 East 25th Street New York 


DETACHABLE BLADE 
KNIVES. .for HOBBYISTS 


an A a ee a 


CRAFT! 


No other item you've ever handled 
returns you so much sound, steady 

profit, or your customer such com- 

plete satisfaction . . . and that’s why con- 
stant repeats make your profits swell. Here's 
healthy prosperity just waiting to be asked 
. « « GRAB IT! 





Address” inquiries to Alfred Field & Co., 
sole distributors in Hardware Field, 93 
Chambers Street, N. Y. 






Get our deal for 
this beautiful 
silent salesman. 





Let Sharp-Edged Advertising Help 








A national “big push’’ in publications reaching the 
very people who buy from you 1 
compelling ‘Dealer Helps’ and_ this handsome 
time-proved display cabinet containing ample stock 

° these together make X-acto Knives with 8 
interchangeable blade types PROFITABLE. Get 
all the facts today. 


A OE oe 
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ARMSTRUNG BROS. 








All ARM>siKONG BROS. Pipe Cutters are 
made in all standard types. Each is a quality 
tool with hardened steel pins and rollers. 
“Seunder Type''—hardened end of thrust rod 
bears on jaserted hard steel block (double life). 
In “Drop Forged" and “Combination” types, 
whieh take cither 1 or 3 wheels, a replaceable 
hardened steel nut takes up thrust. In the 
“Barnes” type thrust rod threads through drop 
forged steel section. ARMSTRONG BROS. 
Knife Blade Cutter Wheels (smooth or knurled) 
have thin penetrating edges that hold their keen- 
aess because they are machined from spe- 
cial vanadium tool steel, hardened and 
oil tempered. Fit all standard-make 
pipe cutters. 

Write for Catalog C-39%a 

TR o ne G S R OSs 


TOOL CO 


CHICAGO, US A 


St, New York 














ARMS 


}¢ N FRANC sco AVE 


house & Sales: 199 Lafayett 


ESTABLISHED 1888 
€ P rity required. Consult your jobber 


HANSON SCALE CO., Chicago 
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THEY PULL—CLINCH—HOLD 


The outstanding fastener for onme, repairing 
sereens, garées furniture, frames, ete. 
ORDER NOW FROM YOUR JOBBER 
SUPERIOR FASTENER CORPORATION 
2949 Elston Ave. Chicago (18) Wil. 














Watch 
for an Important 
Announcement 
from “Little Doc” 
January 31st! 


*" GUS. J. SCHAFFNER COMPANY 








534 CALIF. AVE. AVALON, PITTSGURGH PA 








order does not prescribe a system 
or method of distribution but mere- 
ly sets out certain objectives which 
should be accomplished if equitable 
distribution is to be achieved. 
The background of the order is 
based on a number of things, it has 
been explained, namely, the con- 
stant flow of letters to Congress, 
WPB and the White House com- 
plaining that certain articles are 
unobtainable; and the _ two-fold 
weakness of allocation systems of 
manufacturers and wholesalers, who 
make no attempt to modify the base 
to take into account population 
changes and in many cases they are 
administered by the company’s 
salesmen with inequitable results. 


Equitable Distribution 


The proposed order defines the 
characteristics of equitable distribu- 
tion as follows: (1) modification of 
base-period allocation systems to 
take care of population changes; 
(2) provision for the so-called or- 
phan concerns, whose usual source 
of supply has converted to war pro- 
duction; (3) no differential that 
was not in effect before the war as 
to (a) large and small companies, 
(b) location, or (c) affiliated versus 
unaffiliated outlets. The order will 
specify that prospective buyers must 
meet the supplier’s regular credit 
terms of pay cash. It will apply 
only to material left after rated or- 
ders are filled. 

Any buyer who feels that he has 
been unfairly treated under the 
order’s definition of equitable dis- 
tribution could file a complaint with 
WPB. Should the complaint be jus- 
tified, the seller will be advised to 
change his practices or, if he does 
not comply voluntarily, may receive 
a directive ordering him to sell to a 
specific buyer. The committee hear- 
ing complaints will be composed of 
men familiar with wholesale and 
retail trade practices, it has been 
stated by WPB. WPB has also in- 
vited written suggestions from the 
trade and has promised that they 
will receive careful consideration. 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 96 
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Reversible Handle 


LONGER HANDLES—SHAPED AND BAL 
ANCED PERFECTLY. MODELS RANGE 
FROM 10c to $5. Double-edged Blades sup- 


plied with super-sharp or serrated edges 


No screw driver or wrench needed to 


replace blades—just push new blade in. Big 
replacement sales assured dealers 


ng RED DEVIL WOOD SCRAPERS 


blade 
st . 


LANDON P. SMITH. INC., IRVINGTON, N. J 

















trade names are constantly 


being added to the listings 
for the next Directory 


Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 
glad to serve you. 


HARDWARE ‘AGE 
100 E. 42nd St, New York City 


+ 
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American Hardware Supply Co., 
annual convention, Jan. 24-25, 1944, at 
company headquarters, 41-43 Terminal 
Way, South Side, Pittsburgh, Pa. Wil- 
liam M. Stout is general manager. 


American Toy Fair, March 6-18, 
1944, in New York City, 200 Fifth Ave- 
nue, 1107 Broadway and at other per- 
manent show rooms and also at the 
Hotel McAlpin, Herald Square, New 
York City. James L. Fri, managing 
director, Toy Manufacturers of the 
U.S.A., Inc., has his headquarters at 
200 Fifth Avenue, New York City. 
Horatio D. Clark, assistant director, 
Toy manufacturers of the U.S.A., Inc., 
is manager of the American Toy Fair. 


Arkansas Retail Hardware and Im- 
plement Association, annual convention, 
April 4, 1944, at Little Rock, Ark. 
Headquarters, sessions and exhibit at 
the Marion Hotel. George L. Turner, 
322 E. Markham St., Little Rock, Ark., 
is secretary. 


Bieycle Institute of America, 
Inc., annual meeting, Jan. 26, 1944, at 
the Roosevelt Hotel, New York City. 
With this organization are affiliated the 
Bicyele Manufacturers Ass’n of Amer- 
ica, Cycle Parts and Accessories Ass'n, 
and the Cycle Jobbers Ass'n. Cecile 
Meehan, 122 East 42nd St., New York 
City, is executive secretary. 


California Retail] Hardware Associa- 
tion, annual convention, Feb, 15-16, 
1944, at San Francisco, Cal. Head- 
quarters and sessions at the Whitcomb 
Hotel. Le Roy Smith, Room 237, 417 
Market St., San Francisco, Cal., is 
secretary. 


Connecticut Hardware Association, 
annual convention, Feb. 22, 1944, at 
Hartford, Conn. Headquarters and ses- 
sions at the Hotel Bond. Carl Nygard, 
Branford, Conn., is acting secretary. 


Eastern Hardware Golf Associa- 
tion, golf tournament, June 8, 9 and 10, 
1944, at the Westchester Country Club, 
Rye, N. Y. H. L. Gilliam, Wood Shovel 
& Tool Co., 30 Rockefeller Plaza, New 
York City, is treasurer of the club. 


Illinois Retail Hardware Association, 
annual convention and exhibit, Feb. 
22-23, 1944, at Chicago, Ill. Headquar- 
ters, sessions and exhibit at Sherman 
Hotel. C. G. Gilbert, 1455 Merchan- 
dise Mart, Chicago, IIl., is secretary. 


Indiara Retail Hardware Associa- 
tion, annual convention, Jan. 25-26, 
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Coming Conventions 
and Events 


Corrected According 
to Latest Data 


1944, at Indianapolis, Ind. Headquar- 
ters and sessions at the Hotel Lincoln. 
G. F. Sheeley, 333 N. Pennsylvania 
Ave., Indianapolis, Ind., is secretary. 


Intermountain Association, annual 
convention, Feb. 2-3, 1944, at Boise, 
Idaho. Headquarters and sessions at the 
Hotel Boise. Leon L. Weeks, Chamber 
of Commerce Building, Boise, Idaho, 
is secretary. 


Iowa Retail Hardware Association, 
annual convention, Feb. 8-11, 1944, at 
Des Moines, Iowa. Headquarters, ses- 
sions and exhibit at Hotel Fort Des 
Moines. Philip R. Jacobson, Mason 
City, Iowa, is secretary. 


Kentucky Hardware and implement 
Association, annual convention, Jan. 
26-27, 1944, at Louisville, Ky. Head- 
quarters, sessions and exhibit at the 
Kentucky Hotel. J. M. Stone, 315 
Kentucky Hotel, Louisville, Ky., is 
secretary. 


Michigan Retail Hardware Associa- 
tion, annual convention, Feb. 22-24, 
1944, at Grand Rapids, Mich. Head- 
quarters, sessions and exhibit at the 
Pantlind Hotel. H. A. Daschner, 1112 
Olds Tower, Lansing, Mich., is secre- 
tary. 

Nebraska Retail Hardware Associa- 
tion, annual convention, Feb. 15-16, 
1944, at Omaha, Neb. Headquarters 
and sessions at the Fontenelle Hotel. 
C. A. McCoy, 325 Insurance Building, 
Lincoln, Neb., is secretary. 


New England Hardware Dealers 
Association, annual convention and ex- 
hibit, Feb. 29-March 1, 1944, at Boston, 
Mass. Headquarters, sessions and ex- 
hibit at Hotel Statler. Russell R. 
Mueller, 189 Dartmouth St., Boston, 
Mass., is secretary. 


New York State Retail Hardware 
Association, annual. convention, Feb. 
8-9, 1944, at Syracuse, N. Y. Head- 
quarters and sessions at the Syracuse 
Hotel. Nicholas H. Kiley, 508 Hills 
Building, Syracuse, N. Y., is secretary. 


North Coast Retail Hardware Asso- 
ciation, annual convention, Jan. 23-24, 
1944, at Portland, Ore. Headquarters 
and sessions at the Multnomah Hotel. 
D. D. Stewart. American Bank Build- 
ing, Seattle, Wash., is secretary. 


North Dakota Retail Hardware 
Association, annual convention, Feb. 
16-17, 1944, at Fargo. N. D. Head- 
quarters at the Hotel Gardner, sessions 








NEW HELPFUL GUIDE 
TO ANCHORING DEVICES 


New book presents complete 
“know-how” story on all types 
of expansion anchoring devices. 
Fully illustrated. Complete in- 
stallation instructions. Handy 
reference on styles and sizes for 
every anchoring need. Yours 
without cost or obligation. 


- 


Write for Copy Today 


JOBBERS: Get the complete facts 
on this available line. 


CHICAGO 
CHICAGO EXPANSION 


BOLT COMPANY 


2227 W. Ogden Ave. @ Chicago 172, III 
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Your Premax Rods 
are helping Uncle Sam 


Our entire facilities are devoted 
to Premax Antennas and other 
military equipment for the fight- 
ing forces. 

When Victory comes, Premax 
Rods will be back, better than 
ever before. 


remax Products 


Division Chisholm-Ryder Co., Inc. 
4409 Highland Ave., Niagara Falls, N. Y. 
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We're All Set 
Now 
to Fill Your | 
Complete 
Plantabbs Needs! 





All Sizes — Prompt Shipments 


Big circulation magazines and 
newspapers are carrying the 
Plantabbs story to indoor plant 
growers throughout the country. 
This advertising will be followed 
up with the Plantabbs message 
going to growers of spring and 
summer garden flowers and Vic- 
tory Garden vegetables. 


Year ’round Good Profit 
Most all wholesalers, or 


PLANTABBS COMPANY 
Baltimore 1, Maryland 






















( wERE’S WHAT ) 
FOLKS NEED 


to repair walls, floors, 
furniture, woodwork or 
plaster. This plastic 
repair material comes 
ja powder form... just 
mix with water and 
ase. Will not shrink. 
Sticks and stays pat. 











cans or four 4-lb. cons to cose. 
Alce eveileble in 25, 50 ond 
VOOM drome fer industral coors 


DONALD DURHAM CO. 
Bee Moines lowe 





= NU-WAY 
Calf & Cow 
WEANER 


SELLS ON SIGHT 


PATENTED 


BECAUSE THE PRINCIPLE IS RIGHT 
Thousands of satisfied users from coast to coast 
Jabs the Animal Weans Them the 
Doing the Sucking Humane Way 
— An item That Repeats — 

SEE YOUR JOBBER 


AUSTIN MFG. CO., ROUND GROVE, ILL. 
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at the Town Hall. Clarine Sherwood, 
21 Clifford Building, Grand Forks, 
N. D., is secretary. 


Ohio Hardware Association, annual 
convention, Feb. 15-17, 1944, at Colum- 
bus, Ohio. Headquarters and sessions 
and exhibit at Deshler-Wallick Hotel. 
John B. Conklin, 175 S. High St., Co- 
lumbus, Ohio, is secretary. 


Pennsylvania and Atlantic Sea- 
board Hardware Association, annual 
conventions, Feb. 15-16, 1944, at Phila- 
delphia, Pa. Headquarters and sessions 
at the Benjamin Franklin Hotel. Feb. 
17-18, 1944, at Pittsburgh, Pa. Head- 
quarters and sessions at the Roosevelt 
Hotel. W. Glenn Pearce, 400 N. Broad 
St., Philadelphia, Pa., is secretary. 


South Dakota Retail Hardware 
Association, annual conventions, Jan. 
26-27, 1944, at Sioux Falls, S. D. 
Headquarters and sessions at the Cata- 
ract Hotel. Earl Erlandson, Cotton- 
wood, S. D., is secretary. 


Southern California Retail Hard- 
ware Association, annual convention, 
Feb. 28-29, 1944, at Los Angeles, Cal. 
Headquarters, sessions and exhibit at 
the Elks Club. J. V. Guilfoyle, 509 
Rives Strong Building, Los Angeles, is 
managing director. 


Tennessee Retail Hardware Associa- 
tion, annual convention, Feb. 22-23, 
1944, at Nashville, Tenn. Headquarters 
and sessions at the Andrew Jackson 
Hotel. Morris Jones, P. O. Box 784, 
Nashville, Tenn., is secretary. 


Triple Mill Supply Convention, 
May 22-24, 1944, at the Palmer House, 
Chicago, Ill., comprising the Southern 
Supply & Machinery Distributors’ 
Ass’n, E. L. Pugh, 314 Volunteer Build- 
ing, Atlanta, Ga., secretary; National 
Supply & Machinery Distributors’ 
Ass’n, H. R. Rinehart, 505 Arch St., 
Philadelphia, Pa., secretary, and Amer- 
ican Supply & Machinery Manufac- 
turers’ Ass’n, H. Kennedy Hanson, 1108 
Clark Building, Pittsburgh, Pa., gen- 
eral manager. 


Virginia Retail Hardware Associa- 
tion, annual convention, Feb. 21-23, 
1944, at Richmond, Va. Headquarters 
and sessions at Hotel John Marshall. 
G. T. Omohundro, Jr., Scottsville, Va., 
is secretary. 


West Virginia Hardware Associa- 
tion, annual convention, Feb. 7-8, 1944, 
at Parkersburg, W. Va. Headquarters 
and sessions at the Chancellor Hotel. 
Sam H. Diemer, Box 363, Fairmont, 
W. Va., is secretary. 


Wisco Hardware Co., annual con- 
vention, Jan. 24-26, at the company’s 
headquarters, Madison, Wis. J. A. 
Fitschen is general manager and sec- 
retary. 


Wisconsin Retail Hardware Associa- 
tion, annual convention, Feb. 1-2, 1944, 
at Milwaukee, Wis. Sessions at the 
Milwaukee Auditorium. H. A. Lewis, 
Stevens Point, Wis., is secretary- 
treasurer. 








Every User Recommends It— 


Every man who uses a Townsend Wire 
Stretcher is pleased with the ease with 
which it is attached to the wire, the rapid- 
ity with which the wire is brought into 
position for nailing, and the fact that he 
can stretch the wire and nail it to the post 
without assistance. These time and labor 
saving features have made the 


Townsend Wire Stretcher 


a profitable seller for over 30 years. It 
will stretch plain, twisted, barbed, woven 
wire or large mesh open wire. The 3 foot 
wooden handle is fitted with malleable 
iron pincers with serrated steel grips war- 
ranted not to slip. Also ideal for tight- 
ening bands and wire on large shipping 
boxes, crates and bales. Send for Trade- 
prices, also folder which gives complete 
details. 


B. W. TOWNSEND 
Painted Post, N. Y. 














_ SKILLMAN 






9 BUILDERS. HARDWARE 
Locksets 


Cast Shelf Hardware 
A Dependable Product 
PROMPT SHIPMENTS 
SKILLMAN HARDWARE 
MFG. CO. 
Trenton 4, N. J., U.S.A. 
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yESTS 


CLIPPER 5 


A COMPLETE LINE 


75S ¥: a2" Reoutaliorse 


ic the Trade JOBBER 


AMERICAN SHEARER MFG. CO,, nasnua, wn. 











You'll find REAL 
Sales Representatives ad- 
vertising in the Sales Ac- 
counts Wanted Columns 
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An American Looks 
at New Zealand's 
Hardware Stores 


(Continued from page 119) 


largely on Great Britain for fish- 


ing tackle of all kinds, with the | 
exception of American bait cast- | 


ing rods and reels and surf cast- 
ing equipment. High grade rods 
and files of all types are made in 
the Dominion. 

Tennis racket factories have 


been established in New Zealand | 


during the past 10 years and there | 


is one manufacturer of tennis 


balls there. There are five manu- | 
facturers of golf clubs in the | 


country but all golf balls have to 


be imported. Skis have also been | 


manufactured in the country. 


However, the smallness of the pop- | 
ulation limits the domestic mar- | 


ket and prohibits large scale 
manufacture with the result that 


many lines of sporting goods of | 


all types will continue to be im- 
ported for many years to core. 


Correct Answers to 
“Test Your Hardware 


Sense” 
(Questions on page 84) 


1—Answer—Assets are (a); 
(d); (e); (g); (h); (i). Lia- 
bilities are (b); (c); and (f). 

2—Answer—A business asset 
is something owned by the busi- 
ness. 


3—Answer—Maximum work | 


hours per week under the present 
Federal Wages and Hours Law 
are 40 hours. Employee may work 
over this limit, but employers 


must pay the employee at the rate | 
of time and a half for all hours in | 


excess of this maximum. 

4—Answer—A business _liabil- 
ity is something owed by the 
business. 

5—Answer—Base rate of pay 
is 50c. per hour. While employee 
works only 48 hours he actually 
gets paid for 52. He secures time 
and a half for the 8 hours over- 
time which is equal to 12 hours. 


By dividing the weekly salary of | 
$26.00 by 52 hours the hourly | 


rate of 50c. is secured. 
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ITEMS FOR IMMEDIATE DELIVERY 
BIG 
SYNTHETIC (i) SYNTHETIC 
FISHING LEADER™@ PICTURE WIRE 


Knotless Leaders in Coils Ideal for Every Home 


WILL NOT RUST 


ALMOST INVISIBLE 


lump mics MFG. CO, 
yaetaek AVE. 


Aad * 13 AllSVd SaLL 
STIV’ YYW LON THA 











; Wet or dry, this plastic fishing leader has Replenish your picture wire stock with this 
full strength and ties evenly. It new plastic item—it will not rust and will 
no ki not mar walls. Almost invisible! 


if Your Jobber Cannot Supply You, Write to 


EDWARDS MFG. CO. 
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2215 SO. MICHIGAN AVE. 
CHICAGO 16, ILL. 














* For Quick Turn-Over 
* For Liberal Profits 


Fastest-selling $1.00 Items in America! 
Featured in More than 5,000 Retail Stores 
Throughout the United States and Canada 











' GUARANTEED }\ 
; gs re 


F 


U. eons D-133-413 
Others Pending 


Famous “Queen Anne” Ring Mold 


The only “all-purpose” guaranteed heat-resisting 
glass ring mold, for making Hot or Cold dishes. 
Used with success in Oven or Refrigerator. 1-qt. 
capacity. Individually packed (12 to a carton). 














“Little Princess” Retails at > 00. OF DENVER, 1.25 
Ring Molds 


Recall a HICKEY 


5 00 5 oe SB 
i Te i Sales Company 
adh each bo Coes Caguilty. 
Packed:—6 molds to a set. 





Law & Finance Building 
ea ee PITTSBURGH (19) PA. 
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RICH cappers 


Limited materials curtails our pro- 
duction to several models. 


For immediate needs contact your jobber. 


Extension Ladders 
Available 


CINCINNATI TRUSS 


FINEST HOUSEHOLD 
STEP LADDER WE 
EVER MADE 


The RICH LADDER & Mfq. Co. 


CINCINNATI, OHIO 











CLARK GEM FLUE STOPPERS 





Featuring 


Attractive new 

series of pictures, 

#1 Gem lithographed on 

metal blanks 

(changed to paper for the duration) permanently clenched 

into the face of the flue stoppers. Folding wire fasteners 
attached to slots raised from the metal of the blank. 


Specifications for the complete line 
Blank Shipping Weight 
Per Dosen Per Gr 





#5 Fle Stopper 


Diameter Fasteners oss 
#3 Gem 8-17/64" 6” or 7” Wires 3 tbs. 7 os. 43 Ibs. 
3s 9-4" on = 5 the. 62 ibs. 
Be 7-29/32” ae © 3 ths. 7 os. 47 Iba. 
20” 5-%" ¥ 7 2 tha, 28 Ibs. 
#5 Flue 8-17/64" Adjustable Bands 8 lbs. 13 os. 47 Ibs. 


for 5”, 6", or 7” 
PACKING—1 dozen per carton, 1 gross per case. Our metal allotments 
permit making the No. 3 Gem only at this time and we are apportioning 
our supply as equitably as possible on the basis of former consumption by 
our customers. 


Order from Your Wholesaler, or Write Us for Reference 


J. L. CLARK MANUFACTURING CO., Rockford, Illinois 
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MAKE SURE 
OF 
MORE BUSINESS 
NOW! 
USE- 


Lists That Bring Maximum 
Success To Your Direct Mail 
Sales Promotion Advertising 
And To The Personal Sales 
Contacts Of Your Salesmen 





the following lists:— 


1648 Outstanding Major Hardware Retailers 
whose sales exceed $50,000.00 Annually. 
For $19.CO 


9828 Major Hardware Retailers whose sales 
exceed $30,000.00 Annually. 
For $10.00 per M. 


4916 Hardware Retailers whose sales are 
$20,000.00 to $30,000.00 Annually. 
For $10.00 per M. 


16839 Hardware Retailers whose sales are less 
than $20,000.00 Annually. 
For $10.00 per M. 


31583 Hardware Retailers (Complete List). 
For $9.00 per M. 
10360 Lumber Yards. 
For $10.00 per M. 
1035 Department Stores handling Hardware 


and Housefurnishings. 


We can supply you with 
For $10.00 Complete 


We also supply lists of hardware retailers in one 
state or in as many states as may he desired. 
When more than 2000 names and less than 10,009 
are purchased, the price is $11.00 per M names; 
when less than 2000, $13.00 per M. 


All lists are compiled in loose leaf list form. 
When desired -on 3°x5” cards there is an extra 
charge of 75¢ per M for the cards. 


We also do addressing and mailing of cireular 
matter at reasonable rates. 


Ask for Details 


HARDWARE AGE 


Direct Mail Addressing Dept. 
100 East 42nd St. New York 17, N. Y. 


HARDWARE AGE 
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NEW TANDEM SWING 


_ YEAR’ROUND 
SELLER! 


Installs in garage, base- 
ment, attic or playroom in 
winter — outdoors in sum- 
mer. 

Two saddle-type seats; ex- 
tra-rugged construction of 
hard wood for safety. 
Retails at $9.95 — at a 
fine profit for you. Order 
through your jobber. 


NOCKONWOOD INDUSTRIES, Lid., Dept. A, Bloomfield lowa 


WRITE TODAY for illustrated price 
list and circular showing other fast- 
selling wood specialties. 
















THESE LEVELS AVAILABLE 


CARPENTERS’ WOOD LEVELS 
Sand's Levels ( 
Tell the Truth 


TR TR a Sb ROR GO A ORT A th 2 a” 


@ e © i Sand’s Levels 


pH Tell the Truth 








Ne. #77--12', 


E 


roe = eee ” —_ " 
© c=> 6 c=» ° f 
No. 678-24", 26”, 


18°x2%"x1%"; 1 Plumb, 1 Level. Protected glasses. 























28”, 30”x2%”"x1%" 1 Plumb, 1 Level, 
Round Top Sight, Protected glasses. 
arm @a=m@ « 
+ sow ~ha", 20", 28 








» BU Xfm ar%” 2 Piumws, Z isnt.as, 
Protected glasses. 








SAND’S LEVEL & TOOL CO., 
8631 GRATIOT s DETROIT 13, MICHIGAN 
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CABINET HARDWARE BUTTS AND HINGES 


SCREWS AND BOLTS * 


CABINET LOCKS 


CHEST HINGES AND HANDLES 


NATIONAL LOCK COMPANY 


ROCKFORD, ILLINOIS 
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When You Know The Trade-Name 


of the product you want, the quickest way to 
determine: “Who Makes It?” is to turn to the 
General Directory Section of the Merchandise 
Directory Number of HARDWARE AGE and 
you will find the trade-name listed alphabeti- 
cally under the product heading of the item in 

question. Alongside the trade-name you will 

find the name of the manufacturer. Alphabeti- 


cally arranged in the same list you will find 
the firm name and address. 


HARDWARE AGE 


100 East 42nd Street 





New York City 























JANUARY 20, 1944 








157 VARIETIES! 


Hodell. in war as in peace, is a specialist in producing chain 
assemblies with or without attachments—assemblies that 
cover the widest range of sizes and uses. If wartime produc- 


tion presents chain problems, let Hodell engineers help 
you. Send blueprints for estimate. 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word ........ .08 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 


mot currency of stamps. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 deys 
previous to date of publication. 


Positions Wanted 
( Special Rate) s& solid, soninam, 
0 words 
Each additional word. Sseseses 60S 
Allow Seven Words for Keyed Address or Y our Address 


BOXED DISPLAY RATES 


One inch 


Seem ewe e ew esereeesresese 





Essential Workers Need Release Statements 








LINES WANTED 
by 
Financially Responsible Representatives 
22 Years Experience in the Hardware Field. 

Prefer Our Own Billing 
References Exchanged. 
Housewares or Hardware 
For Wholesale or Retail 

Also for Dep’t. Store Trade 
~Heve Large Warehouse 


SHAY-JUDD & CO. 
445 N. LASALLE ST. 
CHICAGO, ILL. 


Distribution — Present and Postwar 
Established — Reliable — Aggressive 


Selling Agents 


ANCO CORPORATION 
Pittsburgh, Penna. 


Branch Offices 
Philadelphia — 
Cleveland — Louisville 

Covering all classes of jobbers. We will 

earry the accounts or you can bill direct. 

Write for further information .qand 
references. 

Address Box H-319, care of HARDWARE AGE 

100 E. 42nd Street, New York 17, N. Y. 


New York — 
Chicago — 


Detroit 


LINES WANTED 


Well known concern in Hardware 
Field, with SPLENDID NATIONAL 
SALES ORGANIZATION, now in 
position to take on a few Select 
Lines to supplement its own. Best 
promotional sales efforts guaranteed. 
Comprehensive NATIONAL AD- 
VERTISING CAMPAIGN to assist. 


Write Box H-329, care of Hardware Age, 
100 E. 42nd Street, New York 17, N. Y. 








FOR SALE 


Aluminum-Lacquer, Lacquer Thin- 
ners, Paint Remover and all other 
Sundry Items. 


HETSON & GREENWALD 


168 Washington St., New York City 
Tel. Barelay 7-3427 








WANTED 
BOLTS — NUTS — RIVETS 
SCREWS — WASHERS 
Submit Your Lists of Surplus Material to: 


L. SALZINGER 
997 Broadway, Brooklyn 21, N. Y. 











FACTORY REPRESENTATIVE—TWENTY 
YEARS personal contact among chain stores syn- 
dicates hardware and electrical distributors in 


greater New York seeks line—references fur- 
nished. Address Box H-326, care of Harpwarz 
Ace, 100 E. 42nd St., New York 17, N. Y. 





REPRESENTATIVES TO SELL NEW 
LINE of Decal Transfers to Hardware, Variety, 
Paint and Department Stores as a sideline. Im- 
mediate deliveries. 25% commission, new and 
repeat business. Buslusive territory. Send all 
information and references first letter. Write 
Box H-325, care of Harpware Ace, 190 E. 42nd 
Street, New York 17, N. Y. 





DISTRIBUTOR—Interested in acting as" dis- 
tributor or manufacturer’s representative for New 
York City and any parts of the eastern sea 
Have numerous contacts with department stores, 
hardware dealers and jobbers and with public 
utilities and various manufacturing plants. If 
unable to = deliveries at present, interested in 
discussing war representation. Address— 
_— L Wolff, 420 Lexington Ave., New York 

ity 





ANTED—LINES FROM MANUFAC. 
TURER FOR the entire State of Florida, by 
long established Representative. Age 45, mar- 
ried. Can furnish excellent references. Espe- 
cially interested in connections for screen wire, 
hardware cloth, bolts, rope, padlocks and night 
latches and kindred lines. If interested now for 
post-war selling, write Box H-330, care of 
a 2 Acz, 100 E. 42nd Street, New York 
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ATTENTION BUYERS—WHILE QUANTITY LASTS 
BELL WIRE on 1000' Spools 

Also Single and Double Twisted Weatherproof 

#18 Gauge. Samples on request. 

Also "WHIZ" Metal Polish, Nationally Adver- 

tised. 49¢ at 50, 10 and 5% off. 


Address Box H-331, care of HARDWARE AGE, 
100 E. 42nd Street, New York 17, N. Y. 








WANTED BROKERS 
by SELL JOBBERS. Cash in on war scarcity with 
new and better line of household, plant, and cattle 
seray a | packaged. What lines do you 
and what territory covered and often. 
Other “Teens being developed. Statement of avail- 
ability required. 


NORTHERN LABORATORIES 
Box 251, Manitowoc, Wis. 





MOPSTICKS LIMITED AMOUNT METAL 
SPRINGS STRONG REINFORCED WOODEN 
WRINGER BUCKETS STEEL WRINGER 


ATTACHED—12 QT. PAINT BRUSHES 
3—3 4—4” eee ALSO HORSE 
ICE SCRAPERS. 


HAIR AND FIBR 
7 HEAVY STEEL 


IMMEDIATE DELIVERY. 
UCTS CO., 15227 SARANAC RD., CLEVE- 
LAND. OHIO. ' 





WELL ESTABLISHED TRAVELING 
SALESMAN 16 years selling the wholesale and 
major hardware dealers from Pittsburgh West 
to Denver and all through the Middlewest desires 
correspondence with a manufacturer in need of 
the experience offered. Address Box H-327. care 
of Harpware Ace, 100 E. 42nd Street, New 
York 17, N. Y. 





MANUFACTURERS AGENT AND DIS 
TRIBUTOR, twenty years with one manufacturer 
selling Detroit trade, desires additional meritorious 
line. Address Box H-328, care of Harpware 





WE WILL PURCHASE FOR CASH 


HARDWARE — — PAINT — TOOLS 
Write what you have fo offer 
mete HARDWARE Co. 
neon = PA. 
ae 


an’ y factory closeouts, 
surplus or > tacsentions’ items. 











YOU MAKE IT! WE’LL SELL IT! Aggres- 
sive Manufacturers agent covering Hardware Mill 
Supply, Automotive jobbing trade in Minnesota, 
Dakotas, Iowa, Wisc., wants line housewares, fly 
swatters, tools, kitchen gadgets, toys, games, fuses, 
plugs, switches. If you can’t deliver now, let’s 
talk post-war. Address Box H-318, care of 
Harpware Ace, 100 E. 42nd Street, New York 
17, 





LINES WANTED ror NEW_ENGLAND 
TATE BY EXESSI- 





Acr, 100 E. 42nd Street, New York 17,| SALES _ CO., 610 NEWBURY  STREE7, 
me "Ee BOSTON 15, MASS. 

MANUFACTURERS’ AGENT AND DIS- SALES MANAGER: EASTERN MANU- 
TRIBUTORS of Building Specialties, long es- | FACTURER OF Builders’ Hardware, long 


tablished in Northern California, desire additional 
lines for present and Post-war periods. Address 
Box H-305, care of Harpware Ace, 100 E. 42nd 
Street, New York 17, N. Y 





MANUFACTURERS’ AGENTS—LOCATED 
IN PHILADELPHIA and covering Eastern 
Pennsylvania, Southern New Jersey and the States 
of Delaware, Maryland, District of Columbia and 
Virginia, and catering exclusively to Electrical 
Supply Jobbers, seek one hardware line which 
will sell to that type of distributor. Here is any 
additional outlet for you from well rated ac- 
counts. Highest references and satisfactory re- 
sults. Address Box H-323, care of Harpware Ace. 
100 E. 42nd Street, New York 17, N. Y. 





is ready to consider applications for 


established, 
Write giving full 


post-war attractive position. 
information as to experience; strict confidence 
assured. Statement of availability required. Ad- 
dress Box H-321, care of Harpware AGE, 1 
E. 42nd Street, New York 17, N. Y. 





EXPERIENCED hardware man desires con- 
nection with reliable manufacturer. Personally 
acquainted with major steel goods buyers in the 
leading hardware jobbing houses from Chicago 
to the Pacific coast, Canadian border to the Gulf, 
Eighteen years’ experience in the hardware field. 
Capable of organizing and directing a sales force. 
Age 42. Classified 3-A. Best of references. 
Address Box H-332, care of Harpware Acer, 
100 E. 42nd Street, New York 17, N. Y. 
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ee Ree. e)sileilalshiaatstcle nde ooes ~. 
MAYES GUARANTEES ACCU RACY, SERVICE 


ASK YOUR DEALER *AND DURABILITY = CATALOG FOR 
R 


mavestoo.s MAYES BROS.TOOL MANUFACTURING CO.,Inc. PorrAustin.Micu. “°° 


meer WAVES LEVELS 
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» | Reeraea a, builds HOPPE’S No. 9 
anil L EADE R SHIP is the Supply that fills Every 
GUN CLEANING DEMAND 
Dealers who stock Hoppe's No. 9 escape 
all sales labor because Hoppe's No. 9 is 
i the best known and most widely de- 
manded—and used—of all gun cleaning 
re sclvents. Ask any soldier or sportsman 
.L or ask any experienced wholesale or re- 
in tail distributor. 
ct 
aa FRANK A. HOPPE, Inc. 
od. 2314A North 8th St., Philadelphia 33, Pa. 
D- 
ist. 
a for your LOYALTY! 
en Diiiiiten dethcie ed ‘eur icentenete, —and for your patient understanding of our inability 
avail Cates ts mauattndionn dilate to supply your needs while we are doing our utmost 
produce limited quantities of rope to supply— 
for civilian use, from the best pos- 9, + . 
| sible fibre authorized by the MAR S O a 
* United States Government. In BLE uting quipment 
| war, as in peacetime, it pays to —for the personal safety of your boys and ours in 
HH use Columbian. the Armed Services. 
LS 
Kien, “taGerdee City,*N 540 DELTA AVE., GLADSTONE, MICH., U. S. A. 
Aseres Good Window Displays « « « « « « «© «# @aw@aeaeaeeee 
manag 7 Do you realize that no one factor will draw people to your store And many dealers who require their own copy of Hardware 
2s, fuses, like attractive window displays of seasonable merchandise? ed ~ . highly profitable to subscribe to extra copies for their 
oa Miya Hardware Age is continually reproducing such window displays ‘The cost, $1.00 per year, is returned over and over in better 
cw York —its representatives are always on the lookout for new ideas. windows and increased trade. 
HARDWARE AGE, 100 East 42nd Street, New York City 
\GLAND 
EXPERI- 
‘ en 
i) 
eran TRICE 
ERKINS TRIE 
STREE7, . 0 R 
¢, ol Op COLOR TELLS SIZE 
MANU- . F U S E S bas ~ 
ations for Customers like the all-safety top 
iving full —no glass —no cuts; no metal — 
mane no shocks. “Plus-Values” make 
“— a satisfied customers. Colored 
ag carton sells 5 fuses at a 
— time. Attractive 7-col- 
ssires con- . or display box re- 
Personally minds them 
ene ASK YOUR JOBBER 
S he Gael FOR Colortoses 
rear fel Colortofe ANIMAL TRAP COMPANY OF AMERICA 
mm eTRICO FUSE MFG. CO., wiiwauses. wis CS tales sc aamglie 
N. Y¥. 
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COIVYMBIAN VISES 








Oundex Slo 


fidwenrtirera. 





THE BEST MADE 


* Columbian Vises 
are the standard for 
strength, workman- 
ship and depend- 
ability. Columbian 
Vises offer your cus- 
tomers the greatest 
value in efficient 
and economical vise 
equipment. All 
types for all work. 
See your distributor. 


THE COLUMBIAN VISE & MFG. CO. 


9017 Bessemer Ave. Cleveland 4, O. 

















* * 
IN THE FIGHT 
100 PERCENT! 


OH10,uU.S.A. WE CONTINUE TO SERVE 
YOU— THROUGH UNCLE 
SAM. EXCLUSIVELY. OUR 
PRODUCTS ARE OF THE 
SAME HIGH QUALITY. 







AFTER VICTORY NEW 
TECHNICAL KNOWLEDGE 
AND EXPERIENCE WILL BE 
UTILIZED TO OFFER YOU 
EVEN FINER MERCHAN- 
DISE BY BARR. 


* * 








ALL-STEEL ICE CREEPERS 





Limited quantity of 
these prewar all- 
steel ice creepers 
available for job- 
bers and retailers. 
Fully adjustable; 
with heavy canvas 
strap. Can be worn 
over boots or rub, 
bers. Packed indi- 
vidually. 


Write for descriptive 
matter and prices to 


| R.P. MORTON CO. S20 ore: 
Genuine DOMES? SILEN ICE 























SLIDE SILENTLY - - SOFTLY - SMOOTHLY 





40c We SET- 10c SET-10c SET SAVE FURNITURE 


(ep & FLOORS - CREATE QUIET 
Look for name 
“Domes of Silence” 


Domes of Silence — Insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 













Ask your Jobber 


DOMES of SILENCE on 35 pS: sy 
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Ace Hardware Corp............... 54 
Allen Mfg. Co., Nashville, Tenn.. bo 
American Chain & Cable Co., Inc. 66 
American Chain Di 

— Molded Products Sales 
Aanedioan Shearer Mfg. Co......... 132 
American Thermos Bottle Co., The. 8 
Ames Baldwin Wyoming Co........ 28 


Animal Trap Co. of America...... 137 
Apex Oil Products Co............. 58 
Armstrong Bray & Co............... 128 
Armstrong Bros. Tool Co........... 130 
;~ 3 3 See aes 58 
~~ fee eae: 132 
Auto City Sptating Tbvcsansecdctbas 7 
ge | eer 28 
Barr Rubber Products Co........ .. 138 
SED. wunsaicevccedesds 24 
Bethlehem Steel Co................. 59 
Bissell Carpet Sweeper Co......... 46 
Briddell. Inc., Chas. D.............. 52 
Brooks & Sons, M. S........... — 
Burgess Battery Co................. 114 
Carborundum Co. ...............- 10 
Carey M‘g. Co., The Philip....... 118 
Central Tool I rs 62 
Century Metalcraft Corp........... 46 
Chemrion Hardware Co........... 52 
Cheney Hammer Corp., Henry..... 18 
Chicago Expans‘on Bolt deb ons 13! 
Chrfesge Leck Co...............05. 58 
Chicago Snoring Hinge Co.......... 62 
Chisholm Ryder Co................. 131 
fg SS a eee 134 
Clemson Brothers. Inc............. 112 
Cleveland Chain & Mfg. as sxe 25 
Columbian Rope Co............... 137 
Columbian Vise & Mfa. Co.. = 
Columbus-McKinnon Chain Corp.. 
Conghlan Co.. G. N............... 
Crescent Tool Co................... 47 


D 
Damascus Steel Products Corp.... 62 
Dazey Churn & Mfg. C 69 


GE NE Ms sds wie cesewsee vews 13 
I MT SD. ca cvccndsccccucns 133 
Drake Electric Works, Inc.......... 106 
Draper-Maynard Co. .............. 50 


y = — Div. of Motor Wheel 


du “pont de Nemours & Co., Inc., 


Te 8S eer 36 
Durham Co., Donald ..............132 
E 
I I, Rs ici cigneccacocccs 9! 
Economaster Products Co.. dal 





Edwards Mfg. Co....... .......... 
Electro-Line Fence Co............. 89 


F 
Fairbanks Morse & Co............. 
Fairmount Tool & wean a 
Federal Tool Corp.............. 
Flint & Walling Mig. Co., 

Cc 





. .. % eee bi) 
Formica Insulation Co.............. 33 
SG 
Garod Radio Corp................ 

General Electric Co. (Lamp Div.). 
Goulds Pumps, Inc................. +} 


Hickey Sales Co......... 
Hillerich & Bradsby Co.. ; 
Hodell Chain Co............ sa 
Holley Chemical Co............... 29 
Hoope, Inc., Frank A,............. 137 
wed Mfg. Co., The—Bristol, 





Horton Mfg. Co., Fort Wayne, Ind. 36 






! 
- fal Bit & Snap Co............ 139 
lependent Lock Co............... 69 
feoteadionds eae 14 
J 
Jacobsen Mfg. Co.................. 22 
Jennings Mig. Co.. The Russell..... 18 
Katzinger Co., Edward... gee 
Kent Products Co. ....... 11-12 
Kester Solder Co.. . 4 


Kevstone Brass & Rubber Cc 
Klein & Sons, Mathias........ ; 
Knapp-Monarch coe Wists Hunauetaies 16 


L 
Larson Co., Charles O 
Lewy Chemical Co........... 
Libbey-Owens-Ford Glass Co. 
Cightaingpak ...........sccece- . 
adeno, A. J., & Hoverson ¥ 
Llovd Products Co.................. 
Rent COMPGRG 2... ccc crccccscccce 









M 
Macklanburg-Duncan Co........... 126 
Marble Arms & Mfg. Co 





ee rere 3 
Master Metal Products, Inc........ 137 
Master Rule Mfg. Co., Inc......... 19 
Mayes Brothers lool Mfg. Co., Inc.137 
McGill Metal Products Co......... I 
McGraw Electric Co. (Toastmaster 
RPC ee: Gere 125 
McKee Glass . pakans eels caemaee 32 
McKinney Mfg. Co................. 
Miller, Inc., x. i cecpckbenaed 138 
Milwaukee ‘Stamping so cstiteens 106 
Pe Ret. in Baa ccknsd cahonadess 38 
Mullins Mfg. y= gy (Youngstown 
Pressed Stee! Div.) .............. 9 
Myers & Bro. on "- Eivccacsoganes 15 
N 
National Aluminum Mfg. Co...... 127 
National Brass Co.............0- 140 
National Lock Co..............e00- 135 
Se aaa 105 
— Powder Extinguisher 
| RES 122 
Nicholson a. eae 64 
Noblitt-Sparks Industries, Inc...... 53 
Nockonwood Industries, Ltd........ 135 
Northland Ski Mfg. Co............ 3 
Merten Laser Ces.....cccccccdsecce 43 
° 
ee Se rr 24 
Ol Mig. Ce., F080... ..ccccccccves 117 
| Sg er 129 
P 
eae: Gis TO 6 h.sse sigs scsccenceia 129 
2 See 60 
Patterson-Sargent Co...........-++. 38 
PUIOUNUG GOI. occ cccccccvcece 85 
Pennsylvania Rubber Co........... 2i 
Pittsburgh Plate Glass Co. (Penn- 
i reese 39 
Pittsburgh Steel Co. .............. 23 
CEG.  deseancctccscpaocsas 132 
Plymouth Cordage Co............+- 6! 
ee ae eae rr 9 
Premax Products Div...........--++ 131 
Potene NERB. Ce... 5.2 cgeccn cc ccces 06 
Protected Steel Products Co....... 105 
Puritan Cordage Mills ............ 30 
Raybestos-Manhattan, Inc. (Indus- 
ff |. eer 60 
Red Head Brand Co............... 6 
Regina Corp., The .............+4 20 
Remington Arms Mls Milbscccodees 8! 
Republic Steel ag om 


Reszarch Products 
Rich Ladder Mig. ¢ 





Rose-Derry Co. ........... 

Royal Electric Co., Inc. 

ee ee rer 35 

Russell, Burdsall & Ward Bolt 4, 
SOD GR cncncdpesdssccccescecesion iT 


s 
Samson Cordage Works 






Sand's Level & Tool Co.. 135 
Savogran Co., The..... ae 
Schaffner Co., Gus J.............. 130 
Schlueter Mfg. Rs wcgsctccctcctess 50 
Shapleigh Hardware Co............ 142 
Sherwin-Wi l'ams Co., The........ 44-45 
Skillman Hardware Mfg. COr..006 132 
Smith, Inc., Landon P............. 130 
Soilicide Laboratories ............. 40 
DRA IEE esac ocean nsecavesecnecs 4) 


Solo Products Corp. 
Sonora Radio & Televtiion Corp...141 
Southington Hdwe. Mfg. Co....... 58 
Standard Lock Washer % Mig. Co., 2 


sagen tes cecal 
Star M‘’g. Co. Div. Illinois Iron & 
C.J cs ctheekongwebeecdaeed 139 


a Serre errr rr x 
Superior Fastener \ ae Kicwsaenseda 130 
Taylor Instrument | paseed 17 
Tennessee Enamel Mfg. Co........ 104 
Tennessee Valley Associates ....... 9% 
Textile Mills Corp. ...........-+00: 42 
ee, Ee eae 132 
Trico Fuse Mfg. Co.............06 137 
U 
Union Hardware Co............... % 
United States Plywood Corp. 
'Weldwood Div.) .............4. 5 
Utica Drop Forge & Tool Corp.... 9% 
v 
Vaughan & Bushnell Mfg. Co...... 123 
w 
Washburn Co., The.............00 123 
Weaver Pres-Kloth Co............. 50 
Wastinghouse Elec. & Mfg. Co. 
(Elec. Appliance Div.) .......... 29 
Whitlock Supply Co............... 129 
WH Cornled:, Cai... ccccdccsccees 28 
Wooster Brush Co.... .... ...... 2 
Wrought Washer Mfg. GBs sikaead 139 
x 
X-Acto Crescent Products Co., 
M. acbeedetsue gpennrenisasend ses 129 
Youngstown Pressed Steel Div...... 99 
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‘A BACKGROUND ot famous tins tested Imperial products SO 
available in limited quantities ... but be assured that when victory is 
ours, we will be better equipped to meet your every need. 











MILWAUKEE |, 
WROT WASHERS j 

































a : FULLY = ay ' burnish 



























za * poe 

oe GUARANTEED @ ‘Wo? YOUR Needs! 

vol AS TO QUALITY, po © Standard Washers © Lock Washers 

mo, FIT AND FINISH © S. A. E. Washers © Shakeproof Lock Washers 
F : © Riveting Washers ® Malleable Iron Washers 

epee Patterns are available for practically all plows, © Light Steel Washers © Split Repair Washers 

linen Ss listers, middlebreakers in No. | soft center or No. © Square Washers © Fibre Washers 

ane 2 crucible steel of the highest quality obtainable. © Machinery Bushing Washers © Expansion Plugs 

+l Send today for catalog and trade prices. © Coninge Washers © Seneee Madiine Peodens 

ae 30 . © Brass Washers "© Stampings 

mervmeme STAR MANUFACTURING COMPANY 

meee DIVISION OF ILLINOIS IRON & BOLT CO WROUGHT WASHER MEG. Co. 

roel CARPENTERSVILLE, ILLINOIS, U.S.A. 2218 SOUTH BAY STREET 

on ESTABLISHED 1873 MILWAUKEE 7, WISCONSIN 

an 

eae 17 

nore 104 

chee 98 

ini 42 

ecu 132 

ad 137 

‘ethyl % 

vee 115 

ee é 

senses 123 } A NAME THAT GUARANTEES 

waite 123 é 

S, SUPERIOR QUALITY 

aoe : 

nat BRIGHT WIRE GOODS 

lp CHAS. 0. LARSON CO. : STERLING, ILLINOIS 

Site 
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This is the Bit Guide 
tried and true 


Just clamp it on 
that’s all you do 


Dexter Tubular drill-hole installation does a better job, faster, by avoiding 
slow, old-fashioned chisel mortising; but the real hero of fast, time-saving, 
accurate Tubular installation is the DEXTER BIT-GUIDE. It's the tool for the 
job — just clamp it on and drill — no measuring, no squaring, no laborious 
chiseling. 


Most Dexter dealers carry Bit Guides for the purpose of loaning as a business 


& building service to contractors and builders. 
y 


There's more to Dexters than meets the eye. For example: set screws in the 
Self-locking knobs are self-locking, positive assurance that knobs will not become loose in 
set screws service. Always ask for — always use — DEXTER TUBULARS — remember .. . 


Dexter is the Tubular made with care 
GUARANTEED for Lifetime of use and wear 








DEXTER 
TUBULAR 


LOCKS and LATCHES 





Manufactured by NATIONAL BRASS COMPANY 
GRAND RAPIDS, MICHIGAN 
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1. Many New Fast Selling Sonora Albums Will Be Released Shortly! 


2. Big Name Artists Will Be Featured! 


3. SONORA Records Will Be Advertised In America’s Leading Magazines! 


Already 1944 looms up as the biggest record 


year in history! 


And the kind of music in which SONORA 
specializes, hits the bulls-eye for fast turn- 


over, easy sales, big, juicy profits! 


Nationally advertised in America’s greatest 
magazines, masterfully produced in the tra- 
ditional Sonora bell-like brilliance, carrying 
the prestige of one of the oldest, best known 


names in the home entertainment field — 


here’s an over-the-counter “package” that 
means volume, and customers who will come 
back for more—often. 


We'll soon be all set to deliver a wide 
range of fast-selling SONORA releases, 
including a group now being recorded, 
featuring celebrities whose names are magic 


with record lovers. 


Your Sonora jobber will be glad to give 


you full information. 


Smt Pecans 


SONORA RADIO & TELEVISION CORPORATION - 


RADIOS «¢ PHONOGRAPHS «© RADIO—PHONOGRAPHS ¢© RECORDS «© RADIO—PHONO—RECORDERS 


325 North Hoyne Avenue, Chicago 12, Illinois 


Hap. rr ta RDI ae (OM 


YEAR OF Courawots 


“BUILD FOR PERMANENT SUCCESS 
| wito ** TIME-TESTED” MERCHANDISE 


SED | Dianovo Evar Vii d 
"KEEN KUTTER =r 


SHAPLEIGH HARDWARE Company | 


ST.LOUIS 


Shapleigh National Series No. 2420 








